* * 


Vol. XXVIII, No. 3457 


Sparks 


Btate of the Nation’s Economy: 
Up 

MacuHiNne-Toot Orpers — Totaled 
$55 million in June, a 34 percent 
increase over May, according to 
Machine Tool Builders Assn., which 
adds that orders are “diffused,” 
with no large-scale orders being 
placed by either the Government 
or the automotive industry. 


Copper SHIPMENTS — Amounted 
to 104,651 tons in June against 
102,810 in May. Unfilled orders at 
the end of June totaled 122,321 
tons, compared with 123,039 in 
May. 

Crupe-On Stocks — Totaled 277,- 
748,000 barrels, an increase of 552,- 
000 from the preceding week. 


* * * 


Down 


Business INp—Ex—Physical volume 
of business declined to 98 percent 
of the 1935-39 base index from 98.2 
in the earlier week, according to 
Barron’s. 


Wuo esate Prices — Dropped to 
110.1 percent of the Bureau of Sta- 
tistics index from 110.2 the previ- 
ous week. 


Business Famures — Totaled 
188, compared with 226 in the 
preceding week, according to Dun 
é Bradstreet. 


Jostess CLaims — Amounted to 
311,400, a drop of 32,700 from the 
. week before, according to Labor 


_ Department. 


' Reserve Crevir—Bank reserves of 
’ the Federal Reserve System in- 
creased $89 million, according to 
Federal Reserve Board. 


The hee of the Industry 
IN 
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Top Cars 


New-car registrations for five 
months, plus eight states for 
June: 

1954 Pos. 
1—561,526 
2—553,679 
3—212,597 
4—177,396 
5—155,566 
6—150,508 
J—126,973 
8— 65,645 
9— 47,693 

10— 43,370 
1l— 40,598 
12— 35,915 
18— 34,599 
14— 19,926 
15— 16,382 
16— 13,914 
li— %,978 
18— 4,006 


Make 1953 Pos. 
Chevrolet 547,239— 1 
Ford 409,922— 2 
Buick 195,074— 4 
Plymouth 250,619— 3 
Olds. 137,221— 6 
Pontiac  165,370— 5 
Mercury 103,705— 8 
Dodge 132,146— 7 
Chrysler 68,157—11 
Cadillac 47,346—13 
Stude. 68,871—10 
Nash 74,565— 9 
DeSoto 52,222—12 
Packard 37,781—14 
Lincoln 17,155—17 
Hudson 32,367—15 
Willys 23,826—16 
Kaiser 13,064—18 
19— 629 HenryJd 6,002—19 

10,343 Misc. 14,977 
Total All Makes 
2,279,738 2,397,629 
For further details, see Page 36. 


Little Hope Seen 
For Passage of 


Bootleg Bills 


ASHINGTON.—By joining with 

the Federal Trade Commission 
in harsh condemnation of the 
NADA -~-sponsored Dirksen and 
Crumpacker anti-bootleg bills, the 
Department of Justice has just 
about blacked out chances for their 
passage. 

In a letter to the chairman of 
the Senate Committee on Inter- 
state and Foreign Commerce, 
Deputy Attorney General Wil- 
liam P. Rogers said the Justice 

(Continued on Page 48, Ccl. 1) 





Used Cars Riding High 


Defying July 4 Jinx, Market Grows Stronger; 
Prices and Demand Both Rise 


By Bob Lienert 
Staff Writer 
a CAR operators are enrap- 
tured with a midsummer’s 
dream. 

The market, which had held at 
remarkably high levels through 
spring and early summer, not only 
has refused to break in the tradi- 
tional fashion after July 4th, it has 
shown increasing strength. 

Prices are up, demand is up 
and stocks continue to decline. 

According to Automotive News’ 
index, the overall average price of 
used cars sold at wholesale auction 
last week increased $1 to $787. 


* * * 


as was an unusual develop- 
ment in two respects: 

1. It was the first increase in the 
index since Apr. 26—or since the 
customary spring boom in used 
cars. 

2. Historically, the wholesale 
market for used cars plunges 
during July and August. 

Prices at the retail level haven’t 
gone up to keep pace with whole- 
Sale advances, but on the other 
hand they have leveled off and are 
holding steady, instead of progres- 
Sively declining as might have been 
expected. 

* & + 

HERE are, of course, regional 

exceptions to the healthy used- 
car situation. Drought has hit hard 

at sales in some agricultural areas 


In This Issue 


Regis . 
Used-Car Auctions ........Pages 6, 39 


and layoffs in some industrial 
areas also have cut down activity. 

These conditions haven’t been 
widespread enough, however, to 
affect the overall market to any 
noticeable extent. 

Demand continues heavy at both 
the retail and wholesale levels, ac- 
cording to field reports reaching 
Automotive News. The rush to buy 

(Continued on Page 47, Col. 3) 
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Bell Refers Plan 
To NADA Board 


Relations of Makers, 
Dealers and Public 
Would Be Studied 


By William Ullman 
Washington Correspondent 
ASHINGTON.— Indications that 
a broader conference might be 
in the making last week accom- 
panied the sudden and indefinite 
postponement of a scheduled Gov- 
ernment-maker-dealer meeting to 
discuss freight charges in the auto- 
motive field. 


A proposal that the character 
of the talks be changed, with a 
view toward taking in “the en- 
tire field of manufacturer-dealer 
relations” as well as the public 
interest, was advanced by the 
Federal Trade Commission. 
NADA, which first suggested the 
tri-partite session on freight rates, 
felt that it could not go along with 
FTC’s sweeping new plan unless 
it had the approval of its directors. 

* x * 

S A result, with the consent of 

the factories which previously 
had agreed to participate, NADA 
announced cancellation of the 
freight meeting Wednesday (July 
28)—the day before it was sched- 
uled to take place. 

The original idea was to stage 
a three-way discussion on freight 
rates and transportation charges 
covering factory automobile de- 
liveries. 

On July 19, FTC Chairman Ed- 
ward Howrey forwarded to NADA 
Executive Vice-President Freder- 


ick J. Bell a letter in which How- ' 


rey suggested that the purpose of 
the meeting be to consider the} 
desirability of holding a trade-| 
practice conference under estab- 
lished FTC procedures. 


* * * 


Owner further proposed that 
such a trade-practice confer- 
ence “be broad enough to cover the 
entire field of manufacturer-dealer 


DeSoto Dealers Win Safety Plaque 4th Year— 


J. B. Wagstaff (center), DeSoto sales vice-president, accepts on behalf of the firm's 
dealers the National Safety Council's Interest Award for the fourth consecutive year. 
Making the presentation is Sidney J. Williams (left), assistant to the president of 

| the council. At right is Donald Slutz, managing director, Detroit Traffic Safety Council. 
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Par ley Put Off; 
FTC Asks Broad Probe 


relationships, as well as the rela- 
tionship of each of these to the 
public.” 

He added: 

“Prior to undertaking such a 
conference, the commission would 
first ascertain from the Depart- 
ment of Justice whether the hold- 
ing of such a conference would 
in any way conflict or interfere 
with any matter now pending be- 
fore the Department of Justice.” 
Earlier, at the congressional hear- 
ings on the NADA-sponsored anti- 
bootlegging bills, FTC indicated 


Freight Issue 
Long a Subject 
Of Controversy 


N DETROIT, auto makers aren’t 

talking for the record about the 
freight situation on cars, which has 
been a delicate issue for many 
years. 


It will be recalled that this sub- 
ject came in for study during the 
Federal Trade Commission’s in- 
vestigation of the industry in the 
’30s. Among the conclusions of that 
study was this statement: 

Some manufacturers often bill 
their dealers for transportation 





in amounts in excess of the ac- 
(Continued on Page 46, Col. 1) 


that the legislation was directed 
at a result rather than a cause. 

FTC then suggested that more 
complete factual background should 
be obtained, and invited the atten- 
tion of the congressmen to the 
Crumpacker resolution calling for 
a fullscale FTC investigation of 
the industry. 

At the outset of the NADA pro- 
posal for a freight conference 
—before the matter had been put 
up to the auto makers—FTC offi- 
cials, according to Bell, had indi- 
cated a willingness to attend all 
or part of a one-day conference, 
“and participate to the degree that 
they thought proper and in keeping 
with the responsibilities of their 
office.” 

* * * 
OLLOWING that assent, invi- 
tations were sent to the presi- 

dents of each of the automobile 
companies, with excellent results, 
Bell said. 

The later Howrey letter, sug- 
gesting a changed formula for 
the proposed conference, also was 
sent, at Howrey’s request, to the 
auto makers, with an attached 
NADA memo which said, in part: 
“There is no question but that 

several of the matters listed by 
Mr. Howrey as appropriate for 


consideration at a trade-practice 
(Continued on Page 45, Col. 1) 





Continued Tiintiaic Buc 
In Car Production 


By Tom Hewitt 
Stafi Writer 
ESPITE Chrysler Corp.’s return 
to production, car output de- 
clined again last week, causing 
July’s car total to be the lowest 
since February. 

Built last week in U.S. plants, 
according to Automotive News 
estimates, were 104,475 cars and 
18,675 trucks, against 105,350 cars 
and 17,590 trucks in the preced- 
ing week. 

July’s preliminary car total was 
445,632, .compared with 505,016 in 
June and 597,319 in July, 1953. 


U.S. firms produced 76,285 trucks | 
in July, the lowest month’s total | 
since November. In June, trucks | 


GM’s Net for Half 
Is $425 Million 


income of General Motors 

in the first half of 1954 in-| 

creased more than 35 percent over 

earnings in the like period of 1953, 

the corporation’s six-month report 
showed last week. 

Net earnings for the first half 
of this year amounted to $425 
million, Harlow H. Curtice, pres- 
ident, and Alfred P. Sloan jr., 
chairman, said in the report. 

Net profit for the first six months | 
of 1953 was $313 million.’ Record 
first-half net income was $485 mil- 
lion in 1950. 

* on ~ 
ALES in the initial six - month | 
period of 1954 amounted to $5,066 | 
million, compared with the record 
$5,441 million in the same period | 
of last year, the executives said. 


; was down for inventory, 





Savings of $306 million in taxes 
(Continued on Page 45, Col. 4) 


totaled 89,463, and in July, 1953, 
output amounted to 111,047. 


* * * 


y= prolonged changeover 
shutdowns about to begin, 
August production is due to be even 
lower, and September probably will 
drop another’ notch. Slated for 
August are fewer than 400,000 cars. 

Last week’s car production 
dropped because: 


1. The B-O-P plant at Linden, 
N.J., was closed for inventory 


Production 


Automotive News Estimates: 
U. 8. Cars, Trucks 


158,085 
123,150 122,940 


Last Prev. 1953. 

Week Week Week 
For complete production totals 

by makes, see table, Page 47. 


taking, causing Buick, Oldsmo- 
bile and Pontiac each to- build 

2,000 fewer cars than in the pre- 
ceding week. 

2. The Ford division did not op- 
erate any plants Saturday, against 
six in the preceding week when it 
built 2,300 cars on the extra day. 

* * * 
3 NASH was the only smaller 

* firm to produce cars at any- 
where near a volume pace. Hudson 
Kaiser- 
Willys produced only 50 cars for 

(Continued on Page 47, Col. 3) 
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Dealer Rebuildi 





Rough Retai 


By Bud Harris 
Traveling Correspondent 

EALERS on the West Coast say 

marketing conditions are get- 
ting worse instead of better. 

As a result, many financially 
sound dealers are liquidating 
their investments rather than 
suffer further losses. 

Some dealers say that every 
maker will have to rebuild his 
dealer structure on the Coast or 
depend on sand-lot dealers to mar- 
ket his product. 

+ * + 

N OREGON there has been so 

much switching of deals that 
auto men say it is difficult to de- 


Court Upholds GM 
In Widow’s Suit 


Over Franchises 


DETROIT. — Circuit Judge 
Thomas J. Murphy last week up- 
held the “personal-service” clause 
of a General Motors dealer selling 
agreement that the franchise held 
by her husband's corporation had 
been wrongfully canceled and 
awarded to others after his death. 

The plaintiff was the widow of 
Fred Strifler, Caro, Mich., whose 
firm handled Buick, Pontiac, Chev- 
rolet and Cadillac. 

After he died in 1948, and the 
selling agreements had been term- 
inated, new agreements for the 
sale of Buicks and Pontiacs were 


awarded to his cousin, Delvin Strif- | 


ler, and new Chevrolet and Cadillac 
agreements were awarded to Wil- 
sie - Kelly Chevrolet Co., organized 
by Sheldon Wilsie, a former sales- 
man for Fred Strifier, Inc. 

Mrs. Strifler sued General Mo- 
tors, Delvin Strifler and Wilsie- 
Kelly, charging that the selling 
“agreements had been wrongfully 


awarded. She sought to have the | 


agreements held in trust for the 
benefit of her husband’s firm. 


Judge Murphy held that the per- | 


sonal-service clause meant that 
when the selling agreements were 
canceled because of the death of 
the person named in them, the firm 
no longer had any interest in the 
franchise and the manufacturer 
could award the franchise to any- 
one it desired. 


$188,675 Dealer Estate 

TROY, N. Y.—Charles H. Martin, 
Troy Auto dealer who died June 11, 
1953, left a gross estate of $188,675, 
a tax appraisal disclosed last week. 
Under the will, Ernest J. Knowles, 
now a Pontiac dealer, received 25 
percent. of the common stock in 
Charles H. Martin, Inc. (Pontiac), 
Knowles was an employe of Mar- 
tin’s. 


a 





Linen Interior— 


Winifred Waring, fashion director of 
4. W. Robinson's, discusses with George 
A. Wagner, vice-president of Earle C. 
Anthony, Inc., Packard distributor, the 
linen-fabric treatment of the interior in a 
car displayed at a style salon in Los 
Angeles. 
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Necessary? .. 


termine who is handling which 
make of car. 

As in California, bootleg cars 
are being offered in lots all over 
Washington and Oregon. Dealers 
say that all makes of cars are 
available at prices below those 
at which new-car dealers can sell. 


More and more the used-car auc- 


Klingler Retires 
From GM After 


35-Year Tenure 


DETROIT.—Retirement of Harry 
J. Klingler, vice-president of 
General Motors and group exec- 
utive of the 
car divisions, was 
announced last 
week by GM 
President Harlow 
H. Curtice. Kling- 
ler also is retiring 
as a director of 
GM and as a 
member of its 
| operations policy 
and administra- 

, tion committees. 
Klingler’s re- 


H. J. Klingler 
tirement, effective Saturday (July 


| 31), follows a career of more than 
‘35 years with GM, including 12 
years as a vice-president. 

| Ags group executive since Jan. 1, 
1951, Klingler supervised the opera- 
tions of Chevrolet, Pontiac, Olds- 
| mobile, Buick, and Cadillac divi- 
_ sions. Until recently, the group also 
, included the GMC Truck & Coach 
division. 

He was named a vice-president 
Jan. 5, 1942, and elected to the 
board Dec. 4, 1950. 

From Oct. 23, 1933, until his ap- 
pointment as a group executive, 
Klingler was general manager of 
Pontiac. Under his leadership, pro- 
duction of Pontiacs rose from 80,- 
| 195 in 1934 to 469,813 in 1950, and 
employment in the division in- 

(Continued on Page 47, Col. 1) 





DETROIT.—June used-car sales 
were running well ahead of May, 
according to survey results dis- 
closed by the National Used Car 
Dealers Assn. 

Membership reports showed a 
| Sales increase of 4 percent during 
June, while the average drop in 
; inventories as of July 1 was 2.8 
percent compared with June 1 
stocks. 

President R. W. Workman 
stated that the NUCDA sales re- 
ports hereafter would be evalu- 
ated on a month-to-month basis, 
rather than making comparisons 
with the previous year’s business. 

All area reports indicated an in- 
crease in sales except the western 
region, which had a drop of 3 
percent. 

Inventories in the New England 
states were down considerably, 
with the Midwest and West show- 
|ing lesser declines in used-car 
stocks. Stocks in the Southern 
states were up only % percent, 
while the Southwest averaged 10 
percent above June 1 inventories. 

Following are the area reports: 

New England (Connecticut, 
Delaware, Maine, Massachusetts, 
New Hampshire, New Jersey, 
New York, Pennsylvania, Rhode 
Island and Vermont)—Sales up 
15.1 percent compared with May. 





: Inventories as of July 1 were 
| down 20.8 percent compared with 
, June L % 
| Mmwest (Illinois, Indiana, Iowa, 

, Kansas, Michigan, Minnesota, Mis- 


souri, Nebraska, North Dakota, 


|South Dakota, Ohio and Wiscon-| + 
|<) — June sales up 3.3 percent| © 
compared with May. Inventories) , 


down 4.6 percent as of July 1. 
Sovutu (District of Columbia, Ala- 
bama, Arkansas, Florida, Georgia, 
Kentucky, Louisiana, Maryland, 
Mississippi, North Carolina, South 
Carolina, Tennessee, Virginia and 
West Virginia)—Sales during June 








Used-Car Stocks Drop 


NUCDA Reports July Inventories Down 2.8 Pct. 
After Month of Stepped-Up Sales 


ing on the Coast 


tions are becoming the barometers 
for the price of new cars in any 
designated market. Many new-car 
dealers recognize this and watch 
auction prices on bootlegged cars 
in their areas to get an idea of 
what they must get down to in 
order to move their cars. 
* * * 


N SOME cases, new-car dealers 
put their own new cars across 
the block for information. Some- 
times a dealer lets a few go, but 
most of the time he bids them back 


in himself. 


Some dealers say they are able 


; to buy at auctions brand new cars 
,of the make they are handling at 


prices well below those they must 
pay the factories. 

A bright spot in California is 
the used-car market. Prices have 
been lowered to the point where 
dealers are able to move them in 
volume. 

However, many used-car lots, es- 
pecially in Southern California, are 
heavily stocked with bank and fi- 
nance company repossessed cars 
which are moving slowly because 
these firms are reluctant to sell at 
prices now prevailing in that state. 

* * * 
Witt regard to the new-car 
market, dealers say that John 
Q. Public has learned that there 
is no stable market and he is 
shopping hard. 

He beats out a rock-bottom 
deal and then demands, dealers 
say, an additional discount, tell- 
ing the dealer he has learned 
that the factory is giving an ex- 
tra trading allowance. 

Dealers say also that the public 
is no longer willing to pay fancy 
prices for extra accessories, and 
that he is balking at the high 
freight charge. 

Dealers argue that the makers 
must get their selling prices back 
down in line with current pur- 
chasing power in order to again 
move new cars in volume. 


up 2.4 percent over May. Inventor- 
ies on July 1 up .5 percent com- 
pared with June 1. 

Southwest (Arizona, New Mex- 
ico, Oklahoma and Texas)—Sales 
up 6.6 percent in June over May. 
Inventories on July 1 up 10.6 
percent. 

West (California, Colorado, 
Idaho, Montana, Nevada, Oregon, 
Utah, Washington and Wyoming)— 
June sales 3 percent below May. 
Inventories on July 1, 5.8 percent 
below June 1. 





Oldsmobile Helps Equip Vocational School— 


Earl L. Bedell (second from right), director of vocational education in the Detroit 
public schools, accepts a gift of automotive equipment for training purposes from 
E. D. Ruth, Detroit zone manager of Oldsmobile. Others are E. V. Walters (left), head 
of the automotive department of Wilbur Wright High School; R. E. Bass, zone 
manager, and J. R. Hendrickson (right), assistant principal of Wilbur Wright High. 
The equipment includes a Rocket engine, two Hydra-Matic transmissions, carburetors, 


¥ 









fuel pumps and a differential unit. 





Truck Exports Up 41.6%, 
Cars 5.8% in First Half 


DETROIT.—With a tighter do- 
mestic market spurring interest in 
exports, U. S. makers this year 
have shipped abroad 41.6 percent 
more trucks and 5.6 percent more 
cars. 

In the first six months, accord- 
ing to Automobile Manufactur- 
ers Assn. statistics released last 
week, 95,286 trucks were sent to 
foreign markets out of 563,876 
sold at the factory. 

Car exports for the half totaled 
116,921 units out of factory sales 
amounting to 2,971,551. 

The comparable six months of 
last year saw 67,311 trucks ex- 
ported out of 636,728 and 110,698 
cars exported out of 3,239,569. 

Bus exports were down to 110 
from 137 last year. 

Including buses, exports of all 
motor vehicles reached 212,317 
units out of 3,537,452, as against 
178,146 out of 3,877,869 in the cor- 
responding period of 1953. The 
overall 1954 gain was 19.2 percent. 

This year’s exports represented 
an even 6 percent of factory 
sales, compared with 4.6 percent 
last year. 

Total shipments were off a bit 


U. C. Dealer Suspended 


OLYMPIA, Wash.—Paul C. Ha- 
den, Soap Lake (Wash.) used-car 
dealer, has had his State dealer’s 
license suspended for 60 days fol- 
lowing testimony that he sold a 
car, then refused to deliver title to 
the purchaser. 








Where Ford Will Build New Proving Ground— 





The center shaded area on this map locates the 4,000 acres purchased by Ford 
Motor Co. as the site of its Michigan Proving Ground. The location is between Romeo 
and Leonard, approximately 40 miles north of Detroit. Completion of construction is 


expected by 1956. 


in June from the month before. 
In June, 34,251 vehicles were ex- 
ported out of 598,847, compared 
with 35,710 out of 588,561 in May. 


The June export figure included 
17,061 cars, 17,188 trucks and two 
buses, as against May’s 18,173 cars, 
17,514 trucks and 23 buses. 

—Bos SHELDON 


Kaiser Describes 
Sellout Reports 
‘As ‘Unfortunate’ 


TOLEDO.—Edgar F. Kaiser, 
president of Kaiser- Willys, last 
week termed “unfortunate” a new 
report that K-W is negotiating to 
sell its automotive facilities. 

In a statement, Kaiser said in 
part: “I can only hope that the 
public and our distributing organi- 
zation will realize that they have 
been hearing such rumors ever 
since we started business in 1946.” 

Kaiser said reports of such nego- 
tiations .were “unfortunate in the 
interest.of our distributors, deal- 
ers and owners.” 

The accomplishment of consoli- 
dation following last year’s pur- 
chase of Willys by Kaiser, he said, 
has resulted in surplus plants and 
equipment. Willow Run, he said, 
was sold because it was a surplus 
plant, and other surplus facilities 
now are being sold. Discussions 
have been held and are likely to 
be held with many companies, he 
said, regarding the sale of such 
surplus equipment. 

“As to the present outlook,” he 
said, “currently we have a backlog 
of unfilled orders, both domestic 


and export...” 
* 7 m 


Girard Named Manager 
Of K-W Auto Operations 


TOLEDO.—Appointment of S. A. 
Girard, longtime Kaiser industries 
official, as general manager of 
Kaiser-Willys To- 
ledo operations 
was announced 
last week by 
Edgar F. Kaiser, 
president of Kai- 
ser Motors. 

Girard, a Kaiser 
Motors vice-pres- 
ident since 1951 
and a vice-presi- 
dent of Willys 
Motors since 
April, 1953, had 
been executive assistant to Kaiser 
for the past year. 

His appointment as general man- 
ager fills a post that had been va- 
cant since the resignation last 
spring of Raymond R. Rausch. 

Girard’s background includes 
service as general sales manager of 
Kaiser-Frazer in 1949-50, and later 
as assistant general manager. 


S. A. Girard 
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7. oa are probably as many 
different methods of establish- 
ing an advertising budget as there 
are ways of spending one. 

A large share of dealer advertis- 
ing expense is assessed by manu- 
facturers for cooperative advertis- 
ing, over which the individual 
dealer has little control. This money 
is used largely for national radio 
and television shows and is con- 
trolled by the manufacturer. 

This practice is directly opposite 
to the methods used in other lines 
of trade where it is customary for 
the manufacturer to give a local 
dealer an advertising allowance. 

For years there has been con- 
siderable discussion on this prac- 
tice. NADA is looking into it to 
see if a change in the practice 
is indicated. Many dealers have 
always claimed that they could 
make better use of the money 
locally and as proof of their 
contention they refer to the Ad- 
vertising esearch Foundation 
report of 1953 that in national 
mediums readership by men is 
54 percent and readership by 
women in the same classification 

is 60 percent. Local mediums 
showed a readership of 74 per- 
cent by men and 94 percent by 
women. 

In spite of the financial require- 
ments of dealers in factory cooper- 
ative advertising, they spend a 
total of $221 million in home town 
newspapers and in local radio and 
television stations, handbills and 
outdoor advertising. This statistic 
is available for the first time and 
was compiled by NADA’s business 
management department. 

It shows that new-car dealers in 
1953 spent an average of $38.06 
per car sold for local advertise- 
ménts. This brings the average 
dealer’s local advertising budget to 
an estimated $5,266 last year. 


* * * 


$75 Per Car 

F WE combine the national and 

local expenditures, it would total 
around $75 per new car sold. The 
1954 figures probably will show 
an increase due to the extremely 
competitive conditions. Under such 
conditions it is important that the 
dealer directs what advertising he 
controls in mediums and in copy 
appeal that will bring direct to him 
the greatest possible result and in 
mediums and with copy techniques 
that will cut down the total sales 
expense. 

There is no iron-clad rule to set 
the amount of advertising budget 
which should be determined by 
each individual dealer and used 
in the mediums and methods that 
best fit his own organization. Per- 
haps the most popular and practi- 
cal method to divide it by the 
months of the year. 

For instance, the budget for 
the used-car department should 
be proportioned by months in ac- 
cordance with the normal used- 
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Dealers tell me 


By John O. Munn 









car volume per month in the 
given territory and the plan 
should be religiously adhered to 
because spasmodic campaigns 
never pay off. A dealer can spend 
so much money when he is over- 
loaded with used cars that he 
has little left for advertising 
when the market is really active. 

One should not, however, set up 
a budget based altogether on past 
experience because consideration 
must be given to future devolop- 
ment and expansion. For instance, 
in a given year there might be a 
drought in an agricultural terri- 
tory. Farm income is reduced. It 
would be foolish to spend too large 
a share of the proportion of the 
appropriation as against holding a 
reserve for a more active cam- 
paign when economic conditions 
have improved and buying power 
is high. In other words, don’t base 
your future budget on past sales 
history alone. 

Some consideration must also be 
given to matching competition, but 
whether you use past history, fu- 
ture opportunity or matching com- 
petition when you are determining 
the amount of your advertising 
budget, it must be adequate to 
meet the present needs and must 
include the kind of copy appeal 
that will establish confidence and 
prestige—the only kind of promo- 
tion that brings immediate results 
and exerts a long-time pull. 

~ ” - 


Go on Offense 
SHOULD consider, however, 
devoting Our money less to 
the defensive approach and more 
to the offensive so that we can 
accelerate sales growth and come 
nearer to the approach of our 
potentials. 

The selection of the medium also 
is important. That, too, is deter- 
mined largely on the location of 
the dealer. Dealers located in multi- 
ple towns must depend largely on 
direct-mail for their individual pro- 
motion to spot their effort directly 
in the territory from which they 
expect to draw business. They 
can’t afford to pay for coverage 
of a general medium, having cir- 
culation largely outside their ter- 
ritory. 

By recognizing the points just 
discussed a dealer will better 
control his advertising expendi- 
ture and can administrate it in 
the amounts and at times and 

(See MUNN, Page 43, Col. 3) 


Colorado Bootleg Row Lands in Court 


| Colorado last year $749,990.50 worth 


By Ira Alexander 
Staff Correspondent 

DENVER.—A suit has been filed 
in Federal Court charging that 
new amendments to the State Au- 
tomobile Dealers and Salesmens 
Licensing Act interfere with the 
flow of interstate commerce. 

The suit charges that the $33 
million-a-year business of two big 
wholesale automobile auctions in 
the Denver area is threatened with 
ruin by the 1954 changes in the 
Colorado law. 

The suit was filed by Attorneys 
Fred M. Winner, Max D. 
Melville and William G. Berge 
on behalf of two out-of-state 
used-car dealers, and is a new 
development in the hot war be- 
tween franchised new-car dealers 
and the used-car lots which sell 
new or “nearly new” units at 
prices below the factory list 
price. 

Melville said his clients “un- 
doubtedly” would follow up with 
suits against several major Denver 
new-car dealers asking treble dam- 

ages for violation of the Sherman 
Antitrust Act. 

The suit filed here is on behalf of 
W. C. Barnett, of Lubbock, Tex., 
and Jesse Chase, of Pocatello, Id., 
who between them transported into 





Buyer’s Spree Ends 
In Face-Losing Deal 


WORCESTER, Mass. — An 
Acorn (S.C.) man walked into 
the James E. Mahoney (Lincoln- 
Mercury) salesroom and said that 
advertising had convinced him 
now was the time to buy a new 
car. 

He tossed down a bundle of 
money, described by a salesman 
as “big enough to choke an ele- 
phant.” 

Observing a rash on the faces 
of George Washington and Alex- 
ander Hamilton, the cashier made 
a phone call. 

Police picked up the counterfeit 
money and brought Teddy Jack- 
son, 37, to headquarters for ques- 
tioning. 





Licensing Change 
Suggested by 
Idaho Dealers 


TWIN FALLS, Id.—Suggestions 
on changes in the auto dealer li- 
cense and title laws have been 
made by the Idaho Automobile 
Dealers Assn. 

Among the changes suggested 
were the definition of a new and 
used-car dealer and a demand for 
an adequate penalty for selling 
automobiles without a dealer’s 
license. 

It also was suggested that the 
State refuse to grant a license to 
anyone who has lost a dealer’s 
license in another state, and that 
the present law should be amended 
to provide that a dealer must have 
an adequate place of business. 

Also discussed was a provision 
that dealers having businesses in 
more than one city be required to 
have a license for each place. 
Another suggestion was that no 
two dealers, either of new or used 
cars, may operate from the same 
location. 

It was further suggested that 
provision be miade for dealers to 
buy individual used cars taken in 
trade from out-of-state. It was also 
recommended that the dealer must 
prominently display his dealer’s li- 
cense number. 


The association meeting was at- 
tended by L. F. Heagle, president; 
W. S. Freeland, vice - president; 
Charles C. Haight, NADA director, 
and Wade Brown, Clare Walker, 
Frank Gaffney, Jay Dye, Elmer 
Bidne, Fred Lillge, David Edmark, 
and James Berry, directors. 


Grisewood Convalesces 


BUFFALO.—Thomas Grisewood, 
immediate past president of the 
Buffalo Automobile Dealers Assn., 
was in a Buffalo hospital last week 
after an operation. 


of motor vehicles for sale by the 
two big Denver auction houses. 
The two men also bought $185,- 
113.50 worth of cars at the Denver 
auctions for resale outside the state 
in the fiscal year ended May 31. 


The two auction firms, Colo- 
rado Auto Auction and Denver 
Auto Auction, do more than half 
of their $33 million yearly busi- 
ness in interstate commerce, the 
complaint alleged. The auctions 
are key units in the brisk used- 
car lot traffic in “nearly new” 
cars. 


The complaint asked Federal 


Des Moines Show 
To Run Feb. 5-12 


DES MOINES.—The first Des 
Moines auto show in five years 
has been scheduled for Feb. 5-12, 
by the Des Moines Automobile 
Dealers Assn. 

The show will be one of the early 
opening events at the new Vet- 
erans Memorial Auditorium, slated 
for completion in December. 

James R. Pigott, president of the 
association, said committees to for- 
mulate detailed plans for the show 
will be appointed about Sept. 1. 
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100 Attend Union Rally eats 


6,000 Phila. Salesmen 
Target of Teamsters 


PHILADELPHIA. —A drive has, bargain hunting and more time 
been launched by the AFL Team-_ buying. 
sters Union to organize the ap- | 


proximately 6,000 new and used-car 
salesmen in this area. 

About 100 salesmen attended a 
meeting of Teamsters Local 596 
last week to hear an outline of 
the union’s plans. 

Morris Cohen, the local’s organ- 
izer of salesmen, told the group 
that the union’s contract proposal 
to be presented later to dealers 
would include the following: 

A work week of 5% days with no 
business on Sundays or holidays; 
health and welfare and pension 
plans; two weeks vacation with 
pay, and no house deals. 

Cohen said that a committee for 
new-car salesmen would be formed 
—with two men representing each 
make of car—to draft the master 
contract as well as variations for 
the different makes. 

Another committee will be 
formed for the used-car person- 
nel. All committee members will 
be “volunteers,” Cohen said. 

Read at the meeting was a tele- 
gram from Raymond Cohen, bro- 
ther of Morris Cohen and secre- 
tary-treasurer of the 11,000-member 
Teamsters Local 107. The wire 
pledged Local 107’s support to the 
organizational drive. Other mes- 
sages of support came from Team- 
sters Joint Council No. 53, the AFL 
Central Labor Union and various 
local unions. 

Union speakers said unionization 
would benefit the entire trade. They 
said that it would have a “stabiliz- 
ing influence” among dealers, elim- 
inating cutthroat competition by 
providing more or less uniform 
working conditions, and that a 5%- 
day week would boost sales because 
prospects would spend less time 


Delaware Dealers 
Convene Sept. 20 


WILMINGTON, Del.—The Dela- 
ware Automobile Dealers Assn, will 
hold its 1954 convention Sept. 20 
at the Rehoboth Beach Country 
Club, Rehoboth Beach, Del. 


The business meeting will be held 
in the morning, with the afternoon 
given over to recreation. 


New members of the association 
include Automotive Importers, Inc., 
Wilmington; Lee F. Slaughter, 
Smyrna, and Joseph Motor Co., 
Milford. 


Court to issue a temporary and 
permanent injunction against Clyde 
P. Fugate, director of revenue and 
motor vehicle dealers’ administra- 
tor; his administrator, and five 
members of the advisory board, 
prohibiting them from enforcing 
certain provisions of the dealer 
licensing act. It also asks the court 
to find the Colorado law unconsti- 
tutional. 

Denver franchised dealers have 
for some time contended that if 
bootlegging is allowed to continue, 
many new-car dealers will be 
forced out of business. For several 
years, new or “nearly new” cars 
have been sold on used-car lots 
at $300 to $1,200 under list prices. 

Used-car dealers and auctions 
here contend that the fault is 
with the new-car dealers who 
sell their cars to the used-car 
dealers “under the table” in order 
to make a small profit and clear 
their stock. 


R. A. Risley, president of the 








Independent Automobile Dealers 
Assn. of Colorado, agreed that 
“new-car dealers have a problem,” 
but said calling the used-car deal- 
ers “bootleggers” was unfair. 

“Tt all boils down to the fact that 
all these cars come from new-car 
dealers,” he said. 


| clear judicial 


Some dealers say privately they 
would welcome unionization of 
salesmen but that its acceptance 
must be general if the unionized 
dealerships are not to be hurt. 
Other dealers look on the organ- 
ization drive as another “squeeze 
play” to cut down their profit 
margins. 

The campaign is part of a na- 
tional effort to organize mechanics 
and helpers into the AFL Interna- 
tional Assn. of Machinists, and 
salesmen and garagemen into the 
Teamsters Union. 

Louis H. Wilderman, attorney for 
Local 596, said that dealers han- 
dling at least one important make 
scheduled staff meetings at the 
same time as the organizational 
meeting in order to prevent sales- 
men from attending. 


Court OK’s Curb 


On Finance Bonus 


Ohio Dealer Loses Out 
In First Test of Law 


COLUMBUS, O.—In its initial 
court test here last week, a 1953 
Ohio law regarding installment 
contracts was ruled constitutional. 

The test suit was brought by 
Glenn C. Teegardin, of Teegardin’s, 
Inc. (Mercury), Troy, O. 

The provision of the law under 
challenge was that which limits 

to 2 percent the “bonus” that a 
finance company may pay to a 
retailer for selling the install- 
ment contract to the finance firm. 

The law also limits to 8 percent 
the amount of interest that may be 
charged on installment purchases, 
but that was incidental to the test 
case. 

Before the law was enacted, in- 
terest on installment contracts had 
ranged from 10 to 12 percent, with 
the bonus paid by finance firms to 
contract-sellers held at 4 to 6 per- 
cent. 

Judge Joseph M. Harter, in his 
decision, said the law had been en- 
acted as a companion to a measure 
prohibiting auto dealers from prof- 
iting from insurance sold to car 


| buyers. 


Both laws, he said, were aimed 
at preventing auto makers from 
“subsidizing” their dealers and 
at barring dealers from profits 
other than those derived from the 
sale of cars. 

His decision added: “There is a 

recognition as an 
evil any increase in the total fi- 
nance charge... 

“The law is valid and enforce- 
able legislation, reasonably de- 


signed to promote the public wel- 
fare.” 





. 


“Have you fellows got every- 
thing— your factory promotion 
kits, your tips on used cars, your 
aspirins and your pills for nerv- 
ous tension?” 





as 
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OUR PLATFORM 


as q |. Fair and equitable contracts between manufacturers and dealers in 
a motor vehicles, parts and accessories; 


§ 2. Every dollar of gasoline and oil taxes, collected by state and federal 
governments, applied to the building and maintenance of highways; 


{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


When Foniitions Are Bad, 
Management Shines 


gee pee the gag that the early-day auto salesmen 
used when the prospect asked how the car took the hills? 


“Can she take the hills!” the salesmen would snort, “why 
she can even go up hills backwards. Look, I'll show you.” 


Selling in those days had to be adapted to the condition 
of the product. Needless to say, cars of those days could 
take steeper grades in reverse than in a forward gear. 


Now selling has to be adapted to other conditions. 


For instance, the other day we asked a dealer how 
business was. 


“Business isn’t so bad,” he said, “but conditions are 
terrible.” 


He referred to the fact that cars sell very well—but at 
a cut price. This car or that car is hot—but at a discount. 
A veteran dealer told of a customer who came in to buy a 
popular model. 


“You know,” he said, “that car is in such short supply 
that it will take me 60 days to get it. But I cut the price 
$350 just to get his order.” 


‘It has been popular to blame factory overproduction 
for this sad state of affairs, but Charles Freed, president 
of NADA, told the summer meeting of the Automotive 
Trade Assn. Managers the other day that the problem is 
more one of dealer overbuying than factory overproduction. 


Maybe it helps us ease the tension by chewing out 
someone else for our difficulties, but the simple fact is 
that profitless retailing has no future other than bank- 
rupticy. 5 
It’s fine to try to do something about conditions, but the 

individual dealer has the responsibility of keeping his 
business on a profitable footing come hell or high water. 


It is up to management to find salesmen who are willing 
to go where the customers are—to sell product, reputation, 
integrity -and satisfaction, rather than price. 


The price buyers will come to the salesman—it is up to 
the salesman to go to the customer and sell him before he 
gets the price-shopping fever. 
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Events 


Dealer Conventions 


Aug. 29-3I—Automcbile Dealers Associa- 
tion of West Virginia, Greenbrier Hotel, 
White Sulphur Springs, W. Va. 

Sept. 10-11—Colorado Automobile Dealers 
Association, Broadmoor Hotel, Colorado 
Springs. 

Sept. 10-12 — Maine Automobile Dealers 
Association Convention, Samoset Hotel, 
Rockland, Maine. 

= 12-13 — South Dakota Automobile 

ealers Association Convention, Rapid 
City, South Dakota. 

Sept. 16-18—New Mexico Automotive Deal- 
ers Assn. Convention, Hotel Hilton, 
Albuquerque. 

Sept. 17—Kansas Automobile Dealers Assn. 
Convention, Broadview Hotel, Wichita, 


Kans. 

Sept. 19-20—Automobile Dealers Associa- 
tion of North Dakota, Convention, Fargo, 
North a: 

Sept. 19-22—New York State Automobile 

ealers Convention, Saranac Inn, Sara- 
nac, New York. 

Sept. 20—Delaware Automobile Dealers 
Assn., Rehoboth Beach Country Club, 
Rehoboth Beach. 

Sept. 20-2i—Minnesota Automobile Deal- 
ers Association Convention, Nicollet 
Hotel, Minneapolis. 

Sept. 21-22—Wisconsin Automotive Trades 
Association Convention, Hotel Schroe- 
der, Milwaukee. 

Sept. 23-24—New Jersey Automotive Trade 
Association Convention, Atlantic City. 

Sept. 28-29—Automobile Dealers Assn. of 
Alabama, Inc., Convention, Buena Vista 
Hotel, Biloxi, Miss. 

Oct. 3-4— Oklahoma Automobile Dealers 
Association Convention, Skirvin Hotel, 
Oklahoma City. 

Oct. 3-5—Automobile Dealers Association 
of Alabama Convention, Biloxi, Missis- 


sippi. 

Oct. 8-9—Pennsylvania Automotive Asso- 
ciation Convention, Haddon Hall, At- 
lantic City, New Jersey. 

Oct. 10-12— ississippi Automobile Deal- 
ore Assn, Convention, Buena Vista Hotel, 
iloxi. 

Oct. 10-12—Texas Automotive Dealers As- 
sociation Convention, Gunter Hotel, San 
Antonio. 

Oct. 17-18—Georgia Automobile Dealers 
Association Convention, General Ogle- 
thorpe Hotel, Savannah. 

Oct. 17-19—Tennessee Automotive Associa- 
tion Convention, Peabody Hotel, Mem- 


phis. 

Oct. 23-25—Arkansas Automobile Dealers 
Association Convention, Marion Hotel, 
Little Rock. 

Oct. 24-26— Florida Automobile Dealers 
Assn. Convention, George Washington 
Hotel, Jacksonville. 
+. 26 — Connecticut Automotive Trades 
Association Convention, Hartford. 

Oct. 31-Nov. | — 10th Annual Convention 
Texas Independent Automobile Dealers 
Association, Hilton Hetel, Fort Worth. 

Nov. 7-9—Ohio Automobile Deaiers Assn. 
Convention, Mayflower Hotel, Akron. 

Nov. 7-9 — Kentucky Automobile Dealers 
Association Convention, Kentucky Hotel, 
Louisville. 

Nov. 14-16—National User Car Dealers 
Association Convention, Empress Hotel, 
Miami Beach, Fla. 

Nov. 18-19 — Idaho Automobile Dealers 
Genociatien Convention, Boise Hotel, 
joise. 

Nov. 20— Utah Automobile Dealers As- 
sociation Convention, Newhouse Hotel, 
Salt Lake City. 

Dec. 2-4— Montana Automobile Dealers 
Assn. Convention, Florence Hotel, Mis- 
soula. 

Dec. 7 — Milwaukee County Automobile 
Dealers Assn. Convention, Milwaukee 
Athletic Club, Milwaukee. 

* * *# 


Dealer Auto Shows 


Jan. 8-16 — Chicago Auto Show, Interna- 
tional Amphitheater, Chicago. 

Jan. 8-l6—Washington, D.C. Auto Show, 
Washington. 

Jan. 21-30—Los Angeles Automobile Show, 
Pan Pacific Auditorium, Los Angeles. 
Jan. 29-Feb. 6—Detroit Auto Show, Mich- 

igan State Fair Grounds, Detroit. 

Feb. 5-12— Milwaukee Auto Show, Mil- 
waukee Auditorium, Milwaukee. 

Feb. 5-12—Des Moines Automobile Show, 
Veterans Memorial Auditorium, Des 
Moines. 

Feb. 12-19—San Francisco Auto S!iow, Pan 
Pacific Auditorium, San Francisco. 

* * 


General 


Aug. 16-18—Society of Automotive Engi- 
neers (National West Coast Meeting), 
Los Angeles. 

Sept. 12-15—National Truck Leasing Assn., 
10th Annual Meeting, Bismarck Hotel, 
Chicago. 


20 Years Ago on 


™NUTO NEWS 






















- 


U WERE LIES 
Y uly 
J BIGAECO 
Y 

Y 


Zou 

Paw Y oD % “2 

WN xe we 

‘ wy - A er enn 
SOE 
















- 


















by 


WELL, YES, MY OLDEST Boy | 
USED (7 WAHLE PLAYING (N JHE 


/S That | PATCHED The 
DAMN THING OWE G2 
Twice. /NAGINE- 

We NCE (SED EM AS 
STANMORE ZQLIPMENT, | 
JE YOU CAW BELIEVE /T 


The FUTURE WITH (TS © 
W0-WhbR-TUBE TIRE 










“Te BOVE LAVGS <2... 53 


/N 





IQ. YEAR= 


OVT 
“ al G 
eS Sie? 


wl fl i! 





9 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





Traffic Spy 

I’ve been in the automobile busi- 
ness more or less for the last 30 
years and am very much interested 
in automobiles and the highways 
of today, which I've traveled a lot 
and know what there is going on 
on these highways which is most 
dangerous at all times. 


I have promoted an idea to the 
Safety Patrol of our state for which 
I received a very nice letter saying 
they were taking it up to the Gov- 
ernor’s Traffic Safety Committee as 
soon as possible. 

To save a few lives, I’ve made 
this suggestion: To build a three- 
wall building along the highway 
all painted white for the patrol on 
duty to drive in. They would be 
covered up at all times and could 


The Big Story 


Federal gasoline taxes cost consumers $202,575,034 in the fiscal year 
ended June 30, compared with $124,929,412 in the prior year ... World 
auto registrations on Jan. 1 numbered 33,562,059 against 33,567,295 a 
year ago, a decline of 5,236 . . . Chrysler Corp. reported a net profit 
of $8,192,084 for the first half of 1934, compared with a net profit of 
$4,747,534 for the like period in 1933 . . . Dodge added the KH-30, 
1%-ton truck to its series, with a chassis base price of $490 ...A 
census of 1,019,073 residential structures in 57 cities revealed that the 
total car capacity of garages in connection with these dwellings was 
1,443,964, while the total number of cars registered was 1,163,404, in- 
dicating a surplus of 280,560 spaces for cars . . . Studebaker exports 
this year already exceed the totals for each of the entire years of 
1930, 1931, 1932 and 1933, according to Arvid L. Frank, general man- 
ager of the Studebaker Pierce-Arrow Export Corp. 


—From the files of Automotive News. 





see out but could not be seen. That 
way it will make the drivers won- 
der if the patrol is there or not. In 
other words, it works both ways. 
With the patrol covered up and 
drivers wondering, it will slow 
down a lot of speeders and care- 
less drivers on the highways today. 

The buildings could be anywhere 
from five to 10 miles apart or what- 
ever it might be with a very low 
cost to the state. 

I am only passing this on think- 
ing it would be good for all the 
states or nationally. 

All the patrols I’ve talked to 
think it would be a good idea as 
the way it is they are in the open 
at all times and are watched every 
move they make. 

At first I thought I was 10 years 
late but I believe not the way I’ve 
been told.—V. A. SHo_uNp, Gothen- 
burg, Neb. 


Thanks, Mr. Allen 

I would like to tell you in my 
small way that I have been in the 
used-car business for 17 years and 
that your Automotive News is the 
finest and most accurate publica- 
tion in the industry. 

I cannot say how much I enjoy 
the fine and down-to-earth writings 
of Mr. John O. Munn. He is truly 4 
real automobile man. I would never 
grow tired taking sound advice as 
he has to give to anyone who may 
be in the auto business. 

It would be an honor and 
pleasure to know a gentleman such 
as he.—J. G. (Jack) ALLEN, Penta- 
cola, Fla. , 














AUTOMOTIVE NEWS, AUGUST 2, 1954 


The world over... 
more people ride on Goodyear tires than on any other kind! 


Look beyond the claims of tire manufacturers. You’ll 
see this one fact is as true today as it has been for the 
last thirty-nine years: ‘‘More people ride on Goodyear 
tires than on any other kind!” The reason for this 


overwhelming preference is simple. Continuing quality 
brings continuing leadership. Year after year, more and 
more motorists are finding that Goodyear tires give them 
greater safety, comfort, value. Goodyear, Akron 16, Ohio. 
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Often No Retail Markup on Equipment in Used Cars . 
Lots Lag in Selling Power Aids 


By Bob Lienert 
Staff Writer 
ANY used-car managers are 
underselling power assists and 
automatic transmissions on late- 
model cars, an Automotive News 
survey indicated last week. 

Based on wholesale values, the 
depreciation of such optional 
equipment is usually less than 
that of the car itself. 

Yet, a poll of lots in the Detroit 
area showed that in most cases 
the retail buyer who selects a car 
with such equipment pays only the 
wholesale cost for the extras, while 
he pays the retail markup on the 
basic car. ieee 


ea figure that power 
steering adds about $70 to the 
price of a year-old car and power 
brakes, $50. That, of course, is on 
models where neither is listed by 
the factory as standard equipment. 
Automatic transmissions come 
close to being considered standard 
equipment, and rather than “pay- 
ing more” for a car so equipped, 
the buyer pays $100 to $125 “less” 
for a car without the automatic. 
Such equipment as power win- 
dows, radios and heaters is 
usually wrapped up in the basic 
used-car price, dealers figure. 
Most dealers who allow extra 
amounts for power assists when 
they are taking tradeins or buying 
at auction, simply add the same 
amount to the basic retail price 
they establish for the car when 


Young Craftsmen 
Receive $30,000 
In Ford Prizes 


DEARBORN. — Cash awards to- 
taling nearly $30,000 to 712 young- 
sters in 39 states, the District of 
Columbia and Hawaii have been 
made in Ford Motor Co.’s eighth 
annual Industrial Arts Awards 
competition. 

Winners in the nationwide pro- 
gram, designed to encourage use- 
ful craftsmanship and outstanding 
work in ordinary school classes, 
were announced here last week. 

In addition, ‘‘outstanding 
achievement” awards were pre- 
sented for 30 projects judged best 
among more than 5,000 entries in 
the Industrial Arts Awards finals. 

Winners of these 30 top awards 
and their instructors will be Ford 
guests for three-day trips to De- 
troit and Dearborn next Septem- 
ber. Achievement awards were 


selected from $100 first-place win- | 


ners in the program’s several clas- 
sifications. 

A panel of 29 industrial educators 
and industry representatives judged 
the IAA entries. 

California led all states in num- 
ber of winners, with 161 cash 
awards and 13 achievement awards. 
Pennsylvania had 68 cash-award 
winners; Illinois, 62; Ohio, 52, and 
Michigan, 40. 

Top national winner was Bob 


Sellick, a 17-year-old Napa (Calif. | 


Junior College student. 


This year’s winning entries will | 


be displayed at the Museum of 
Science and Industry, Chicago, be- 
ginning Aug. 7. Exhibitions of re- 
gional winners also will be held in 
New York, Chicago, Cleveland, 
Dallas, Los Angeles and at the 
Ford Rotunda here later this) 
summer. 


Red Book Moves 
U.C. Price Data 


CHICAGO.—Average retail prices | 
will be moved from the used-car | 


appraisal pages in Red Book to the 


back of the book, according to G. | 
A. Leukhart, general manager of, 


National Market Reports, the _ 
lisher. 
The change, effective in the adil 


15 issue, is in response to the re-| 


quests of Red Book users and 
trade-association officials who have 
objected to having this information 
made “too public.” 

Customers often do not realize 
that the listed retail prices are only 
the average and thus they arrive 
at the wrong conclusion, the pub- 
lisher said. 





— mark it up and put it on the 
lot 

This conceivably is because 
power steering, power brakes and 
power seats are new-enough fea- 
tures on most cars so that their 
niche in the used-car market has 
not yet been finely chiseled. 


AUroMAtIC transmissions, on 
the other hand, have been 
around a long time and are pretty 
well set in market value. 

Power seats are considered in 
the “gimmick” ‘class by most op- 
erators. So few air-conditioning 
units have appeared on tradeins— 
outside the southwest—that their 
value in the used-car market is 
largely an unknown quantity. 


oO 
White to Expand 
Chi . & a 
icago Facilities 

CHICAGO.—Ground was broken 
last week for a new White Motor 
Co. service center at Grand and 
Fullerton Ave., on the northwest 
side of Chicago, which will cost 
approximately $300,000. 

The new facility, an addition to 
the company’s sales and service 
operations in Chicago, will provide 
22,000 square feet of floor space 
under roof and 40,000 square feet 
for parking. 

L. B. Gilbert, regional manager, 
and E. H. Gustafson, Chicago 
branch manager, said the addi- 
tional space would increase the 
company’s Chicago service area by 
25 percent. 

The unit is the largest of White’s 
36 branches, Gilbert said. Until 
now, the company has maintained 
— only in Chicago’s south 
side. 





The survey showed that used- 
car managers in franchised deal- 
erships and operators of used- 
car lots have widely ‘divergent 
views on power equipment. 

In fact, two partners in a used- 
car enterprise, when polled by 
Automotive News, got into a spir- 
ited argument on the subject. 

Most, however, agree that the 
idiosyncracies of the individual 
buyer color every sale and that, 
in the final analysis, power equip- 
ment—or the lack of it—hasn’t yet 
become a major factor in determin- 
ing a sale or the price of the car. 

That apparently holds true even 
on automatic transmissions. 

+ 


As ONE used-car manager said: 
“The buyer who wants an auto- 
matic transmission isn’t going to 
pay more to get a used car that has 
it. He just won’t buy one without it. 

“On the other hand, the buyer 
who has always used a clutch and 
doesn’t want to change, often will 
buy a car with a standard trans- 
mission at the same price he’d pay 
for one with an automatic.” 

Another used-car manager for 
a franchised dealer said: 

“Sure, Pll try to pry out a few 
more bucks for cars with these 
extras, but when you’ve got the 
big volume of tradeins to handle 
that we have, you don’t quibble 
over a few bucks on that stuff 

(power assists).” 

Some operators who seem acutely 
aware of marketing psychology 
point out a fine distinction: 

Most new-car buyers in the price 
levels where power assists are op- 
tional (or, in some cases, stand- 
ard) equipment, are inclined to 
shoot the works in ordering equip- 
ment on their new car. The average 

(Continued on Page 46, Col. 4) 


Used-Car Bulletin from Detroit... . 


Latest Auction Prices 
(Copyright, 1954, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


duly 28 
(Market remains steady on clean 
autos. Sold 112 cars out of 150 of- 
ferings.) 

BUICK—’53 Super Riviera coupe, 
550°. '52 RM 4-dr., $1,155*; 
4-dr., $1,115*. '51 Super 4-dr., 
RM 4- dr., ag. Special conv., 
$710*. '50 Super 4-dr., $575*; 2-dr., 
$405*; Special 2-dr., $435, $400; 4- 
dr., $355. 49 RM conv., $600*. 

CADILLAC—’'54 (62) conv., $4,900* 
(ps). '52 (62) coupe deVille, $2,405*. 
"51 (62) 4-dr., $1,710*, $1,585*. '50 
(62) 4-dr., $1,370*. 

CHEVROLET—’54 Corvette conv., $2,- 
600°. '53 Bel Air 4-dr., $1,230; 2- 
dr., $1,225; %-tom pickup, $745. °52 
SL Deluxe 2-dr., $820. '51 SL De- 
luxe 4-dr., $690, $670*; 2-dr., . 
$570. '50 SL Deluxe 2-dr., $515, $450, 
$425; conv., $470. '49 SL Deluxe 4- 
dr., $365. 48 FM 2-dr. $250. 

CHRYSLER—’ 52 Windsor 4- dr., $1,- 

Custom 4-dr., $1,080*. 


130. 

DeSOTO — '52 
"51 Custom club coupe, $635; 4-dr., 
$715*; Deluxe 4-dr., $500, $405. °50 
Custom 4-dr., $440. 

DODGE—'53 Coronet (8) club coupe, 
$1,350. '52 Coronet club coupe, $735. 


$1,- 
Super 
$850* ; 


"51 Coronet Diplomat, $645*; club 
coupe, $615; 4-dr., $615, $575*. ‘50 
Coronet 4-dr., $415, $400. 
FORD—'54 Crest (8) conv. 
*53 Custom (6) 2-dr., $1,000, $1,150; 
4-dr., $1,125*; %-ton delivery, $780. 
’52 Custom (6) 4-dr., $835. '51 Cus- 
tom (8) Victoria, $730; 2-dr., $690, 
$685; 4-dr., $705, $500; conv., $595; 
Deluxe (6) 4-dr., $460; 2-dr., $430. 
’50 Deluxe (6) 2-dr., $420, $390, 
Hornet 4-dr., 


$360, $355. 

HUDSON — '51 $670*; 
Pacemaker 4-dr., $490. 

MERCURY—’52 club coupe, $1,325*; 
2-dr., $1,200. ’51 club coupe, $715*. 
—"* $320, $255; club coupe, 


$1,945*. 


$250. 

NASH—’'53 Rambler club coupe, §$1,- 
125. '51 Rambler station wagon, 
$475; 2-dr., $565. 

OLDSMOBILE — '54 (88) 4-dr., $2,- 
600* (ps). '52 (88) 2-dr., $1,125*. ’51 
(88) 4-dr., $990*; 2-dr., $880*. ’50 
(88) 4-dr., $515*. °49 (76) 2-dr., 
$365*. 46 (98) 2-dr., $135*. 

PACKARD—'53 4-dr., $1,290*. 
dr., $685. 

PLYMOUTH—’53 Cranbrook club coupe, 
$1,055; 4-dr., $965. °52 Cambridge 
4-dr., $720. '51 Cranbrook Belvedere, 
$690; club coupe, $535; 4-dr., $480. 
"50 Special Deluxe conv., $560. °49 
Deluxe 2-dr., $365; club coupe, $385. 

PONTIAC—’'52 Chieftain (8) 4-dr., 2 
at $1,115*; 2-dr., $900*. ‘50 Silver 
Streak (8) Catalina; $625*; Silver 
Streak (8) club coupe, $625", $445*, 
$350*. °49 Silver Streak (8) 4-dr., 
$400*. °48 Torpedo (8) conv., $210; 
4-dr., $215. 

STUDEBAKER — '52 Champion 4-dr., 
$660. ‘51 Champion 4-dr., $400; 
Commander Land Cruiser, $325*. '50 


"51 4- 


Champion 4-dr., $370; 2-dr., $205; 
Commander 2- dr., $330; 4-dr., $260. 
MISCELLANEOUS — '52 Henry J (6) 
2-dr., $400. 


"aaly 21 
(Sale very good. Sold 96 cars out 
of 121 offerings.) 

BUICK—’53 Super Riviera, $1,810°. ’52 
Super Riviera, $1,125; Special 2-dr., 
$1,100*. '51 Special Riviera, $925°; 
4-dr., — Super 4-dr., , 2 at 
$810*; 4-dr., $730°. per 
4-dr., 3478, $440: 2-dr., $475; Spe- 
cial 4-dr., $430°. °49 ‘Super 2-dr., 
moe 4-dr., $355, $330*. '48 Super 


CADILLAG —- *54 (62) conv., $4,860° 
(ps). ’53 (62) 4-dr., $2,866* (ps), 
$2,775*. '51 (60) 4-dr., $1,730°, °50 

$1,160°; (60) 4-dr., 


—’51 SL Deluxe 2-dr., 


(62) conv., 
$825°. 


Meadowbrook $730. 
Coronet 4-dr., 030; Wayfarer 4-dr. 


$390. 

FORD—'54 Custom (6) 2-dr., $1,500. 
"63 Crest (8) ae, Squire, . 
720°; Victoria, $1,420; Custom ¢6) 
station wagon, $1,390°; Custom (6) 
4-dr., $1,050, $975; Main (6) 4-dr., 
= club coupe, $920; %-ton pick- 

$665. '52 Crest (8) conv., $1- 
ore. "51 Custom (6) 2-dr., $5: "50 
Custom (8) conv., $570; 2-dr., $420; 
Deluxe (6) 2-dr., ‘$300, 2 at $270. "49 
Custom (8) 2-dr., $315. °47 Deluxe 
(6) 2-dr., $175. 

HUDSON—'52 Hornet 4-dr., $815; club 
cou! 


pe, $690. 

KAISER—’51 poceet 4-dr., $375. '49 
Deluxe 4-dr., $14 

MEROURY—’52 Teen 4-dr., $1,- 
265*. ’51 club coupe, $750, $635*. ’50 
4-dr., $535. 

NASH—'51 Statesman 4- dr., $530. ’50 
Statesman 2-dr., $330. 

OLDSMOBILE—’50 (88) Holiday, 
$750*; (98) 4-dr., $525°. °49 (98) 
4-dr., $475*; (76) 4-dr., $455°. 

PACKARD—’53 club coupe, $1,200. ’51 


4-dr., $580. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,- 
050; Cambridge 4-dr., $950, $900. '52 
Cranbrook club coupe, $710; 4-dr., 
$680; Cambridge 4-dr., $640, $600. 
’51 Cranbrook Belvedere, $700; 4- 
e-. $500. °49 Deluxe 2-dr., $245, 


PONTIAC—’51 Sfiver Streak (8) 4-dr., 
$825*. ‘50 Silver Streak (8) 2-dr., 
$490°*. °49 Silver Streak (6) 2-dr., 


$220. 

STUDEBAKER — '53 Commander club 
coupe, $990*. °51 Commander 4-dr., 
$575*. '50 Champion 4-dr., $205. ’49 
Commander 4-dr., $310. 

sS—'51 Henry J (6) 
2-dr., $275. 


*Indicates automatic transmission or overdrive, and (ps), power steering 


Other Auction Reports are on Pages 39, 40, 41, 42 
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Indiana Commends Chrysler Dealers— | 


In recognition of their 


“effective participation” 


in the Indiana automobile safety 


check program, plaques were presented by the State to Chrysler Corp. dealers and 


employes of Indiana plants. 


At plaque presentation are (from left), F. E. Parker, 


Kokomo plant manager; R. S. Bright, Indianapolis plant manager; Joe Lingo, Indiana 
director of traffic safety; R. H. Dungan, New Castle plant manager, and Doxie Moore, 


administrative assistant to Gov. 


George Craig. 


In the background are some of the 


11 Dodge patrol cars consigned to Indiana State Police for safety education. 





Railroads Can't Afford 
Piggyback, Truckers Hint 


WASHINGTON.—As the hearings 
on railroad tariffs for piggyback 
operations opened here last week, 
trucking associations questioned 
the financial ability of the rails to 
offer such a service. 

In filed statements, the truck- 
ers also challenged railroad as- 

sertions that rail-truck services 
could be operated economically. 
Over-the-road haulers and rail- 

roads are awaiting decisions of the 
Interstate Commerce Commission 
on the matter, since the trailer-by- 
flatear service could have a lasting 
effect on the transportation indus- 
try. 

The public sessions were initiated 
to determine the legality of the 
piggyback operation. R. W. Talbot, 
testifying for the Pennsylvania 
Railroad, offered precedents for the 





For details on the background 
of piggyback operations, see 
story on Page 21. 





piggyback service and told how its 
rates compared with truck tariffs 
on which the Pennsylvania’s pro- 
posed rate schedule is based. 


The railroads involved in the 
hearings are the Pennsylvania; 
Baltimore & Ohio; Lackawanna 
& Western; Erie; New York, 
Chicago & St. Louis, and Wabash. 

A surprise witness scheduled late 
in the week was a spokesman for 
the Brotherhood of Railway Train- 





Chicago Trucker 
Spurs Service as 


Piggyback Starts 


CHICAGO. — The purchase by 
Cooper-Jarrett, Inc., here of 72 
GMC highway tractors equipped 
with twin Hydra-Matic transmis- 
sions was announced last week by 
R. C. Woodhouse, general truck 
sales manager of GMC Truck & 
Coach. 

The first five tractors were de- 
livered last week, the company 
said, and will be put to use haul- 
ing general merchandise between 
Chicago and New York. 

“We can cut three hours from 
our Chicago-New York run,” said 
Guy D. Cooper, executive vice- 
president of Cooper-Jarrett. Some 
observers feel that such stepped-up 
service is aimed at presenting more 
competition for the railroad piggy- 
back (truck-on-flatcar) service that 
has been put into effect between 
the two cities. 

Cooper-Jarrett is the first large 
trucking concern to place the new 
GMC cab-over-engine models with 
a four-cylinder diesel engine into 
service on a major scale. They are 
rated at 60,000 pounds gross com- 
bination weight. 

Cooper predicted that trucks with 
automatic transmissions would soon 
make obsolete those with regular 
transmissions. 

Hydra-Matic, he said, allows 
faster shifting away from _ stop 
lights and up hills, and added brak- 
ing power through a device which 
keeps the vehicle in gear. 





men, who was expected to oppose 
the railroads. 

The trainmen, it was understood, 
fear that piggyback plans would 
not prove good for their working 
conditions in the long run. 


Packard Expands 
. 
Diesel Research 
e 7 - 
In Diversifying 

DETROIT. — Packard last week 
announced the establishment of an 
engineering project to develop new 
lightweight diesel engines which 
will be widely adaptable to indus- 
trial and civilian uses. 

It was revealed that discussions 
relating to power possibilities for 
trains of the future were being 
held with railroad officials on an 
informal basis. 

Plans to expand diesel engine de- 
velopment were cited as represent- 
ing a major phase of the company’s 
diversification program. Packard 
has been producing marine diesel 
engines, which are about 75 per- 
cent lighter per horsepower than 
conventional diesels, for the Navy 
since 1951. 

Engineering officials said future 
development work will be guided 
by research which shows that light- 
weight diesel engines promise at- 
tractive operating advantages for 
industrial power applications, for 
large trucks and buses, and for 
off-the-road vehicles, including 
trains. 

Diesel-engine manufacturing, ma- 
chines, machining and assembly 
operations are located at Packard’s 
E. Grand Blvd. plant in areas 
which formerly housed automotive 
operations. 


Adds Packard— 


J. T. Lucas (right), owner of J. T. Luccs 


Sales & Service, Walnut Creek, Cali‘., 
Studebaker dealer, has added Packard *9 
his line. At left is Willard Scott, reside »t 
manager of Earle C. Anthony, Inc., Pac- 
ard distributor. 
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PACKARD PROGRAM 


Another Big Step Forward—Packard Prepares to 
Start P Production in New Utica, Michigan, Plant. 


a. is the normal condition 





new Utica plant is a good example. 
Final machine installation is being 
made, and production of engines, 
transmissions and axles will start 
as soon as the last machine is 
bolted down! This new 1,000,000- 


Uncle Sam Needs 
Packard Engines! 


PACKARD HAS BEEN AWARDED another major defense 
contract to add to its program of product diversification. In 
addition to jet aircraft engines now being built for the 
D S. Air Force, Packard will develop a new Gas Turbine engine 

* the U.S. Navy. Shown above is the USS. “Endurance’; 
. wered by a specially designed, lightweight V-type Packard 
Diesel, furnished under still another government contract. 


sq.-ft. facility is just one phase of 
the greatest modernization pro- 
gram in Packard’s 55-year history! 


It’s easy to see why Packard con- 
tinues to make news . . . why 
Packard sales are increasing. The 
Packard Program is moving ahead! 


PACKARD SALES ARE UP 35% in the Detroit area, and 
Packard dealerships are growing, too! Clifford and Charles 
Cannon (above, left to right) point to a map showing their two 
Detroit locations. In keeping with Packard Motor Car Com- 
pany’s own dynamic expansion and modernization program, 
they have just recently opened the second dealership, making 
this brother-partnership the largest Michigan Packard dealer. 
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ANOTHER SUCCESSFUL PACKARD PRO- 
MOTION has paid off—and N. Plainfield, N. J., 
Packard salesman William Stewart is the win- 
ner. He and his wife were crowned “king and 
queen for a day” as a reward for his being the 


top salesman in a recent New York, New Jersey 
and Connecticut sales contest. A ball game and 
night clubs were included in their reward. 
They are shown here with the regal Caribbean 

. America’s most glamorous sports car. 


A Good Franchise 
for Today. 
and Tomorrow 


PACKARD MOTOR CAR CO., 




















DETROIT, MICH. 
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TURNINGS 


by 


John T. Benedict 


SMALL wooden model of an 

unusual front-drive vehicle was 
among the many idea “concep- 
tions” displayed at recent dedica- 
tion ceremonies of the Detroit 
Arsenal engineering laboratories. 

The model had what appeared 
to be a flat, four-cylinder, op- 
posed engine mounted between 
the front wheels. Another novel 
feature was the front-wheel sus- 
pension and provision for steer- 
ing. 

This consisted of a large ball- 
and-socket design. A ball fitted to 
each end of the front axle works 
in a socket mounted to the inside 
hub of each wheel. Full-scale diam- 





eter of the socket looked to be 
approximately eight to 10 inches. 
* + * 


Notes While. Listening 
To Truck Engineers 


reser truck engineers say that, 
theoretically, there is no reason 
why a heavy vehicle should take 
a greater distance to stop than a 
lighter one. The key lies in exact 
matching of braking effort to brak- 
ing load on individual wheels (max- 
imum friction between tire and 


stopping distance for trucks and 
cars should be discarded. 


Proponents of the idea say that 
the goal is to design all motor ve- 
hicles with braking capability to 
stop within 30 feet at 30 miles per 
hour. 


Others say this is not realistic— 
that a more reasonable goal would 
be to design all trucks with cap- 
ability of stopping within 50 feet 
at 30 m.p.h. It may not even be 
desirable to decelerate commercial 
vehicles as rapidly as cars. 

In trucks, cargo would be liable 
to damage and load-shifting unless 
special precautions were taken. In 
buses, passengers would be discom- 
forted by a sudden stop. 

Even so, it might be argued 
that such braking capacity should 
be available on trucks and buses 
for use in the infrequent emer- 

gency situation when its use 
might prevent an accident. 
Since permissible speeds are di- 
rectly related to braking ability, 
one member of the group said that 
we should be realistic and admit 
that a present-day truck at 40 
m.p.h. may require a stopping dis- 


road is an obvious limiting factor).| tance equal to that for a car mov- 


This led one engineer to the 
controversial statement that the 
“dual standard” of allowable 


ing 15 m.p.h. faster. 
He used this as an argument in 
defense of different speed limits for 


trucks and cars moving in the 
same traffic stream. 
* * * 


Centralized Hydraulics 


100 Years Old 
—S HAMMOND, engi- 
neering vice-president at Gem- 
mer Mfg. Co., says that the basic 
principles of a centralized hy- 
draulic power system were used 
100 years ago. Built in London 
about the middle of the last cen- 
tury, the system distributed water 
under pressure from a central 
source. 

This was just about 75 years 
before the well-read Mr. Ham- 
mond began to try out his own 
homemade hydraulic power steer- 
ing units. And 90 years before 
Gemmer engineers sketched out a 
centralized automotive hydraulic 
system integral with the chassis. 

+ * 


High-Density Coke 
Ups Foundry Production 


A SPECIAL high-density coke is 
serving as a useful stop-gap 
measure to increase iron produc- 
tion pending installation of new 
equipment at an automotive foun- 
dry. 
Although the special fuel is 








Table close to range saves steps. 
Ventilating fan in ceiling 
draws off heat and moisture. 


The Harvey Starkey kitchen 
achieves cool look from color 
scheme, draperies, and plants. 

Venetian blinds filter hot sunlight. 
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Most women who have to cook in summer 
are hot. What better time to show them 
that a kitchen doesn’t have to be hot, and 
can be a pleasant place to work? 
SuccessFUL Farminc for July has an 
article titled “Farm kitchens—cool and 
collected”’ with color photographs of cool, 
modern kitchens already installed in farm 
homes—and hot news to SF women readers 
who have larger families that eat more! 
These SF families are hot prospects for 
anything for the home—have an average 


income around $10,000 yearly. Three out 
of four are in the top 39% that get 88% of 
national farm income. A bloc of buying 
power, the equivalent of another national 


suburbia! A car market no advertiser can 


reach as effectively, and cheaply, as in 
Successful Farming. 


MEREDITH PuBLISHING Co., Des Moines... 
New York, Chicago, Cleveland, Detroit, 
Atlanta, San Francisco, Los Angeles. 





Ask any SF office! 





Get ‘em while they're hot! 











Mrs. Starkey saves trips to basement by installing 
the freezer in her kitchen. Sink in adjacent 
laundry room helps to keep the kitchen clean. 


Chintz tier curtains keep out noonday sun, and two 
windows let in breeze from plains . . . in this 


well-planned kitchen of the Wayne Hendricksons. 
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twice as expensive as conven- 
tional coke, only one-half as 
much need be used for a given 
amount of metallics. High carbon 
content of the coke, plus its un- 
usual physical and chemical 
properties, also permits use of 
less pig iron. 

The high hourly melting rate 
made possible by the coke reduces 
labor costs arid saves cupola lining 
materials. Side benefits are said to 
include reduction in delivery, hand- 
ling and storage costs. 

* + o 


Northern Pike— 
Sailfish Size 

CAN’T claim to match the fish- 

ing prowess of my colleague, 
Jack Weed, who regaled us with a 
tale of five-pound 
trout in his July 
5 “Truckin’” col- ff 
umn. F 

But I do have a 
friend who pro- 
vided a photo of 
a northern pike 
that looks at least 
twice as big as 
any Weed ever 
caught. 

Jim Callahan 
landed this 
beauty in the 
Georgian Bay 
area. 

Did someone ask what Jim does 
for a living when he isn’t hooking 
such fabulous fish? Well, I’ll have 
to admit that Jim is supervisor of 
the photographic section of the 
Ford engineering staff. 

Don’t downgrade the fish too 
much in allowing for trick photog- 
raphy ... it really was a 16-pounder 
(about three feet long, Jim says). 

* * 





| Franklin Decided 


To Add an Axle 


BE FRANKLIN, GMC’s chief 
coach engineer, provides some 
insight into the thinking that led 
to a decision to 
use dual rear 
axles on the 
Scenicruiser. 

Begin with ba- 
sic specifications 
calling for 43- 
passenger (plus 
luggage) capac- 
ity. This stretch- 
ed length to 40 
feet, and boosted 
gross weight to 
40,000 pounds. 

Then consider state load limita- 
tions of 18,000 pounds per axle. 
Add the complication of front-tire 
load capacity and need for holding 
steering-axle loads within reason- 
able limits (even with power steer- 
ing). 

The answer comes out, “Use 
three axles.” On the tandem set, 
power flows only through the for- 
ward axle; the extreme rear axle 
rides free. 





F. A. Franklin 


x * = 
Science, Engineering 
And Philosophy Too! 

In talking with Ford research 
engineers Bob Roggenbuck and 
Bob Jeska about 
their use of 
the equipotential 
field-flow plotter 
to obtain wind- 
tunnel test re- 
sults in an en- 
gineering office, I 
was reminded 
anew of the sim- 
ilarity of some 
of the basic 

Ks Ee ey principles gov- 
Bob Roggenbuck erning science 
and engineering. 

In this instance, analogous 
fundamental laws apply to stud- 
ies in such diverse subjects as 
aerodynamics, electrical fields, 
— energy and heat-trans- 
er. 

Small wonder that the workings 
of this complex universe are a bit 
more understandable to those who 
catch a glimpse of the order of 
things. 





Auto Stocks 
duly duly 1954 

28 21 High Low 
Am. Mtrs. 10% 11% 14% 10% 
Chrysler 62% 63% 66% # 561; 
GM 80% 9% 81% 58%; 
Kaiser 1% 2 2% 1%4 
Packard 3% 3% 43% 3 
Stude. 18% 18% 23 14%; 








Average 29.35 29.58 
Compiled from reports of trading on tie 
American and N. Y. Stock Exchanges. 
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Auto-Lite is world famous for 
long life, performance and economy 


Around the world, more than 400 products of Auto-Lite are used day and 
night in cars, trucks, planes, boats and industry. . . convincing proof of the 
outstanding quality made possible by Auto-Lite advanced engineering and 


precision manufacturing. So to get the best in long life, in power and performance 


and in economy, it pays to insist on world famous Auto-Lite products. 


BATTERIES ¢ BUMPERS ¢ FUEL PUMPS «© HORNS © GENERATORS ¢ LIGHTING UNITS 
SPEEDOMETERS ¢ SPEEDOMETER CABLE © SWITCHES © STARTING MOTORS © INSTRUMENTS 
& GAUGES ¢ IGNITION UNITS © MOULDED PLASTICS © WINDSHIELD WIPERS « WINDOW 
LIFTS ¢ SEAT MOVING MECHANISMS ¢ HUB CAPS e WIRE & CABLE « SPARK PLUGS © METAL 
FABRICATED ASSEMBLIES ¢ GRAY IRON CASTINGS ¢ ZINC & ALUMINUM BASE DIE CASTINGS 


THE ELECTRIC AUTO-LITE COMPANY e TOLEDO 1, OHIO 
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FOB FACTORY 


suppliers have been equally 


that Delco - Remy had built 


/more than 1,100 special ma- 
chines during the past 20 years. 
Whereas auto producers specialize 
in machines for removing large 
quantities of metal from castings 
or bars, many of the Delco-Remy 
machines were designed to facili- 
tate assembly operations on a va- 
riety of products, including com- 
mutators, ignition coil windings 
and similar parts. 


While most of the products in- 





Visualize Low-Priced Cadmium Batteries— 


Clarence P. Bowers (right), president of Bowers Battery & Spark Plug Co., Reading, 
Pa., holds a roll of glass fiber which he says may play an important part in the 
development of low-priced nickel-cadmium storage batteries. At left is Otto H. Bauer, 
research and development engineer. 





Is your palm pink? Le 


) 9 Million Readers Stopped, Looked and Read. 
ParabE, the Sunday Picture Magazine, ran an article on 
how a doctor can look at your hand and 

tell if you’re sick and what’s wrong with you. 


More than 7 in 10 of Parape’s 13,000,000 readers 

: of 45 important Sunday newspapers stopped to read it. 
Articles like this, week after week, make PARADE ~ 
the best read publication in print, according to independent 
surveys. That’s why PARADE advertisers get more than 

twice as many readers per dollar of ad cost as they do from 
any of the big weekday magazines. And the impact 

PARADE makes on Sunday makes sales all the rest of the week. 





Intricate New Machines 


Speed Suppliers’ Work 


ee the big auto plants are generally regarded 
as large users of specialized machine tools, many parts 


active in designing intricate 


machines that function automatically at very high rates of 
speed, resulting in a better product at lower cost. 
Recently, it was disclosed®, 


from year to year, there is al- 
ways the problem of amortizing 
development costs as rapidly as 
possible. 

For low-production and short- 
| design products, Delco-Remy, like 
| other suppliers, continues to rely on 
simplified operations involving indi- 
| vidual assembly, belt conveyor or 
| dial assembly. However, to handle 
high-volume parts efficiently, a 
semi-standard assembly machine 
has been developed. 

The machine is not obsoleted 


volved are usually not changed | by minor design changes and can 


in Parade 

Of the 100 Largest 
National Advertisers 
These Used Parade 
in 1953 

Admiral Corp. 
American Home 
Products Corp. 
American Tobacco Co. 
Armour & Co. 

Avco Mfg. Co. 

Block Drug Co., Inc. 
Bristol Myers Co. 
Calif. Packing Corp. 
Chrysler Corp. 
Colgate-Palmolive- 

Peet Co. 

Corn Products Sales Co. 
Helene Curtis 
Industries, Inc. 

Ford Motor Co. 

General Electric Co. 
General Foods Corp. 
General Mills, Inc. 
General Motors Corp. 
Hunt Foods, Inc. 
International Cellucotton 
Products Co. 

Johnson & Johnson 

S. C. Johnson & Son, Inc. 
Kellogg Co. 

Kentile, Inc. 

The Lambert Company 
Lever Brothers Co. 
Miles Laboratories, Inc. 
Jules Montenier, Inc. 
Nash-Kelvinator Corp. 
National Biscuit Co. 


Nestlé Co., Inc. 
Pepsi-Cola Co. 
Pillsbury Mills, Inc. 


Procter & Gamble Co. 
Prudential Insurance Co. 
Quaker Oats Co. 


R. J. Reynolds Tobacco Co. 


Simoniz Co. 

Standard Brands, Inc. 
Sterling Drug, Inc. 
Swift & Co. 

Sylvania Electric 
Products, Inc. 
Westinghouse 
Electric Corp. 





PARADE ... The Sunday Magazine section of 45 fine newspapers in 45 major markets . . . with more than 13 million constant readers. 








be readily adapted to handle more 
than one part. A substantial 
amount of engineering and devel- 
opment work naturally preceded 
the introduction of this versatile 
automatic assembly equipment. 
+* * * 

Scope of Operation 
Steen need for such highly special- 

ized machines is not generally 
appreciated. However, an idea of 
the scope of operations involved 
may be gained by recalling that a 
Chevrolet, for example, contains 19 
units built by Delco-Remy. 


In these 19 units are 1,376 indi- 
vidual parts. These individual parts 
must either be produced or pur- 
chased. The parts must be as- 
sembled into a functioning unit. 
The unit must be finished, inspected 
and tested, prior to shipment. 


The need for performing all of 
the operations required, while hold- 
ing costs at a fraction of a penny, 
illustrates the urgency of the de- 
mand for high-production assembly 
equipment that will provide highest 
quality at low cost. 


Many of the assembly machines 
in use today use the in-line 
principle. Basic machines are 
standard. Auxiliaries are stand- 
ard, wherever possible. As far as 
possible, length of the machines 
is standard. 


Welders, presses, hopper feeds 
| and other devices are standardized 
| wherever possible. Track systems 
| must be varied to fit the part and 
| the operation, but, as far as pos- 
sible, track systems are standard- 
ized. 

While standardization is undoubt- 
|edly the key to successful design 
| of an automatic assembly machine. 
|some flexibility is often required 
to accommodate variation in the 
| parts that have to be assembled. 
| This explains the need for floating 
| fixtures and floating tools that not 
|} only permit high-volume produc- 
'tion but also avoid possible jam- 


ming of the machine. 
| x * * 


| 1,600 Parts an Hour 


i ALL General Motors plants it 
| it estimated that 70 in-line ma- 
| chines are operating today. Nearly 
|50 of these assembly machines are 
| used by Delco-Remy, according to 
recent information made available 
| to the Society of Automotive En- 
gineers. 

Some of the machines being 
used have 75 fixtures mounted on 
on a standard track. Production 
rates up to 1,600 parts per hour 
can be maintained. 

Another interesting aspect of the 
high-production machines is the 
care that is taken to make them 
attractive to personnel. They are 
| generally enclosed to the floor. 
Heavy guards are provided. Steel is 
either painted or plated. Tools 
handled by the operators are often 
chrome-plated. 

Special receptacles are provided 
for tools. Bright plated ash trays 
are provided. Chairs are selected 
for proper height and optimum 
comfort of the operator. Shelves 
are provided for women’s hand- 
bags. Foot rests are built into the 
machine bases. 

Many informed engineers agree 
|that in the years ahead the ex- 
tended use of automatic assembly 
|Mmachines may be one of the in- 
|dustry’s most important means of 
cutting costs and, simultaneously, 
improving quality. 


Ethyl to Expand 
2 Dixie Plants 


NEW YORK.— A 15 percent ex- 
pansion of its manufacturing 
plants in Baton Rouge, La., and 
Houston was announced last week 
by Ethyl Corp. 

The expansion, according to FE. 
L. Shea, president, will assure pro- 
ductive capacity to meet increased 
|demands upon the company for 
| antiknock compounds. 
| The program is scheduled to he 
completed within the next 12 
months. 








|Gordon Chevrolet Dealership 


| 
Taken Over by Williams 

Lew Williams has taken over the 
| Gordon Warren Chevrolet dealer- 
ship, 5050 Hollywood Blvd., Holly- 
| wood, Calif., according to J. W. 
| Steele, zone manager for Chevrole. 
| The new dealership will be know 
as Lew Williams Chevrolet. F. J. 
Bruder is sales manager. 
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| On kib-aeylfft ou 
— Shedebaker dealers 


We always knew that Studebaker dealers rate tops 


as merchandisers. 


But this summer, against terrific competition, 
Studebaker dealers and their salesmen have really been 
hitting the ball. 


Our 100-day sales drive is now swinging into its final 
weeks and retail deliveries of Studebaker cars and trucks 
keep on reaching new highs for the year. 


It’s a grand feeling to know that our factory-assistance 
programs have been of substantial help in this success. 
| By doing everything we can to step up profits for 
| our dealers, we give solid meaning to our reputa- 
tion as America’s Friendliest Factory. 


é 
J Ute 
Cc. K. WHITTAKER 
EXECUTIVE VICE PRESIDENT 
THE STUDEBAKER CORPORATION 











Pontiac Jamboree Held for Sales Winners— 


Awards in the fourth annual Pittsburgh Pontiac Jamboree in Uniontown, Pa., were | 
captured by (top row, from left), E. J. Howard, of Pontiac; J. P. Derkach, Squirrel Hill; 
Robert McNamara, Clarion; Frank Vowinckel, Clarion; John Brudney, Squirrel Hill; | 
John Napoleon, Tarentum, and J. G. Vorhes, of Pontiac. Bottom row: Clarence Jones, 
Carrick; L. C. Jordan, Carrick; Ralph Lauth, Carrick; Jack Roberts, Martins Ferry; J. F. 
Malone, of Pontiac; Latham Clark, of Pontiac; John Krinke, Martins Ferry; Gerry Gray, | 





Tarentum; Adam Kiefer, Beaver, and Charles Braun, Beaver. 








Wondering how new-car and truck production and sales are making out 
TIVE NEWS gives you the entire story every week throughout the year. 
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By John O. Munn 


Dear Son: 

MAYBE YOUNG sales- 
men will not remember 
Chick Sale. He made us 

conscious of the 


No. 39 * ¢ ” 
“Specialist. 

IN A c : 

SERIES Since the begin- 


ning of time, the 
world has searched for a 
man who could do certain 
things better. More than 
ever before, in this current 
age of competitive selling, 
this trade is groping for 
the salesman who is a spe- 





high flange 


performance. 


of dependability! 


DETROIT 13, 


Our 75 branches, in principal cities, provide your jobber with 
Federal-Mogul service on Bower roller bearings. 








cialist. Too many of us are 
so-called handyman sales- 
men. We can do the job, 
provided the prospect wants 
to buy and does not quibble 
about the price. 


Highly competitive condi- 
tions, however, require more 
than the handyman type of 
salesman. It needs a specialist 
—one who can sell profitably 
under all conditions. 


Some salesmen are suc- 
cessful because they refuse 
to learn the meaning of the 


tapered roller 
bearings 
for quality and 


service! 


It’s BOWER for quality in tapered roller bear- 
ings. Exclusive Spher-O-Honed features—honed 
raceways, with contours matching roll ends... 
. . . large oil groove. You get posi- 
tive lubrication and smooth, quiet, dependable 


Federal-Mogul Service brings you Bower manu- 
facturing quality—through your Federal-Mogul 
jobber. Bower and Federal-Mogul . . . two great 
names in bearings ... are your double assurance 


FEDERAL-MOGUL 
SERVICE 


Division Federal-Mogul Corporation 
MICHIGAN 


gtARing 


aayey 
eT 


Sepy ct 
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word “no”. They drive on 
with dogged persistency. 
Then there are other types 
of salesmen who beat the 
bush to drag in prospects 
for someone else to close. A 
specialist in our field is the 
type who can develop his 
own prospects and create 
the desire in prospects to 
buy his merchandise. And 
then is able to skillfully 
close his deals on a profit- 
able basis. 
* * * 

SUCH A TYPE of sales- 
man was not born a sales- 
man. There is no such 
thing. No one is born with 
ambition. It has to be de- 
veloped. You might have 
enthusiasm, but that also is 
self-generated. The secret 
is that a salesman who is a 
specialist learned early to 
work. There is no patent on 
that. 


They realize that they must 
do a complete sales job in a 
workman - like manner, They 
must deliver a sales canvas 
that is not only interesting to 
the prospect, but commands 
his respect as well. 


The specialist must really 
know his business, know it 
from all angles—the whys 
and wherefores — and re- 
flect so much confidence 
that the prospect accepts 
his statements. Automobile 
salesmen have always had 
the advantage over other 
salesmen in that prospects 
already desire an automo- 
bile. Most of them would 
like to have a new car ora 
better used car, but the 
business is always highly 
competitive — hence the 
need for specialists in the 
field. 

* * * 

ONE OF THE best ways 
to create interest is to get 
the prospect be hind the 
wheel of your car. Thus he 
compares his old car with 
the new one. He becomes 
conscious of all of its faults. 
Dissatisfaction, which only 
a new car will appease, re- 
sults. 


This specialist locates pros- 
pects, he demonstrates cars, he 
sells his dealer as well as the 
car and sells a fair used-car 
appraisal. He does not run for 
help, for while he is running 
his prospect is turned loose 
and it becomes open season 
for every other salesman in 
town to take a shot at him. 


Don’t put yourself in the 
place of a doctor, who is an 
expert in diagnosing a pa- 
tient’s illness, but has some- 
one else prescribe for him. 
That, after all, is really the 
difference between the spe- 
cialist and the handyman 
salesman. When a salesman 
learns to do all the selling 
job and then does it, he is 
the specialist. 

Cordially yours, 


Dad 
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Military Needs Filled . . . 


Machine Tool Makers 


See Decline 


NEW YORK.—Machine tool ship- 
ments have been declining in re- 
cent months at an accelerated rate, 
according to Standard & Poor’s. 

New orders have been falling be- 
hind deliveries, with the result that 
backlogs are coming down fast, 
the business publishing firm said. 
At the end of May, unfilled orders 
were equal to only 3.8 months’ 
production at the demonstrated 
monthly rate, compared with 5.6 
months at the start of 1954 and 
7.7 months at May 31, 1953, it 
added. 

Substantially lower sales are 
therefore indicated for all of 
1954, as military needs were 
largely fulfilled in prior years 
and expansion programs of civil- 
ian customers have been mod- 
erated, S & P said. It is difficult 
to determine where or when the 
decline in new orders will be 
checked, the firm said. 

One factor that might come into 
play is that increasing competitive 
pressure may compel customers to 
buy more efficient new tools, parti- 
cularly since surveys show that 


Roche Optimistic 
On Denver Area; 
Distributor Builds 


DENVER.—Coinciding with the 
statement by Cadillac General 
Sales Manager J. 
M. Roche that 
“Denver and the} 
Rocky Mountain 
area ... have in- 
teresting possi- 
bilities for the 
future,” Ricken- 
baugh Cadillac 
Co. announced a 
$250,000 expan-| 
sion program. | 

Rickenbaugh is 

J. M. Roche the Cadillac dis- 
tributor for the Rocky Mountain 
states. 

During his visit here, Roche said 
this area is “one of our fine mar- 
kets,” and added, “The Air Force 
Academy, for example, means more 
substantial growth for Denver and 
for Colorado. 

“In general, I have found condi- 
tions good everywhere and if any- 
thing, there seems to be an im- 
provement in demand for our cars. 

Demand is at present stronger 
than at any time in the recent 
past.” 

Rickenbaugh’s program will con- 
sist of the remodeling of present 
facilities at 777 Broadway, plus 
the addition of 15,400 square feet 
of floor space at Eighth Ave. and 
Broadway. 

The expansion, said President 
R. L. Rickenbaugh, will give the 
firm 52,000 square feet of floor 
space under one roof. 











Pearson Honored— 


Robert M. Pearson (left), of Raymond 
Pearson, Inc., Houston, receives a Certifi- 
cate of Recognition from W. A. Toms, 
southern region sales manager of Lincoin- 
Mercury, in recognition of his services in 
representing dealers of the region on the 
national dealer council. 


of Sales 


about 55 percent of the machine 
tools in use are at least 10 years 
old, S & P said. 


Other considerations that might 
stimulate ordering are the shorter 
depreciation schedules and broader 
utilization of special-purpose types 
in fully automatic operations, it 
said. 

In discussing auto-part earnings. 
S & P said that equipment sales 
for 1954 will reflect the year-to- 
year decline in combined car and 
truck production. 

Barring a worsening of the in- 

ternational situation, the contri- 
bution from Government business 
under the stretched -out arms 
program will be down, it added. 

Thus, despite the likelihood of 
improvement in replacement vol- 
ume, a contraction in industry 
sales is expected. Reduced volume 








Experience Piles Up at Karl's— 


Willard Karl, Pasadena (Calif.) DeSoto-Plymouth dealer, stands between 47 years 
of selling experience as represented by salesmen Jack Lawlor (left), who sold his first 
DeSoto in Boston 25 years ago, and Charles Haley who sold his first DeSoto 22 years 
ago. 


and intensified competition suggest 
pressure on operating margins, 
which is not likely to be offset 
entirely by the absence of excess 
profits taxes, S & P said. 

S & P estimates that car and 
truck production in the current 
half will be 20 percent to 25 per- 


cent less than in the final half of 
1953, as against a decline of less 
than 10 percent in the first six 
months. 

In a _ special report Lewis L. 
Schellbach, S & P vice-president, 
said that “Exaggerated impor- 
tance” had been attached to the 


13 


&|slight increase in industrial pro- 
}|duction since April, adjusted for 


seasonal factors. 


“We do not believe it neces- 
sarily heralds a lasting turning 
point in the business curve, as 
has been widely proclaimed,” 
Schellbach said. 


Two minor artificial forces con- 
tributing to recent betterment, 
were cited by Schellbach as: Some 
steel buying as protection against 
a possible strike, and some ‘relaxa- 
tion of business caution in the 
belief that increased Government 
spending would soon bring an in- 
flation stimulus. 

Examination of basic considera- 
tions, however, he said, suggests 
only slight extension of this recov- 
ery and possible resumption of the 
downtrend later in the year. Some 
of those considerations, he said, 
were reduced Government spend- 
ing for defense, inventory reduc- 
tions, fewer building permits and 
expanded credit. 


Nutmeg Names Allen 


Ken Allen has been named sales 
manager of Nutmeg Auto Service, 





Hartford, Conn., according to Wil- 
| liam Fetzer, president. 












Fruehauf “Unit-Built” 
Truck Bodies are 
available to truck 
dealers at a pro- 
tected discount and 
@ guaranteed profit! 


TF RUEFHAUF 


‘UNIT-BuuT” 


ies gs 
| 


| a ee 
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a 
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Carrying Salesmanship 4 S¥o Aorvher... 


EVERY DOLLAR of profit counts these days, and 
a great number of truck dealers have already dis- 
covered a way to carry salesmanship one step further 
and earn welcome extra profits. 

They sell Fruehauf Truck Bodies in connection 
with their chassis sales, and bring in a sizeable addi- 
tional profit every time. So can you — without any 
fuss or trouble, without leaving your salesroom floor. 
You only need to mail the coupon below to get a 





Single or double rear doors 





Chain or scissors-type 
express gates 


Make COMPLETE, More 
PROFITABLE Truck Sales 


Utilize Fruehauf’s 500 
Truck Body Options! 


tx 





completely illustrated Fruehauf Truck Body Catalog 
and price list. Show these to your customer, and order 
from among 500 body options — Fruehauf does the 
rest, including free, immediate mounting and painting. 


Your profit is guaranteed, your price protected by 
Fruehauf’s nationwide price policy. By carrying sales- 
manship one step further every time you sell a Truck 
chassis you can sell a body, too, and bring in added 
profits. You’ll build customer satisfaction by offer- 

ing them the added convenience of buying the 


FRUEHAUF TRAILER CO., Truck Body Division, 10985 Harper Ave., Detroit 32, Mich. 
Cc] Please send me free, illustrated Truck Body Catalog and special Dealer Price List. 


C] Please have a representative call to give me complete details on selling Fruehaut 

Truck Bodies at protected prices and guaranteed profits. 
TO SEND IN THIS COUPON JUST ATTACH TO YOUR COMPANY 
LETTERHEAD, SIGN YOUR NAME, AND DROP IN THE MAIL. 


world’s finest truck bodies in your own salesroom. 





Special Fruehavf Accessories Add To Dealers’ Profits, Too! 


Fruehauf Step Bumper— popular with truck body 
buyers, profitable for truck dealers. 
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States Act to Improve Road Systems. . . 








Highway Modernization Trends 


IGHTEEN states have taken 

action recently on highway- 
user taxation and the financing and 
construction of free highway and 
street systems. New developments 
include: 

Arizona—Possibility that the Ari- 
zona statewide highway planning 
committee may back proposed legis- 
lation to add a cent to the State 
gasoline tax has been indicated, 


with action expected to be taken) 


later. Arizona’s current gasoline tax 
is five cents a gallon. 


Colorado — Final payment was 
recently made on a $25 million 
highway debt incurred in 1937. 
The concluding payment totaled 
$1,885,000. Liquidation of the debt 
means that this annual sum can 
now be free for highway con- 
struction. 

A proposal for a $35 million high- 
way-anticipation warrant issue will 
be submitted to the Colorado elec- 
torate at the November election. 


This is Ph 





Meanwhile, a State highway budget 
of $32,844,425 was approved for the 
new fiscal year, started July 1, rep- 
resenting the biggest road building 
appropriation for a 12 month period 
in the State’s history. 


* * + 
— — Increasing probability 
that proposals to boost the State 
gasoline tax rate from six to seven 
cents a gallon and raise automobile 
license fees from $5 to $15 a year 


Legislature was seen following the 
State Highway Board’s annual tour 
of meetings with official delegations 
in 26 towns and cities. Chairman 
Roscoe C, Rich said the two pro- 
posed increases would raise about 
$4 million annually. 


Inpiana—State Legislative Advis- 
ory Commission is working on plans 
for a start next year on construc- 
tion of a free superhighway system 
costing $250 million and linking 
Hammond, Evansville, Fort Wayne, 





Indianapolis, South Bend, Louisville 
and Cincinnati. 

Kansas—State Highway Direc- 
tor Gale Moss said Kansas this 
year, as in 1958, is leading the 
Nation in mileage of highway 
work being built, programmed or 
approved under the Federal-aid 
program, 

A Federal Bureau of Public Roads 


report lists Kansas, as of June 1, | 


will be pressed in the 1955 Idaho | with an active program of highway | 


work involving 2,018 miles costing 
$33,187,000. 

Kentucky — State Highway De- 
partment was asked to undertake 
18 major street projects in Louis- 
ville during the next three years at 
an estimated cost of $8,260,000. 


Lou1siana—Legislature enacted a 
bill authorizing the State Highway 
Department to issue $50 million in 
bonds for highway purposes. Under 
the new law, the bonds would be 
paid off from a one-cent portion of 













USED CARS 


. 


“Youw’re right... 
‘Down, ” 


it does say 





the State gasoline tax now dedicat- 
ed to the department. 
+ * + 


ARYLAND-—State Roads Com- 
mission has sold its first series 
of county highway construction 
bonds totaling $1,290,000. Nine coun- 





Philadelphia, famed for Robin Hood Dell, the Rose 
Tree Hunt, the Junto, is presently adding to its reputation 
with giant strides in building, business and industry. 


New homes, for instance—some 149,000 of them since 
January 1, 1950. Widely varied hard and soft goods from 
scores of new factories. Spiraling port activity. All but- 
tressed by heavier-than-ever capital outlays. Throughout 
the vast 14-county Greater Philadelphia Market, Phila- 


delphians are turning their eyes to the future. 


Life in Philadelphia revolves around home, family and 
friends. Philadelphians are thrifty, careful; they buy on 
merit. And once sold, they stay sold. 


The Evening and Sunday Bulletin serves this growing 
market, reflecting the character, needs and interests of the 
busy, prosperous people of the entire region. 


The Bulletin is Philadelphia’s favorite newspaper—Philadel- 
phians buy it, read it, trust it and respond to its advertising. 


The Bulletin is Philadelphia. 





“Tris ts Greater Puiapecruta,” a 64-page brochure about the Greater 
Philadelphia Market —its people and its industrial growth—is now available, 
Please use your business letterhead in requesting your free copy. 


In Philadelphia nearly everybody 
reads The Bulletin 


Advertising Offices: Philadelphia, Filbert and Juniper Sts.; New York, 


285 Madison Ave.; Chicago, 520 N. Michigan Ave 


Representatives: Sawyer 


Ferguson Walker Company in Detroit * Atianta * Los Angeles * San Francisco 








ties of the state are participating 
in varying amounts in the proceeds 
of the financing. 

Minnesota — Trucking industry 
representatives were quick to 
oppose a tentative recommendation 
by Public Administration Service, 
Chicago, for enactment of a weight- 
distance tax against heavy trucks 
in Minnesota. The controversy will 
flare up again in the fall, when the 
research group is scheduled to sub- 
mit a final report to the Minnesota 
State Legislative Interim Highway 
Study Commission. 

Mississippi — State Bond Com- 
mission has just sold $13 million 
of gasoline tax revenue bonds, 
which will be used to match Fed- 
eral-aid funds for the construc- 
tion of both primary and second- 
ary roads. 

Meanwhile, the Harrison County 
Board of Supervisors selected an 
engineering firm to conduct pre- 
liminary surveys of a projected $36 
million causeway system linking 
Horn and Ship islands in the Gulf 
of Mexico with the mainland. It is 
planned that the islands will be- 
come tourist attractions. 

Missouri—A proposed $50 million 
general obligation bond program to 
be submitted to the voters of Kan- 
sas City at a special election Aug. 
3 includes $194 million for streets. 

Montana — Governor’s Interim 
Highway Finance Committee is 
| considering proposals for upward 
revision of the State’s gross vehicle 
weight tax schedule. Also being 
studied by the Montana group is a 
proposal for a new nonrefundable 
tax against all petroleum products, 
as an alternative to increasing the 
gasoline tax. 
* ~ - 

EW JERSEY-—State Legislature 

boosted the gasoline tax from 
three to four cents a gallon, effec- 
tive immediately, but none of the 
$14 million in additional annual 
revenue will go for roads. The in- 
crease was enacted to provide more 
funds for schools and other general 
purposes. Still pending in the Legis- 
lature at this writing was a pro- 
posal forimposition ofa 
new weight-distance tax against 
heavy trucks. 

NortH Caro.ina — State Highway 
Chairman A. H. Graham has an- 
nounced that the State’s highway 
program probably will change dur- 
ing the next two years, with main- 
tenance and new construction get- 
ting the most attention. 

Graham predicted the change 
would be brought about by two fac- 
tors: An increase in Federal-aid 
highway allocations for the fiscal 
year starting July 1, 1955, and an 
addition of approximately 20,000 
miles of surfacing to the secondary 
road system since 1946. 

North Dakota — Initiative peti- 
tions were placed in circulation 
by the North Dakota Good Roads 
Assn. to put on the November 
ballot two proposals designed to 
provide additional highway con- 
struction funds. 

One of the proposals would make 
one cent of the State’s present five- 
cent gasoline tax nonrefundable 
when used for agricultural pur- 
poses, and designate revenue from 
this one cent of tax for mainte- 
nance and construction on the state 
highway secondary system. The 
other would earmark receipts from 
the State sales tax on motor ve- 
hicles, motor parts and accessories 
| for the State Highway Department, 
to be used in matching federal 
funds. 

Ruope Istanp — Statements by 
Frank §S. Shy, president of the As- 
sociated Industries of Rhode Island, 
that the state’s projected North- 
South Freeway would cost $200 mil- 
lion and that its construction would 
| “threaten the very solvency” of the 
state were sharply countered by 
Gov. Roberts. Roberts told Shy that 
latest engineering estimates fix the 
freeway cost at $89 million. 

Texas—A proposal for a two- 
cent increase in the State gaso- 
line tax rate will be submitted to 
the 1955 Texas Legislature, it was 

revealed by State Highway Com- 
mission Chairman FE. H. Thorn- 

ton jr. 

Meanwhile, the Texas Highway 
Commission announced a projected 
highway program for 1955-56 cost- 
|ing an estimated $211 million to 
| build or reconstruct 2,663 miles of 
| roads. 





Ned Jordan—famous for the Jordan car 
and the classic copy that advertised it 
gives you an inspiring look at the world 
|each week in Automotive News. 
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Crumpacker Outlines 


Bootlegging Evils 


By William Ullman 


Washington Correspondent 
ROBABLY no statement made on Capitol Hill during the 
hearings on the NADA-sponsored anti-bootleg bills told 
the story more clearly for all concerned than that of Rep. 
Shepard Crumpacker, Indiana Republican, who introduced 
the House measure. Here is the Crumpacker statement as 
presented to the House Inter-?——— ane 7 


state Commerce Committee: 


“Mr. Chairman, and gen- 
tlemen of the committee. This bill 
under consideration—H. R. 9769— 
is designed to make possible the 
reinstatement of an anti-bootleg- 
ging clause in the franchise agree- 
ment between car dealer and car 
manufacturer. 

“Prior to 1948 such an agreement 
had been in franchises for 40 years. 
They were removed in 1948 only 
because the then attorney general 
indicated he thought they violated 
the anti-trust 
laws. 


dealers and the 


ers wish the 
clause reinstated. 
Even though the 
legislation is per- 
missive rather 
than mandatory, 
; the manufactur- 

ma ers (Editor’s 
William Ullman Note: Apparently 
not all are agreed on this) have 
said they would reinstate it if they 
could do so without fear of criminal 
prosecution. 

“The present attorney general 
adheres to the view of the attor- 
ney general in 1948 that the re- 
instatement of the clause without 
legislative authority would vio- 
late the anti-trust laws. However, 
the attorney general has cited no 
authority or precedent for such 
& position. 

“It is historical fact that com- 
petition in the automotive industry 
was not stifled by this clause for 
the 40 years it was in effect. 

“The consuming public will bene- 
fit by this bill’s passage because it 
will preserve the stable, respon- 
sible new-car dealer that properly 
services and maintains the car 
throughout its life. 
a * 





. 


Preservation of Jobs 
—— general public will be 


“The new-car| 


manufactur-| 





benefited because the economy | 


of the nation will be materially en- 
hanced by the preservation of the 
jobs of 750,000 employes and their 
families who receive approximately 


$2% billion annually from the new- | 


car dealers. 


“The manufacturer will be bene- | 
fited by the preservation of its re- | 


tail outlets. 

“The passage of this bill will not 
drive the used-car dealer out of 
business. The used-car business 
was a healthy one for the 40 
years this clause was in effect 
and there is no reason it can’t 
be a healthy one now if it is 
reinstated. 


“The bill would tend to keep the | 
used-car dealer out of the new-car | 


business. 


The bill would tend to eliminate | 


undesirable advertising and selling 
practices of the current cut-rate 
new-car seller. 

“The bill is not designed to solve 
all the problems of the automotive 
industry but only the most critical 


and immediate one which has to| 


to be remedied now before it is 
too late. The present state of af- 
fairs is such that the new-car deal- 
ers cannot wait for other problems 


to be explored and discussed be- | 


fore giving relief in this quarter. 
If we do not save the new-car 
dealer now he will not be around 
to discuss the other problems that 
we all know he is faced with. 
“The passage of this bill will 
Save countless dealers and preserve 
a sound economy for the nation’s 
largest retailing operation, which is 
made up of some 44,000 small busi- 
nessmen.” 


Ahead 


Long Summer 


T= atomic energy in that Sen- | 


ate filibuster, for one thing at 








least, blasted Congressional hopes 
for adjournment July 31. 

As one reporter put it, “The 
deadline for recessing has gone 
with the wind of those opposition 
speeches.” 

The filibuster suspended action 
on the farm and foreign aid bills 
and pushed farther into the future 
final consideration of the Social 
Security, housing and anti-Com- 
munist bills—and a host of less 
important, but still essential meas- 





ures, including the hoped-for anti- 
bootlegging legislation. 


Hearing Notebook 


GC this straight: The Senate 
hearing on the Dirksen bill was 
before a “business and consumer 
interests” subcommittee of the In- 
terstate and Foreign Commerce 
Committee. The House hearing was 
—to all intents and purposes—be- 
fore the full IFC group. There was 
considerable confusion on this point 
in newspaper reports. 


The Senate hearings, under the 
chairmanship of Senator William 
Purtell, Connecticut Republican, 
moved promptly and with preci- 
sion, starting at 10 a.m. and re- 
cessing at 6 p.m., with the next 
session subject to call of the 
chairman. 


The House hearings got started 
late and quit early on the first day, 
making necessary a second session, 
which repeated the performance of 
the first day and dwindled down in 
attendance to only two members 
of a big committee consisting of 31 
members, 17 Republicans and 14 
Democrats. 

Shortly after calling the meeting 
to order, Chairman Charles Wol- 
verton, New Jersey Republican, de- 


parted, leaving the gavel with Rep. 
Carl Hinshaw, California Republi- 
can. Hinshaw manifested a keen 
interest in the NADA-Crumpacker 
bill and personally put a lot of life 
into the proceedings. Hinshaw had 
a measure of his own to be heard 
but did not press that to the dis- 
advantage of the bootleg bill. His 
proposed legislation dealt with so- 
called phantom freight charges, and 


got favorable testimnoy from all | 


witnesses called. 
+ + * 


Kirks Proves Self 


AM of the NADA witnesses per- 

formed creditably. President 
Charles Freed and Executive Vice- 
President Fred Bell were on the 
stand, of course, more than the 
others, both in the House and Sen- 
ate. Sitting beside all NADA wit- 
nesses during almost every minute 
of their given testimony was the 
association’s recently acquired leg- 
islative counsel, Dr. Rowland Kirks. 

To Kirks must be accorded a 
large measure of credit for the 
smoothness and impressiveness 
of the NADA testimony. It was 
his first appearance in such a 
role for the car dealers and he 
proved himself to be quick and 
sharp, and possessed of a thor- 
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ough understanding of Capitol 
Hill procedures and the job he 
had to do for NADA. 

Assisting Freed, Bell and Kirks 
were Steve Simmerman, able assist- 
ant to NADA General Counsel Jim 
Moore; Bill Hamilton and Hubert 
Kelley of .the press department, 
and Miss Lois Ray, Admiral Bell’s 
very efficient secretary. Others of 
the headquarters staff came and 
departed as the occasion demanded, 
with full consideration for the 
things still to be done at the home 


office. 
* * * 


Danzansky’s Presentation 


OE DANZANSKY, general coun- 
sel for the National Used Car 
Dealers Assn., made a_ scholarly 
presentation of NUCDA’s position 
in opposition of the Dirksen bill. 
He was accompanied by his law 
partner, Raymond Dickey. 

In view of the short time al- 
lotted by the House committee, 
Danzansky simply filed his state- 
ment with that group, as did 
several NADA witnesses. 

Richard C. Webster, former auto 
dealer, who also appeared in oppo- 
sition to both the Dirksen and 
Crumpacker bills, was accompanied 
by his son, Donald Webster, who 

(See ULLMAN, Page 35, Col. 1) 
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roach Determines Profit . . . 


As Market Changes 
So Does Sales Pitch 


By L. H. Houck 
Staff Correspondent 

JEFFERSON CITY, Mo.— Auto 
dealers who are equaling or slight- 
ly bettering previous volume rec- 
ords may actually be going back- 
ward instead of forward. 

In southern Kansas and northern 
Oklahoma most dealers are pessi- 
mistic. Lowered volume was con- 
sidered inevitable. Bidding for 
tradeing and widely varying cut 
prices are said to be common. 

Most dealers think a reduction 
in prices would help. Others 
blame their plight on the eco- 
nomic condition of the farmer, 
elimination of overtime in de- 
fense plants, layoffs in some in- 
dustries and grasshoppers. 

The point of most of their con- 
versations is that present condi- 
tions have developed because deal- 
ers did not conform to prewar 
years, and World War II order- 
taking years and because new-car 
prices, tradein prices and expenses 
are too high. 

In almost all cases, the dealers 
can see nothing in the future be- 
yond the cleanup. “The new models 
may give us a shot in the arm,” 
they said. 


This has prompted some hurried | 


research into the national economy, 
which indicates that dealers who 
are holding their own as far as 
volume and profits are concerned 
are probably going backward. 

The markets for all products are 
getting bigger and better. Leo 
Cherne, executive director of the 
Research Institute of America, says 
that the market growth each month 
is like adding a new city the size 
of Richmond, Va., and that each 
year the nation adds as many buy- 
ers as if it were to add a state the 
size of California. 

Each year 800,000 new persons 
join the nation’s labor force. 

A national magazine has con- 
cluded a survey which shows that 
its readers alone will spend during 
the next 12 months: $124 million on 
freezers, $106 million on washers, 
$77 million on clothes driers, $93 
million on refrigerators, $56 million 
on ranges, $33 on vacuum cleaners 
and $18 million on ironers. 

Everyone above the age of 18 is 
a prospect for an automobile. 
Every car on the road is a used 
car and every owner is potentially 
in the market for a new car at all 
times. 

Cherne says that the road back 
to the ’30s is closed and that there 


Chrysler Concentrates Idea Cars— 


The 10 experimental cars of Chrysler Corp. are assembled here at the new proving 
grounds in Chelsea. Centered in the ring is the Plymouth Explorer coupe. Starting at 
one o'clock in the circle and continuing clockwise are the Chrysler C-200 convertible, 
Chrysler D'Elegance, Chrysler Special, Plymouth Belmont, Dodge Firearrow convertible, 
Dodge Firearrow roadster, DeSoto Adventurer Ii, Chrysler K-130 ad DeSoto Ad- 


venturer |. 


have been lasting changes during 
the past 15 years. 

Consequently, according to 
Cherne, these changes which con- 
sist of extraordinary population 
trends, drastic redistribution of 
income, shifts in the outlook by 
the consumer, brings a new chal- 
lenge in a buyer’s market. 

Sales approaches that may have 
proved themselves in 1930 need to 
be revamped and possibly dis- 
carded. 

According to these developments 
a dealer needs to change his out- 
look on his operation. He should go 


in an °8 billion market: 


The quickest way for automobile manu- 
facturers to make their mark on the terrific 
profit-potential within the U.S. Armed Forces 
is through advertising in the Times Network 
of Service Weeklies and The American Daily 
in Europe. 


The Army, Air Force and Sea Forces 
(3 4%-million strong plus dependents) look to 
these papers for information, for diversion, 


and for guidance in the spending of an 
$8,000,000,000 income! 


Latest figures on military car-ownership 
underline the vastness of the automotive 
market waiting to.be tapped by U.S. manu- 


facturers who know how to advertise and 
sell in the highly specialized military field. 


today .. 


So get started in the race for new sales peaks 
. call or wire our nearest office for 
rates and full information. 


Ask for free copy of Armed Forces Pleasure-car ownership Survey 


ARMY TIMES PUBLISHING CO. 


3132 M St, N.W. * Washington 7, D. C 


IN 1h ae 
NM a).e als 
NAVY TIMES 


AND THE 
AMERICAN DAILY 


in Europe 


@ NEW YORK 
41 E. 42nd St. 


@ CHICAGO 
203 N. Wabash Ave. 


@ PHILADELPHIA 
R. W. McCarney, 1015 Chestnut St. 


LONDON + PARIS - FRANKFURT 


@ BOSTON 
John Hancock Bidg. 


@ LOS ANGELES 
6399 Wilshire Blvd. 


@ SAN FRANCISCO 


Monadnock Bidg. 


ROME + CASABLANCA * TOKYO 





over every detail of his service or- 
ganization, for instance, and see 
where volume can be increased and 
overhead reduced. 


That may mean the addition of 
labor-saving equipment, the reduc- 
tion of personnel, the addition or 
elimination of a tow car or a fleet 
of service cars. 


If any phase of the operation is 
conducted at a loss it should be 
revitalized or eliminated. 

The sales force may be too large 
and the salesmen may not be work- 
ing. I have visited a dealer or two, 
where the dealer operated with a 
one and two-man sales crew and 
sold more cars at a good profit 
than other dealers with a full staff 
of salesmen. 

His physical assets must be cor- 
rectly geared to his volume if he 
is to profit. 

Certainly the main fly in the 
sales and profit ointment — the 
shopper who offers to deal where 
he can get the best prices for his 
car—can be eliminated as a trouble 
by most dealers by refusing to 
make an offer and to go out and 
get cold prospects on which to 
work out their sales approaches. 

Most salesmen can make more 
sales talking to people who say 
they have no intention of buying 


Studebaker Cited 


For Safety Work 


SOUTH BEND.—The State of 
Indiana has cited Studebaker for 


| “exceptional public service in con- 


tributing to prevention of traffic 
accidents.” 

J. L. Lingo, State director of 
traffic safety, and Capt. Paul 
Beaverforden, director of safety 
education for the State Police, 
presented the citation to C. H. 
Whittaker, executive vice-presi- 
dent of Studebaker. The corpo- 


| ration has worked closely with 


the Governor’s Traffic Safety 
Committee and has made a fleet 
of specially equipped cars avail- 


| able for use in safety education 
| programs. 





a car much less becoming a 
shopper than they can gz 
around” with shoppers in the 
showroom. 

I know a man who has been in 
the market for a new car for more 
than four years and yet nobody 
has found him. He’d like to have 
one and he’s not too brand con- 
scious. 

Any salesman who contacts him 
and does a good job explaining why 
the car he is selling is worth the 
money, will have a long life, and 
has all the gadgets, will get the 
li-year-old tradein at his own 
price. 

An approach geared to present 
and future conditions would be to 
analyze for a customer what his 
present car is worth and what it 
will be worth next year. 

A prospect should be shown what 
the upkeep costs are in relation to 
the age of a car so that he can see 
what the chances are for overhaul 
and repairs during the next year. 

A new approach would be to 
sit down with a prospect and 
show him at what age he should 
trade in order to make the best 
deal for himself, irrespective of 
brands. 

For instance the national statis- 
tics show that it is most econom- 
ical to trade between two and four 
years. The salesman can also point 
out that a new car may be much 
easier to buy if the customer trades 
it in before it is worth less than 
the downpayment so that he can 
trade without digging up any addi- 
tional money. 

Too few dealers offer any real 
service to the buyer. Hundreds of 
dealers and expert salesmen have 
told me that when a deal is com- 
pleted they try to get away from 
the customer fast. When a deal is 
completed, they “clam” up lest the 
customer ask too many questions. 

A new approach would be to con- 
sider each prospect as a potential 
lifetime customer. 

One dealer tells customers that 
he knows he gives better service 
than anyone else. 

Another makes a specialty of 
selling prospects who own an- 
other make of car uses this pitch: 

“I know you have a good car and 
you’re satisfied with it, but there is 
one thing that you can never know 
until you try it, and that is how 
good our cars are. It is our aim 
to handle only what we consider 
the best and to keep our customers 
happy and satisfied. We have cus- 
tomers who started with us 20 
years ago and still come in reg- 
ularly.-I can give you free rides, 
loan you a car to try out, in fact, 
you name it and if at all possible 
I will do it.” 

The point is that men who are 
making the most profitable sales 
are not thinking about yesterday— 
they are working today and think- 
ing about tomorrow. 


Union Appoints Moyes 
Byron Moyes is now manager of 
the Union Motors used-car lot in 
Twin Falls, Id. Enos Schiffler and 
Jake Roth are owners of the Ford 
dealership. 


| Chevrolet School Officers Meet— 


Officers of the 39th session of Chevrolet's Post-Graduate School of Modern Mer- 


| chandising and Management assembled in Detroit during the final week of the six- 


week course. Forty-eight young men, representing dealerships in the United States — 


|}and Canada, were graduated. Seated (from left), are T. O. Mclaughlin, school dean, “J 
fand A. Donald McClure, Long Beach, Calif., class president. Standing are Robert W. ~ 
| Gittus, Windsor, Ont., vice-president representing Canadian and overseas members © 
lof the class; James W. Calhoun, Charlottsville, Va., secretary; Louis S. Emmert jr., 
' Detroit, vice-president, and Robert W. Padrick, Ft. Pierce, Fla., treasurer. 
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Pallet: 4000, 
6000 Ibs. cap. 


customer plants, warehouses and 
dictated the features of the POWRWORKER 
a AE Gad an ts etek today can match the 
POWRWORKER'S combination of user-benefits: 


° Maximum — Only 26” longer than the 
load, the shortest standard truck on the market. 


® Light Weight—Completely fabricated construction com- 
bines maximum strength with least weight. 


® Stability—Close-to-the-floor, low center of gravity. 


*® Great Efficiency—Double reduction of spur gears gives 
maximum ton-miles at least power cost. 


SaaK hows 


PRODUCTS OF CLARK: TRANSMISSIONS e DRIVING AND 
STEERING AXLES e AXLE HOUSINGS e TRACTOR DRIVES e¢ LIFT 
TRUCKS @ TOWING TRACTORS e ROSS CARRIERS © POWRWORKER 
HAND TRUCKS e EXCAVATOR CRANES e TRACTOR SHOVELS ¢ 
ELECTRIC STEEL CASTINGS e GEARS AND FORGINGS 


Platform: 4000, 
6000 Ibs. cap. 


Stacker: 1500, 2000, 
2500, 3000 Ibs. cap. 


® Balanced Load Distribution—Double lift cylinders for 
smooth lifting and lowering. 

*® Safety—Deadman switch cuts power when brake is 
applied, handle automatically returns to brake-position. 

® Easy to Service—aAll operating units accessible without 


lifting or dismantling. Drive wheel tire is quickly de- 
mountable. 


We invite you to compare the 1954 POWRWORKER with 
any truck on the market! For details, call your local Clark 
dealer, listed in the Yellow Pages of your phone book. 


Ask your Clark dealer about Clark’s 


low-cost Pay-As-You-Go leasing fal | 
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POWRWORKER SECTION 
Industrial Truck Division 
CLARK EQUIPMENT COMPANY 
Battle Creek, Michigan 
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Atlanta 

New-car registrations in the At- 
lanta area during June were the 
largest of any month this year, 
numbering 2,852. New truck sales 
totaled 290. 

In both new-car and truck 
sales, Ford and Chevrolet finished 
neck and neck. Ford sold 839 new 
cars and Chevrolet 838. Each sold 
100 trucks. 

Other new-car sales were: Buick, 
221; Mercury, 177; Plymouth, 174; 
Oldsmobile, 160; Pontiac, 151; 
Dodge, 72; Cadillac, 63; Chrysler, 
31; Nash, 30; Studebaker, 28; De- 
Soto, 27; Lincoln, 15; Willys, 14; 
Packard, 6; Kaiser, 2; Hudson, 1, 
and miscellaneous, 3. 

Other truck sales by make: In- 
ternational, 42; Dodge, 18; GMC, 
18; White, 6; Studebaker, 1, and 
miscellaneous, 5.—(E. C. Bash.) 

+ * oa 


Cleveland 


New-car turnover jumped to 1,547 
units and used-car sales climbed 
to 1,917 in the Cleveland area in 
the week ended July 17. 

The general upbeat in trans- 
actions was reported due to 
sparkling promotions and _ in- 
creased advertising ventures. 

Many sales were being made to 
vacationers who sought to obtain 
the best possible means of trans- 
portation before hitting the high- 


ways.—(Sanford Markey.) 
* + * 


Spokane 


Spokane sales of both new and 
used cars seem to have leveled off 
somewhat in the past few weeks, 
partially because of warmer wea- 
ther and vacationing. 

Used cars, particularly the 
older models, are not moving 
very rapidly. 

Retailers here generally appear 
to be aware of an increasing buy- 
ers’ market and are meeting the 
situation with higher-quality sales- 
manship and better advertising, 
which is beginning to stress sav- 
ings. 

Sales of cars and trucks to farm- 
ers are beginning to pick up in an- 
ticipation of the harvest season.— 
(Janet F. Wallace.) 


. om * 


Baltimore 
June new-car sales in Baltimore 
were up 18 percent over May, while 
the gain in new-truck sales was 
29 percent. 

Car sales of 2,736 were divided 
as follows: Ford, 849; Chevrolet, 
667; Plymouth, 305; Buick, 255; 
Oldsmobile, 176; Pontiac, 110; 
Mercury, 98; Dodge, 69; Stude- 
baker, 51; Cadillac, 49; Nash, 39; 
Chrysler, 35; DeSoto, 35; Lincoln, 
13; Hudson, 6; Willys, 5; Kaiser, 3; 
Henry J, 1, and miscellaneous, 9. 

New-truck sales totaled 236. Sales 
by make were: Chevrolet, 98; Ford, 
67; Dodge, 20; GMC, 18; Interna- 
tional, 15; White, 5; Mack, 3; 
Studebaker, 1, and miscellaneous, 
9.—(Kate Savage.) 

* +. 


Toledo 

Lucas County (Toledo) dealers 
delivered 2,068 new cars in June, 
an increase of 60 over the previous 
month, according to figures com- 
piled by the Toledo Automobile 
Dealers Assn. 

Total deliveries in the first 
half were 11,715, compared with 
10,319 in the first six months of 
1953. 

June new-car sales by make 
were: Chevrolet, 870; Ford, 461; 
Buick, 164; Oldsmobile, 114; Pon- 
tiac, 95; Plymouth, 72; Mercury, 
69; Cadillac, 46; Chrysler, 41; Nash, 
32; Dodge, 26; Studebaker, 17; Lin- 
coln, 13; Willys, 13; DeSoto, 11; 
Hudson, 8; Kaiser, 8, and Packard, 
8. 

Used-car sales totaled 2,608, com- 
pared with 2,540 in May. First-half 
totals were 13,743, compared with 
14,783 in the same period of 1953. 
—(Paul Hayes.) 

os om a 


Pittsburgh 


New-car registrations in the 
Pittsburgh area decreased sharply 
in the week ended July 10, accord- 
ing to the University of Pitts- 
burgh’s Bureau of Business Re- 
search. 

Business in general, however, re- 


Auto Markets 
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covered about one-third of the drop 
reported in the previous week. The 
bureau’s index of business activity 
was 132.9 percent of the 1935-39 
average last week. It had been 125.8 
in the preceding week. 

Steel production, however, de- 
clined to 58.5 percent of practical 
capacity, a new low for 1954.—(Leon 
M. Leffingwell.) 


* * * 


St. Louis 

New and used-car sales in the 
St. Louis area have been active for 
the past thirty days. 

New-car registrations show up 
very well and there has been a 
good movement of used cars. How- 
ever, dealers are complaining that 
profits, where they exist, are very 
thin. 

Caution seems to be the watch- 
word for the balance of the year. 
Dealers say they will not be 
caught again as they were last 
year. Right now inventories are 
considered to be at a satisfactory 
level. 

Tourist trade is maintaining a 
good volume of sales in service 
and parts departments.— (Sam X. 
Hurst.) 


* * * 


Utah 


New-car sales in Utah during 


nearly 10 percent over the 1,741 
sold in May. 
Ford, which wound up in second 


place in May, recaptured the top| 


sales position with 457 registrations, 

compared with 415 for Chevrolet. 

Chevrolet, however, led for the first 

half, 2,132 to 1,987. 

Other June sales by make were: 
Oldsmobile, 240; Buick, 216; Pon- 
tiac, 141; Plymouth, 93; Mercury, 
85; Dodge, 43; Chrysler, 41; Cadil- 
lac, 38; Nash, 37; DeSoto, 31; 
Studebaker, 20; Willys, 15; Lin- 
coln, 12; Packard, 11; Hudson, 7; 
Kaiser, 1; Mercedes-Benz, 1; MG, 
1, and miscellaneous, 1. 

New-truck sales climbed 55 per- 
cent in June, when the turnover 
totaled 481. Registrations by make 
were: Chevrolet, 137; Ford, 122; In- 
ternational, 65; GMC, 61; Dodge, 45; 
Willys, 20; Mack, 11; Kenworth, 5; 
Studebaker, 5; Reo, 4; Diamond T, 
2; Peterbilt, 2; Plymouth, 1, and 
White, 1. 


* * 


Fort Scott, Kans. 


New-car sales in May and June 
were reported good but business 
has entered a slump in July. 

New trucks are slow but used 
trucks are reported to have been 
selling good for the past 60 days. 
This area is in the clutches of a 
drouth. 

Late-model used cars are sell- 
ing well, but most dealers feel 
the same effort would sell a new 


Most sales are being made to 
employed persons with the farmer 
out of the buying for the present. 
—(L. H, Houck.) 


* * x 


Louisville 

A rough competitive fight is go- 
ing on in Louisville, with new-car 
dealers making such long trades 
that they are losing money. 

One dealer in this “profitless 
prosperity” was quoted in a Lou- 
isville newspaper as saying that 
in a four-month period he had 
a gross volume of $1,250,000 and 
lost $40,000 on it. 

Veteran dealers say today’s trad- 
ing is the wildest they have ever 
seen. 

Used-car dealers are caught in a 
squeeze. They must buy cars low 
in order to move them at any prof- 
it, with new-car dealers trading 
high and selling low. 

Many used-car operators are 
quitting or have quit. For one 
thing, desirable used-car lots are 
needed by new-car dealers for 
additional space to hold tradeins. 

Some dealers—with years in the 
business—say it wouldn’t take 
much to convince them to sell out, 
too, if they could find anybody 
with money to buy.—(A. W. Wil- 


liams.) 
7” ~ * 


Ottawa 
New-car sales jumped sharply 


here since the second week of July 
and some dealers report their busi- 








ness has been “surprisingly good.” 

“It looks like we’re going to make 
up for a slow start this summer,” 
said the sales manager of a large 
firm. “We've sold at least twice as 
many new cars last week than in 
the previous week.” 

“Warmer weather and a big 
backlog are combining to help 
our new-car sales and they’re 
really surprisingly good in July,” 
reported another dealer. 

However, used-car sales are con- 
tinuing very slow and further 
price-cutting is now in evidence, 
particularly for late models.—(M. 
L. Schwartz.) 


* * * 


Columbus, O. 


New-car sales in Franklin County 
(Columbus) in the first 15 days 
of July totaled 970, compared with 
986 in the first 15 days of June. 

New-truck sales in the same 
period totaled 82, compared with 
90 in the first half of the previous 
month. 

Car registrations by make 
were: Chevrolet, 237; Ford, 219; 
Plymouth, 117; Buick, 101; Olds- 
mobile, 73; Pontiac, 56; Mercury, 
48; Dodge, 22; Studebaker, 22; 
Cadillac, 21; DeSoto, 18; Chry- 
sler, 8; Hudson, 8; Nash, 8; Lin- 
coln, 5; Packard, 5; Austin, 2; 
Willys, 2; Jaguar, 1; Triumph, 1, 
and Volkswagen, 1. 

Truck registrations by make 
were: Chevrolet, 26; Ford, 20; In- 
ternational, 14; Dodge, 11; GMC, 
4; Autocar, 3; White, 2; Mack, 1, 


}and Reo, 1.—(Bert Strang.) 
June totaled 1,906, an increase of | 


* * * 


Sioux Falls, S. D. 


New-car sales for June in Minne- 
haha County (Sioux Falls) totaled 
252. 

Sales by make were: Chevrolet, 
67; Ford, 55; Buick, 29; Oldsmo- 
bile, 25; Plymouth, 14; Pontiac, 12; 
Mercury, 11; Dodge, 9; DeSoto, 7; 


Nash, 6; Cadillac, 4; Lincoln, 4; 
Kaiser, 3; Willys, 2; Chrysler, 1; 
Hudson, 1, and Packard, 1. 
* * * 
Nevada, Mo. 


New-car sales are reported fair 
in almost all lines but the farmer 
is out of the market because of 
drouth conditions and uncertainty 
as to fall income. 

One dealer said that every deal 
meant bidding against at least 
two other dealers to see who 
would give the most for the 
tradein. 

Repossessions have been few and 
collections are about normal. Most 
deals on both new and used cars 
involve price concessions.—(L. H. 
Houck.) 


* * 


Eldorado, Kans. 


Eldorado is a bright spot in an 
otherwise moderately gloomy busi- 
ness picture in Kansas. Its econ- 
omy is based on oil instead of agri- 
culture and there are four large 
oil refineries in the county. 


Most buyers are earning good | 
wages in the oil business. Most | 


new cars are selling well and 
good used cars are in demand. 


New and used-car inventories | 


are low. Repossessions are slight, 
open accounts are being paid on 
time and there is a larger number 
of cash deals.—(L. H. Houck.) 


* * * 


Eureka, Kans. 


This is an agricultural trading 
center and some indication of bus- 
iness conditions can be had from 
reading a sign over the parts 
counter of George S. Straight Mo- 
tor & Equipment Co., Oldsmobile 
and International truck and tractor 
dealer. 

This sign reads in part: “Parts, 
hardware, twine, cash. No after 
harvest settlements, All accounts 
must be settled by 10th of the 
month. On all machine sales cash 
or note required at time of agree- 
ment. Make credit arrangements 
for current expenses at your bank. 
All new credit applications must be 
approved by George S. Straight.”— 
(L. H. Houck.) 


* * * 


Salem, Ore. 


With approximately 160,0000 lum- 
bermen and loggers out on strike in 
the Pacific northwest, the auto 
sales picture is not very pleasant. 

Many of these workers are 
helping in the fruit harvest, but 
there are approximately 39,000 
on workmen’s compensation. 

On the other side of the picture, 














“Try not to look too anzious, | 


Bert!” 





both Washington and Oregon are 
getting a heavy increase in popula- 
tion, with people moving from east- 
ern and midwestern centers. 

Dealers estimate that auto sales 
in the third quarter will run 25 
percent below normal.—(F. K. Has- 
kell.) 


* * * 


Atlanta 
Reports of new-car and truck 
registrations in the Atlanta area 





activity for this 10-day period than 
for any comparable period this 
year. 

Total new-car sales were, 1,075; 
new trucks, 114. 

New-car sales by make follow: 
Ford, 299; Chevrolet, 292; Buick, 
111; Plymouth, 73; Oldsmobile, 71; 
Mercury, 64; Pontiac, 59; Dodge, 27; 
Cadillac, 25; DeSoto, 13; Chrysler, 
12; Nash, 11; Studebaker, 9; Lin- 
coln, 4; Willys, 2; Packard, 1; Kai- 
ser, 1, and miscellaneous, 1. 

New-truck sales: Chevrolet, 42; 
Ford, 38; International, 15; Dodge, 
9; GMC, 6; White, 3, and miscel- 
laneous, 1—(E. C. Bash.) 

* + oa 


Syracuse, N. Y. 


New-car sales in the Syracuse 
(N. Y.) area during the first six 
months of 1954 showed a gain of 
nearly 250 units over the corre- 
sponding period of 1953, according 
to a report by the Automobile 
Dealers Assn. of Syracuse. 

The total for the first half this 
year was 7,675, against 7,427 a year 
ago. New-truck sales for the period 
were 741, compared with 595 in 
1953.—(George E. Toles.) 








For the lowdown on dealer thinking. 
read John O. Munn’s column each week 


through June 10 show greater sales | on Page 3. 
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Attention: 
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BODY AND HOIST SALES 
ARE PROFITABLE! 





Mr. 4. C. Beugnot 


our first Heil 
May, 1951, 
to our fleet and are 


Equi 
Since that time we 
now operating 14 


Tours very truly, 


MARANJA ROCK Company 
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Your customers too will like the time and money saving 
advantages of Heil Bodies and Hoists and Heil service. Tell 


AS Ogee 
BE. T. Collier 


them about it every chance you get . . . each Heil unit sold 
is your best salesman for “come-back” customers, so take 
advantage of the easy profits from repeat sales. Once the 
sale is made, your Heil distributor quickly mounts the units 
and provides expert parts and maintenance service. Call him 


today for complete details. 





Atlanta, 


THe HEIL co. 


DEPT. 5984, 3059 W. MONTANA ST., MILWAUKEE 1, Wis, 
Factories: Milwaukee, Wis. — Hillside, N. J. 
Heil Sales Offices: New York, Union, N. J., Washington, D. C., 
Cleveland, Milwaukee, 
Denver, Dallas, Los Angeles, Seattle 


BH.416-0 


Detroit, Chicago, Kansas City, 
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AUTOMOTIVE NEWS, AUGUST 2, 1954 


Safety Plaque for Cleveland Nash Dealers— 

At the annual luncheon of the Cleveland Safety Council, a plaque is presented to 
the Nash Dealers Assn. of Cleveland for its outstanding safety work. O. G. Watson 
(left), Cleveland zone manager, accepts the award from Harold Gorman (right), 
president of the council. In center is J. E. Seeh, Nash zone sales-promotion manager. 
The Nash dealers had sponsored a television program which carried on a traffic 
safety contest for a 26-week period. 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 


Attorney at Law 


RECENT higher court held that 


A 


purchaser of a stolen automobile 


have legal title to it. This is so be- | 


cause a thief can convey no title 
valid against the rightful owner. 


For example, in Gay vs. Huguley, 


Photo Tour 


Color Brochure Pictures 


N. J. Dealership 


CLIFTON, N. J.—A full-color 
brochure giving a pictorial tour of 
the dealership is used as a direct- 
mail ad piece by Fette Ford, Inc. 

The folder features a map show- 
ing the dealership’s location. Color 
pictures give views of the executive 
office, sales meeting room, service 
department, new-car delivery, parts 
department, paint and body shop 
and used-vehicle department. 

The brochure’s theme is the sat- 
isfaction of the customer. 
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| never inquired where her husband 
| got it. 

| Later the wife sold the car to one 
| Felts and Lan signed the name of 
| Baldwin to the bill of sale. In other 
words, Lan forged it. Later the 
| police returned the car to its true 
owner, Baldwin. Then Felts sued 
34 So. (2d) 712, the testimony |the wife to recover the amount he 
showed that a purchaser bought an had paid on the car. 


under no circumstances may a/| 


| home and gave it to his wife who 


automobile from a dealer for $1,600. | 
At the time he purchased the auto- | 
mobile he obtained a bill of sale} 
from the dealer. 


It was discovered later that it 
was a stolen car. The higher 
court held that the true owner 
could recover possession of the 
automobile from any one who 
presently possessed it, and said: 
“A thief can convey no title valid 

against the rightful owner, regard- 
less of the bona fides of the pur- 
chaser. Possession cannot, under 
such circumstances, create any 
prima facie evidence of ownership 
as against the true owner.” 

a * * 


Similar Case 


For comparison, see Lan _ vs. 
Felts, 209 S. W. (2d) 472. In this 
case it was shown that one Lan 
stole an automobile from its owner, 
named Baldwin. Lan drove it to his 
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| car, then he cannot recover .. 


Although the wife testified that 
she had no knowledge the car 
was stolen, and that Felts was 
negligent since he had witnessed 
Lan forge the name of Baldwin 
to the bill of sale, the higher 
court ordered the wife to return 
the purchase price, with interest, 
to Felts. 

This court indicated, however, 
that one who purchases a car 
knowing that it was stolen cannot 
recover the purchase price, saying: 

“If appellee (Felts) had knowl- 
edge that the car was stolen, or 
was in possession of facts which 
would put a man of ordinary pru- 
dence on guard, and he failed to 
make inquiry into the title of the 
. The 
undisputed testimony is that ap- 
pellee (Felts) had no intimation 
that the car was stolen property, or 
that Lan had forged Baldwin’s 
name to the bill of sale until after 
he had parted with his money.” 
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Commercial Car 
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who 


make, sell and service 


tmerica’s Trucks, 
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Trackin’ 







+ by Jack Weed 





IX THESE days of high competi- 
tion it seems good to talk to 
factory sales heads who are gen- 
uinely interested in seeing that 
their dealers make money first of 
all. 

I had a long talk with such a 
man just the other day when I 
was in Chicago on another of 
these “wax works” affairs. I 
can’t understand for the life of 
me why anyone would schedule a 
convention or any other affair of 
that type, especially in Chicago, 
in this weather. 

But to get back to this dealer 
profit angle. When talking to L. W. 
(Red) Pierson, assistant sales 
pusher of International Harvester, 
and my “meat” when it comes to 
football bets, he brought up the 
attitude Harvester has toward its 
truck dealers. 

. * * 


Trucks Must Be Sold 


IERSON said that first of all 

Harvester wants its dealers to 
make money, of course, to make 
money in the truck business, the 
dealer must sell trucks. 

The firm also shows the dealer 
that he must provide adequate 
and efficient service. It is axio- 
matic in the truck business that 
he who serves best profits most, 
if his business is properly man- 
aged otherwise. 

The firm holds schools for dealer 
employes. It watches the dealer’s 
used-truck stocks, concerns itself 
with the dealer’s inventory prob- 
lems. Its field men are instructed 
to help dealers keep their used in- 
ventories in line at all times. 

a ~ * 


More Effort Needed 

LL this tends to make Har- 

vester dealers happy. But it 

hasn’t made all of them roll up 
their shirt sleeves, get out on the 
old firing line and show their sales- 
men that trucks can be sold at a 
profit. 

So the Harvester high com- 
mand is trying to instill that 
spirit of “get the business” into 
their better dealers right now. 
Do they go out and preach to the 

dealers? 


Not so that you could notice it. 


One of the top men in sales takes 
the local wholesale man, under 
whom the dealer works, out with 
them. They put it up to the dealer 
to get out there on that firing line 
himself and show the salesmen 


that trucks can be sold at a profit 


even in this market. 
* ok * 


Examples Required 
ge they don’t stop there. They 
point out to the wholesale man 
that what they are asking the deal- 
er to do is just what the field man 
should be doing—getting out with 
his dealers and showing them how 
to sell. : 

It’s always easier to get good 
compliance with a factory sug- 
gestion if the factory man is a 
leader and not a driver. 

A great many dealers look down 
on the factory men who call on 
them, and they tell me, at least, 
that all the “stuffed shirts” know 
enough to do is to come out and 
be a parrot for the head men in 
the home office. 

But if more of our field men for 
the factories, and I’m not confining 
this idea to the truck business 
alone, were to go to the dealers 
who need aid and say, “You set 
the date and I'll come out and help 

you show your boys how to sell 
under this market” there wouldn’t 
be as many dealers looking at their 
business through the small end of 
the spy glass right now. 

It’s always well to remember that 
good salesmen and good dealers 


don’t just happen—they are made. 
* * * 


Know-How Lacking 


| ie BECOMING more and more 
convinced that the main reason 
why more dealers are not doing 
More about both their sales and 
(Continued on Page 27, Col. 3) 





Top Trucks 


New-truck registrations for five 
months, plus five states for June: 


1954 Pos. Make 1953 Pos. 
1—123,950 Chevrolet 147,781— 1 
2—116,774 Ford 98,397— 2 
38— 35,580 Int'l 45,645— 3 
4— 30,534 GMC 38,289— 5 
5— 26,621 Dodge 40,739— 4 
6— 5,698 Willys 8,458— 7 
I— 4,752 Stude. 11,779— 6 
8— 4,725 White 5,368— 8 
9— 2,510 Mack 2,896— 9 

10— 1,220 DiamondT 1,480—11 
1l— 1,059 Reo 1,648—10 
12— 524 Autocar 745—12 

2,766 Misc. 3,358 
Total All Makes 
356,713 406,583 


For further details see page 
36. 





For Big New Road Program... 





- Builders Need Trucks 





w= the appointment of the} 
new Cabinet Committee on) 
Transport Policy and with the ap- 
portionment of $875 million in Fed- 
eral aid to states, truck dealers 
and users will have to be alert 
to: 

1. The truck business that will 
generate this fall as road-building 
contracts are let. 

2. An anticipated barrage of 
so-called “third structure” taxes 
on truck use which many states | 
may attempt to impose in order 
to get the matching funds for 
their proportion of the Federal 
aid money. 

The truck industry should get 
aid and assistance in fighting these 
extra burdensome taxes both from 
the new Cabinet committee and 
from Congress, especially if Rep. 
Charles G. Oakman, (Michigan Re- 
publican) is able to get support for 
his bill aimed at minimizing the 
collection of highway-use taxes by 
states. 





* cm * 
E new Cabinet Committee on 

Transport Policy is headed by 
Commerce Secretary Sinclair 
Weeks. Other members are Charles 
E. Wilson, secretary of defense and 
former General Motors president; 
Arthur S. Fleming, director of the 
Office of Defense Mobilization, and 
the secretaries of Agriculture, Post 
Office and Treasury. 

Two of these, Wilson and Sum- 
merfield, are automotive men and 
will thus readily realize how 
much an extra burden of “third 
structure” taxes will hurt the 
sale and use of trucks. Two 
others, Weeks and Secretary of 
Agriculture Ezra Taft Benson, 
represent two of the greatest 
bodies of users and thus should 
appreciate how such taxes will 
be received by the users who 
will be called upon to pay them. 
The State Governors’ Conference 
just concluded at Lake George, 
N. Y., has emphasized the need 
for a prompt and effective solu- 
tion to the interstate truck reci- 
procity battles now being waged 
between many states as a result 
of the imposition of additional, 
burdensome road use taxes cur- 
rently being imposed on the truck- 
ing industry. 

Until now it has been widely as- 
sumed that the viewpoint of the 
trucking industry with reference to 
these reciprocity problems has 
been in opposition to certain state 
legislation, particularly to legisla- 
tion in Ohio sponsored by Gov. 
Frank Lausche. 

* * a 

T IS now clear, judging from 

the Lake George conference, 
that there is at least one important 


phase of the reciprocity problem 
in which Lausche and the entire 
trucking industry are in complete 
accord: According to an account 


;of proceedings appearing in the 


July 14th issue of the Toledo, O. 
Blade and reported by Blade Staff 
Writer Thomas P. Reynders, 
Lausche cautioned that the policy 
of reprisals by the state leads to 
anarchy and because interstate 


|}commerce is involved, the Federal 
Government may step in and pre-| 


empt this field. Lausche stated: 
“We must solve this problem 
among the states. Or maybe it is 
so important we can’t handle it 
in 48 different ways and it is time 
for the Federal Government to 
look into it.” 

The trucking industry believes 
wholeheartedly that the problem 
involved in third-structure state 
road-use taxes and a consequent 
breakdown of interstate road use 
reciprocity cannot be solved in 
going about it “in 48 different 
ways.” 

The trucking industry is giving 
its support, along with that of 
many business and consumer 
groups, to H.R. 407, presented on 
the floor of the House of Repre- 
sentatives by Congressman William 
H. Ayres (Ohio R.), which calls 
for a Federal investigation -of 
third- structure state road taxes 
that are seriously impairing long- 
standing interstate agreements on 
truck reciprocity. 

Several months ago Ohio enacted 
the “axle-mile” tax levying an addi- 
tional highway tax on all commer- 
cial trucks with more than two 
axles. At the same time Ohio re- 
fused to recognize the principle of 
reciprocity. As a result, several 





System Against 


HICAGO. — A resolution con- 
demning the growing break- 
down of interstate motor vehicle 
reciprocity and asking Federal, 
state and local government officials 
to give serious consideration to the 
problem was adopted last week by 
members of the Truck-Trailer Man- 
ufacturers Assn. at its annual sum- 
mer meeting. 

A second resolution, calling for 
“legal independence” of the Na- 
tional Labor Relations Board and 
the Federal Mediation and Con- 
ciliation Service, also was ap- 
proved. 

TTMA directors announced that 
next year’s summer meeting would, 








Dealers Hold Vital Stake in Piggybacking 


By Sam Sampson 
Staff Writer 


of a hundred details yet to be 
worked out or determined by ex- 


‘HE nation’s truck dealers have/| perience. Conceivably, however, 


a vital but thus far silent in- 
terest in the somewhat revolution- 
ary method of transporting freight 
that is being authorized by the 
Interstate Commerce Commission 
this summer — trailer on railroad 
flatear service, otherwise known as 
“piggyback.” 

It seems apparent that the 
piggyback method is here, as five 
Eastern railroads, two Midwest- 
ern lines and one Western road 
have already announced plans to 
offer the service, and others will 
announce plans soon, it is be- 
lieved. 

How the truck dealer will fare 
under the new plan is only another 


piggyback operations might call for|in offering their own services un- 


a change in the type of trucks and 
tractors that would be in demand 
in the future, and special equip- 
ment for them. 

Confusion is still widespread over 
just what services the railroads 
may offer, how the services are to 
be offered, how the services will be 
conducted, who may use them, how 
broad the railroad authority is and 
whether the combined truck-rail 
operations—as set up so far—are 
legal. 

” a * 

T APPEARS that most of the 

trucking interests are in favor 
of trailer-on-flatcar service, but are 








| rails to get into the motor trucking 





concerned about what form the, 
service will take and the limits to 
which the rails will be able to go 


der the plan. Unanimously, the 
truckers are against leaving a 
loophole which would allow the 


business. 

Most of the “watchdog” duties 
are being taken up by the Amer- 
ican Trucking Assns., and the 
various conferences of the or- 
ganization. However, the Private 
Truck Council of America, Inc., 
an organization of shippers who 





New Products 


Page 30 


carry their own products over 
the road, is seeking the same 
status as the common carrier un- 
der the new plan. 


Railroads thus far who have an- 
nounced plans on piggyback opera- 
tions include the New York, New 
Haven & Hartford Railroad, which 
for years has operated a trailer-on- 
flatcar service; Pennsylvania Rail- 
road; Erie; Delaware, Lackawanna 
& Western; New York, Chicago & 
St. Louis (Nickel Plate); Baltimore 
& Ohio, and Wabash. 

In the Midwest are the Missouri- 
Kansas-Texas Railroad and the 
Chicago Great Western Railway, 
which has carried on a successful 
piggyback operation for 17 years. 
In the West, the Union Pacific 

(Continued on Page 38, Col. 3) 


Reciprocity Plea Sounded 


Trailer Makers Urge Governments to Preserve 


states retaliated by cancelling re- 
ciprocal agreements with Ohio. 
+ * * 

) Figrevnengey spearheaded the legis- 

lation levying additional road- 
use taxes. Many Ohio leaders, ac- 
cording to reports, are now con- 
vinced that this type of taxation 
is a failure and is not the answer 
to the problem of additional State 
revenue from highway use. 

Now it appears that the Ohio 
governor may be convinced that 
the Ayres Resolution (H.R. 407) 
could well provide an answer to 
the problem. 

*‘*Under no circumstances,” 
said Ayres, “was H.R. 407 de- 
signed to afford a Federal or 
state control solution. Its sole 
purpose is to get the facts out 
on the table in proper order so 
that a solution satisfactory and 
equitable to the public, to the 
states and the trucking industry, 
may be found... 

“Congress has recognized the im- 
portance of a sound trucking in- 
dustry to promote and assist the 
free flow of interstate commerce. 
If a breakdown in the voluntary 
system of tax reciprocity should 
threaten the truck transportation 
industry by imposing unreasonable 
burdens on interstate commerce, 
the U. S. Government may have no 
choice but to intervene in order to 
protect the national objectives for 
a sound motor transport system as 
well as the Constitutional objective 
of preventing undue burdens on 
interstate commerce.” 

ok ok * 

LTHOUGH the Federal funds 

nominally apply to the year 





beginning July 1, 1955, the appor- 
(Continued on Page 26, Col. 1) 


Tax Onslaughts 


for the first time, be held in De- 
troit. 
* * A 
E first resolution blamed the 
reciprocity breakdown on enact- 
ment, or threat of enactment, of 
third-structure taxes. 

It declared that “interstate re- 
ciprocity has deteriorated to an ex- 
tent which poses a real danger to 
Ahe motor transportation industry. 
Any third-structure tax which 
works undue hardship upon the 
motor carrier industry also en- 
dangers the national defense and 
security.” 

To improve labor-management 
relations, the second resolution 
asked President Eisenhower “to 
be constantly vigilant” to assure 
the independence of NLRB and 
the mediation service. 

It urged care to see that these 
agencies “are not subject to extra- 
legal influence or interference from 
“any official of the Federal Govern- 

ment, including those who are 
members of the Cabinet.” 
* a S* 

| apd ANOTHER action, the TTMA 

staff was instructed to telegraph 
the House Interstate Commerce 
Committee that S. 3185, already 
passed by the Senate, was a non- 
controversial bill to allow the re- 
cording of a lien in a purchase-sale 
in any one state to be interpreted 
as a valid recording of the lien in 
any other state. 

The trailer makers and guests 
heard Keen Johnson, former gov- 
ernor of Kentucky and now vice- 
president and director of public 
relations for Reynolds Metals Co., 

(Continued on Page 35, Col. 1) 
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Aerial View of Packard's New Body Plant in Detroit— 
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WASHINGTON. — Reporting of 
motor freight commodity statistics 
to the Interstate Commerce Com- 
mission, as requested by a petition 
filed by railroads May 19, would im- 
pose an additional burden upon the 
motor carriers without indication 
of “any real need” for such infor- 
mation, a brief filed with the ICC 
last week said. 

It was filed by the American 
Trucking Assns. and the National 
Traffic Committee. 

“The reporting of ‘truckload’ sta- 
tistics, based on shipments of 10,000 
pounds or more, will result,” the 





Grody Adds Property 


Israel Grody, president of Grody 
Chevrolet Co., Hartford, Conn., has 
announced that his firm has pur- 


A 


For the first time in 13 years, Packard is producing its own bodies in the former Briggs-Conner plant in Detroit which it| chased 148,225 square feet of prop- 
acquired from Chrysler Corp. under a five-year lease agreement, including an option to purchase. The plant has 760,000 erty at 540-560 New Park Ave. The 
square feet of space. Packard plans to expand the plant's utility to custom-made cars and for research into new techniques| site will be used for a used-car 


of body craftsmanship. 


lot and service department. 





“The niftiest service set-up in town,” that's 


make these checks for 


"Check All Lights 


BEST Lincoln 


THE BEST BUYin LUBRICATING EQUIPMENT 


















how folks in Englewood, N. J., describe 
the modern service department of Buick 
dealer, Stillman & Hoag, Inc. 


P. H. TAYLOR, Vice President at Stillman & Hoag, chooses 
these words to describe the company’s Lincoln installation: 


“We have been using Lincoln Lubricating Equipment 
since 1946. Actually, WE WOULD HAVE NO OTHER 
KIND OF LUBRICATING EQUIPMENT IN OUR SHOP. 


“At the Englewood Branch, we average thirty lube jobs 
a day, using three lifts. This good volume is a direct 
result of our easy-handling, efficient-operating 
Lincoln ceiling Lubreels. 


r gtatt with 
Pra yBRICATION 


better business: 











* Check Fon Belt *Check Tires 

"Check Air Cleaner “Check Windshield Wiper “We heartily endorse Lincoln to any one who wants the 

* Check Oil Filter Soieieial as best in lubricating equipment. 

° * r e or 
Check Spark Plugs | greece fe : F 

“Check Battery and Cables with Lincoln BULLNECK* Write TODAY for if pays 

* Check Radiator Hoses Fittings... the modern FREE booklet entitled : 

‘ with the ball-in- to install 
ena ae eis a ae “Path To Profits In 

"Check Muffler and Tail Pipe grease in, 


*trade name registered 





Truckers Hit Reports 


Carriers Fight Plan of Commodity Statistics 
As ‘Compilation of No Value’ 





brief charged, “in a compilation of 
no value or validity, and one which 
is likely to be misleading to the 
commission, the public and the re- 
porting motor carriers. Motor car- 
rier truckload traffic, as the term 
is commonly understood, does not 
ordinarily embrace _ shipments 
weighing as little as 10,000 pounds.” 


The petition of the railroads, 
the brief pointed out, is based on 
the premise that since railroads 
must compile these statistics, the 
same rule should apply to motor 
carriers. 

“The fact that these requirements 
are prescribed for the railroads is 
not a logical basis for applying 
them to motor carriers,” it said. 
“Motor carrier transportation is en- 
tirely different in basic form and 
character... 

“The railroads which report com- 
modity statistics to the commission 
(Class I and II) account for 99 per- 
cent of the rail tonnage. This dom- 
inance of the reporting railroads 
gives assurance that the commodity 
statistics which they furnish accu- 
rately reflect the character of the 
total tonnage.” 

Class I motor common and con- 
| tract carriers, on the other hand, 
| the brief explained, represent only 

a@ small percentage of the motor 
carriers (for-hire, exempt and 
private) which operate in inter- 
state commerce, and any conclu- 
sions drawn from statistics re- 
ported by Class I motor carriers 
would not accurately reflect. the 
actual truckload shipments of the 
trucking industry. 

“The tonnage of various commod- 
ities transported in private or ‘ex- 
empt’ carriage, about which the 
commission has no authority to in- 
quire, is manifestly of large pro- 
portions. The aggregate of truck- 
load shipments of 10,000 pounds or 
more carried by motor carriers 
smaller than Class I would reach 
a very substantial figure. 

“Considering that neither of these 
tonnage figures would be reported 
to the commission, it is obvious 
that the commodity statistics de- 
veloped on the basis of the figures 
submitted by Class I motor carriers 
would be of no value to the com- 
mission or the public. On the other 
hand, such figures would be more 
misleading than helpful, and cer- 
| tainly would afford no basis for 
| comparison with the tonnage fig- 
| ures reported by the railroads.” 





‘New Device Stops 
‘Runaway Truck 
If Brakes Fail 


JOHNSTOWN, N. Y.—A local 
| truck body firm is helping to write 
| a chapter in the history of automo- 
| tive mechanics that may spell an 
;end to one of the trucking indus- 
| try’s nightmares —the runaway 

truck. 

Trabold Co., 681 Sheridan St., has 
been named one of two firms with 
exclusive manufacturing rights to 
the new Wright gravity emergency 

| stop unit. 

| As a safety device, the unit is 
| drawing cheers from both insurance 
}and trucking circles. It is said to 
| be able to stop a heavy tractor- 
| trailer in the event of brake failure. 

William Wright, Pittsburgh me- 
| chanic, invented the unit, which 
consists of a curved steel chock 
suspended in front of the trailer’s 
wheels and connected by a trip re- 
lease to the truck cab. 

When a trucker feels his brakes 
fail, he merely trips the mechanism 
which falls in front of the wheels. 
The wheels ride up on the chock 
and stop turning. The trailer’s own 
weight drags the vehicle to a stop. 

The other manufacturer of the 
unit is Asbury’s Welding Co., Pitts- 
burgh. 


Pencils Donation Asked 


A “Pencil Please” campaign for 
needy children is being conducted 
by Save the Children Federation, 
a 22-year-old organization dedi- 
cated to helping children of all 
groups. Pencils may be sent to 


} 
| 
} 
| 





the most trustworthy name in lubricating equipment « LINCOLN ENGINEERING CO. + 5709 Natural Bridge Ave., St. Lovis 20, Mo. 


“Pencils Please,” 1721 Park Ave., 
New York 35, N. Y. 
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Why Country Gentleman | 


is changing its name 


o Better Farming 


Building a better magazine for its millions of readers—a better advertising medium for 
everyone who sells to the 40-billion-dollar farm market. 


OUNTRY GENTLEMAN has built its century-old repu- editorial philosophy, Better Farming for Better Living. 


tation by meeting—and often leading—each advance As with all steps in this program, the name change is 


in agriculture. being made through an orderly plan designed for the 
By helping generations to farm better and live better, best interests of the magazine’s 2,600,000 families, and 

Country Gentleman became an old and honored name. the advertisers and dealers who serve them. 

Now Country Gentleman is changing to a name more Watch how America’s most influential farm magazine 

indicative of its contents— Better Farming. It is part of continues as the greatest selling force in Rural America 

a postwar program to keep the magazine geared to its —through its new program in a new era of agriculture! 


COUNTRY GENTLEMAN THE MAGAZINE FOR 


¥NEXT MONTH siatseaeuet | | Country Gentleman} | Better Farming 


of this magazine. The slogan, “magazine for BETTER ; 
FARMING,” which we have used for years at the top of F 
this Contents page, will then also appear in bold letters or = THIS IS 


with CouNTRY GENTLEMAN on the front cover. It will be WHERE WE en a ——— 
SELL ’EM , 3 a = SELL ‘EM 


given prominence because we, the editors, and you, the 
readers, today agree that the desirable and profitable WELL SELL " WELL SELL | 
goal for both of us is BETTER FARMING. Starting in BoTH i ss 4 BOTH 
September, therefore, our old friend, COUNTRY GENTLE- MEN AND rae 
MAN, begins a gradual change that by the end of this — esis i ere 
year will result in the official and actual name of this WE'LL : WE'LL 
magazine becoming BETTER FARMING. Meanwhile our SELL "EM oa Bo SELL'EM oS 
family “magazine within the magazine,” Country Liv- ON LOOKING [am f ee 
ing, also will change its name to Better Farm Living. — aie ae 


August September January 


issue will tell readers that by the end of the year cover will carry a logotype with subtitle, cover will feature new name Better Farming 
the name of their magazine will change to Better “The Magazine for Better Farming,” to under a line retaining a link with former 
Farming, and that a new cover design is coming continue for four issues. Country Living name, Country Gentleman. Readers will see 
with the September issue. section will be retitled Better Farm Living. that the ‘“‘new face”’ reflects contents and 


goal they share with editors. 


Country Gentleman 


A Curtis publication—Circulation now more than 2,600,000 The magazine for Better E ar ming 


rere an a A SB 
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Colonial Broadcast Plugs Used Cars— 


A three-hour program on Radio Station WDOT was put on by Colonial Motors, Inc. 
(Chrysler-Plymouth), Burlington, Vt., which besides music offered information about 
the firm's used cars. Salesmen went on the air to describe their favorite cars on the 
lot, and used-car buyers were brought in to tell of their experiences. According to Bill 
Gilbertson, used-car sales manager, the show resulted in a record day's business, 
and plans are to repeat it. 


FEATURE BY FEATURE 
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Dealer 


Robert deMandil and Don Russ, 
both sales executives of the for- 
mer James Motors, San Francisco, 
have acquired new positions. De- 
Mandil has been named used-car 
manager of Brown Buick and Russ 
has joined the used-car division of 
Van Etta Motors (Lincoln-Mer- 
cury). 

oe * * 


Herman Feted by Son 
On 40th Wedding Day 


A celebration in honor of the 
40th wedding anniversary of Mr. 
and Mrs. David Herman was 
given by their son, Alvin Herman, 
in Atlantic Beach, N. Y. 

Herman is treasurer and chair- 
man of the board of Bonded Auto 
Sales. Alvin Herman is president 
of the Bonded Ford Organization 
in Forest Hills. 


* * * 


NADA Appoints Gallagher 
Delaware Area Chief 





J. Harry Gallagher, Wilmington, 


Doings 





Del., has been appointed NADA 
jarea chairman for New Castle 
| County, Del. 
| Gallagher is executive vice-pres- 
|ident of Union Park Motors (Pon- 
| tiac) and has been in the auto busi- 
|/ness 25 years. He has long been 
| active in statewide efforts on behalf 

of dealers. 

= * + 


Brown Starts Nash Firm 


| A new Nash dealership, Gene 
Brown Motors, Inc., has been 
opened at 724 Beacon St., Newton 
Centre, Boston. Operated by Gene 
Brown, the firm has Iver Osterlund 
as service manager. Brown also 
owns a Boston filling station. 

* * a 


Cummings Succeeds Lande 


Cummings Motors, Ltd., 525 De- 
carie Blvd., Montreal, has succeeded 
Lande Motors, Ltd., as the Pontiac- 
| Buick-Vauxhall-GMC dealership. A. 
| Benjamin Cummings is president 
|of the firm. Other officers are: 
| Robert Cummings, director and 





Burroughs Sonsimatic 


is your best accounting machine buy! 







Compare . . . and you'll find the low-cost 
Burroughs Sensimatic, feature for feature, is 
the best buy for automobile dealers. Prepara- 
tion of distribution journals is both fast and 
greatly simplified. And, Sensimatic will follow 
your present accounting pattern from original 
media through financial reports. 


You don’t have to worry about Sensimatic’s 
becoming obsolete with the growth of your 
business or change in your accounting proce- 
dures. The exclusive sensing panels may be 
quickly adapted to meet these future needs. 
And there’s no long training period for per- 
sonnel . . . even beginners can quickly do 
expert work with a Sensimatic. 


So, get a demonstration and compare the Sen- 
simatic, feature by feature, with any other 
accounting machine. Your nearest Burroughs 
branch is listed in the yellow pages of your 
telephone book. Or write Burroughs Corpo- 
ration, Detroit 32, Michigan. 






















Wherever There’s Business There’s 


Automobile Dealer Accounting Systems 
Burroughs Corporation, 
Detroit 32, Michigan. 
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secretary-treasurer; Jack Cum- 
mings, director; Humphrey Kassie, 
general manager, and Douglas 
MacKay, sales manager. 


Full Cycle 
European Bike Tour Leads 


To Dealership 


A European bicycle trip devel- 
oped into an auto dealership for 
Carl J. Dorr, sales manager of 
Brundage Motors, Inc., Miami 
Springs, Fla. 

Three years ago Dorr and his 
wife took a trip to Europe with 
the intention of touring by bicycle. 
The first few hundred miles were 
fun, but then callouses began to 
develop. 

On reaching Stuttgart, Germany, 
Dorr wheeled into the Volkswagen 
showroom and bought one of the 
cars he had seen whiz by as he 
and his wife pumped their cycles 
up endless hills. 





When they returned to Florida, 
they brought the Volkswagen with 
them. Dorr and Hubert L. Brund- 
age then became Florida distribu- 
tor for the car. They also handle 
Porsche. : 

* * 


Camp Buys Beilke 


| Beilke Automobile Co., Inc., Wau- 
sau, Wis., has been sold to C. D. 
| Camp jr. and renamed Camp Motor 
Co. The firm holds Buick and Pon- 
|tiac franchises. Camp has been in 
the auto business since 1938. 
* ” * 


Coe Replaces Sullivan 


Jack Coe Pontiac, Inc., has regis- 
| tered to do business in Wisconsin. 
|The firm is revorted to be a reor- 
| ganization of Sullivan Pontiac Co., 
| Waukesha, Wis. 

* 


* * 


| Schumann Moves Shop 


Schumann Buick, Inc., Bingham- 
| ton, N. Y., will move its service de- 
partment to new quarters at 15-27 
Collier St.. bringing it back-to-back 
| with the firm’s new-car showroom 
| at 32 State St. 


| * * * 


Dillon Moves to New Cars 


Paul Dillon, South Bend used-car 
operator, has purchased Miller & 
Anderson Motors, Inc, (Chrysler- 
| Plymouth), Mishawaka, Ind. He 
will operate as Paul Dillon Motors, 
| he said, and will soon announce a 
new franchise. 

- 





* * 


Brown Heads Hall Staff 


Marion H. Brown has been ap- 
pointed general manager of D. C. 
Hall Motors (Lincoln-Mercury), Ar- 
lington, Tex. 

* . + 


Hoerr Acquires Zuber 


| Lewis Hoerr has purchased Zuber 

Motor Co. (Studebaker and John 
|Deere implements), Bentonville, 
| Ark. He will operate the business 


| as Hoerr Motor and Implement Co. 
* * * 


Woman in ‘400° Club 


Mrs. Bessie Malesky, of the 
sales staff of Jamish Motor Co. 
(Dodge-Plymouth), Port Angeles, 
Wash., has been accepted in the 
Dodge “400” club. 

= 


2 * 


Hudson Names Wimpy 


James Wimpy has been appointed 
Spokane dealer for Hudson. Wimpy 
is remodeling his quarters. 

a” 7 = 


Pasadena Group Elects 


Wegge to Presidency 


The Pasadena Motor Car Deal- 
| ers Assn. has elected J. Robert 
Wegge as president. 

Other officers elected were 
Jack Hoehn, vice-president, and 
Dan Clay, secretary - treasurer. 
| Directors are A. M. Hannifin, re- 
| tiring president; Willard Karl; 
| Herb Renfree, and Dick Fox. 

* ” + 





Allen Joins Dearing 


Lee G. Allen, formerly of Bend, 
| Ore., has purchased a partnership 
with Ed Dearing, in the latter's 
Hudson dealership, 4611 N.F. 
Union, Portland, Ore. The firm's 
|name has been changed to Dear- 
| ing-Allen Motors. 

7 ~ * 
| Austin Appoints Harris 


|As South California Rep 


Peter Clowes, western regione! 
| manager for Austin, has announce’! 
| the appointment of Kenneth Harris 
| (Continued on Page 25, Col. 1) 
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Doings 





(Continued from Page 24) 


as Austin sales and service repre- 
sentative for southern California. 
Harris succeeds Bob Botwinick, 

* - * 


Cosart’s Son Joins Firm 
Lee Cosart, president of Lee Co- 
sart Motor Co. (Dodge-Plymouth), 
Portland, Ore., has announced that 
his son, Lee Donovan Cosart jr., 
has been named a junior partner. 
+ * * 


Dean Succeeds Robinson 


W. C. Dean has taken over Amos 
Robinson Motor Co. (Studebaker), 
Kingsport, Tenn. New name of the 
firm is Dean’s Motors. 

+ * +. 


M & R Motors in Business 


Barton Motor Sales (Ford), Cho- 
teau, Mont., has been bought by 
Tore E. Reuterwall and James E. 
Mullaney. The firm now operates 
under the name M & R Motors. 

* * 7 


Ford Honors Satcher 


J. H. Satcher, owner of Satcher 
Motor Co., Johnston, S. C., has re- 
ceived the Ford Four-Letter Award 
for the second consecutive year. 

* * 7 


Downs Gets Florida Deal 


The Studebaker franchise for 
Winter Haven, Fla, has been 
awarded to Downs Motors. William 
H. Downs, owner, has spent 25 


years in the automotive field. 
+ * * 


Burgoon Takes Over 
Irvin Durbridge, proprietor of 
Durbridge Motor Sales (Studebak- 
er), Chicago Heights, Ill, has re- 
tired. He has been succeeded by his 
former sales manager, R. D. Bur- 
goon, who will operate as Burgoon 


Motors. 
* * 


Studebaker for Rossis 


Michael and Nicholas Rossi have 
received a Studebaker franchise for 
Norwood, R. I. The dealership will 
be known as Royal Motors. 

* * * 


R-C Motors Takes Over 


R-C Motors (Mercury), has suc- 
ceeded H & W Motors, Ahoskie, 
N. C. Principals in the new dealer- 
ship include L. E. Mizell and W. M. 
Smith. 


* * * 


Saunders to Rickabaugh 


Lester F. Saunders, former serv- 
ice manager of Paul Swartz Motor 
Co., Salina, Kans., has joined Rick- 
abaugh Motor Co., Ellsworth, Kans., 
as service manager. 

* * 


Feicht Sells to Cerni 


Carl Feicht has sold Feicht Pon- 
tiac Sales, Columbiana, O., to Jo- 
seph A. Cerni, Warren. Feicht will 


retire. 
* * ” 


Stout Gets Chrysler 


Stout Metor Sales, headed by 
Ralph Stout, is a new Chrysler- 
Plymouth dealership in Litchfield, 
Minn. The dealership formerly 
was operated by Kopplin Oil Co. 

* * + 


Klyce Quits Studebaker 


Klyce Motors (Studebaker), Day- 
ton, O., has dropped out of the new- 
car business but will continue to 
operate its used-car lot at 950 S. 
Patterson Blvd., according to Jack 
Klyce, owner. 

- - * 


186 Years of Experience 


Is Hammes’ Ad Theme 


Romy Hammes Co., South 
Bend, features “186 Years Of 
Ford Sales Experience” as rep- 
resented by 20 men in the dealer- 
ship. 

Romy Hammes, owner, leads 
off with selling Fords for 35 
years. The 20 men were pictured 
individually in a half-page dis- 
play advertisement for the dealer- 
ship. “Where Satisfied Customers 
Have Bought Thousands Of 
Fords!” is Hammes’ slogan. 

a ~ x 


Jeffers Switches to Nash 
At West Dearborn Outlet 


A Nash business has been opened 
by Jeffers Auto Service at 22302 
Michigan Ave.. West Dearborn, 
Mich., according to Wayne Haynes, 


partner. The dealership formerly 
held a Kaiser-Willys franchise. 
Haynes’ associates are his broth- 
er Alton, service manager, and 
Harry Ruhstorfer, sales manager. 
Remodeling facilities is in progress. 
+ 


* * 


Gusky Auto Sales Awarded 


Chrysler Service Plaque 


Lee Gusky Auto Sales, 961 Ohio 
River Blvd., Avalon, Pa., has been 
awarded a bronze plaque in recog- 
nition of six years participation in 
Chrysler Corp.’s Master Technicians 
Service Conference. 

Ray Kentzel, service manager, 
served as conference leader during 


the training program. 
* * * 


Horgan Puts Wilson at Head 


Of Commercial Department 

H. R. D. Wilson, Garden City, 
N. Y., has been appointed manager 
of the commercial department of 
Ralph Horgan, Inc. (Ford), New 





York City, it has been announced 
by Ralph T. Horgan, president. 
Wilson was formerly supervisor 
of contracts and liaison engineer 
for Glenn L, Martin Co. and Bell 
Aircraft Corp. 


* 


Wambaugh to Move 


Harvey Wambaugh, Buick dealer | | 
in Elkhart, Ind., is being forced to| , 
move from his present location at | § 


618 S. Third St. A new site has not 
yet been selected. A dealer for 40 
years, Wambaugh has been at his 





present location 31 years. 
* * 


* 
Two S. C. Firms Rebbed 
Of $1,000 Same Night 

Two Lake City (S.C.) dealerships 
were robbed. of more than $1,000 
the same night. 

The loss at Hyman Motor Co. was 
estimated at $539, with Plowden 
Motor Co. losing $500 to $600. The 
two firms occupy adjoining build- 
ings. ; 

” * 


|Hardy Appoints Larsen 


General Manager 


Carey E. Hardy, head of the 


| Chrysler- Plymouth dealership in 
|the Monrovia (Calif.) area for the 
| past 23 years, has announced the 





Chevrolet for Williams— 


The former Gorden Warren location in 
Hollywood, Calif., has been taken over 
by Lew Williams (center), who has formed 
Lew Williams Chevrolet Co. With him are 
F. J. Bruder (left), general manager, and 
J. W. Steele, Chevrolet zone manager. 


appointment of David M. Larsen as 
general manager of the firm. 
Larsen who sold three new Chrys- 
lers on the day of his appointment, 
is a former partner in a tire and 
battery business and has been very 


active in civic, religious and fra-! sales for the dealership. 
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ternal affairs. He was born in Har- 
lan, Ia., and came to Monrovia in 
1920. 





* * * 


Rodgers Picks Chisholm 


Chet Rodgers, head of the Dodge- 
Plymouth dealership in San Pedro, 
Calif., has announced the appoint- 
ment of Bill Chisholm as sales 
manager. 

* * * 


Frost Names Patterson 


Art Frost, president’ of the 
DeSoto-Plymouth dealership in Cul- 
ver City, Calif.. has announced the 
appointment of R. H. Patterson as 


sales manager. 
* + * 


Rathke, Pettyjohn in Deal 


Carl Rathke and Frank Petty- 
john are partners in a new Stude- 
baker dealership in Bellflower, 
Calif. The two men were formerly 
partners in a dealership in Santa 
Ana, known as Pettyjohn-Bathke, 
Inc. 

* * + 


Monarch Names Spidle 


Robert L. Spidle has been named 
parts and service director of Mon- 
arch Buick Co., Inc., 1040 N. Meri- 
dian St., Indianapolis. He succeeds 
K. E. Highley, who took over fleet 
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New Road Program 
Seen as Sales Aid 


(Continued from Page 21) 


tionment of the funds available 
during 1955 and 1956 is effective as 
of July 1, 1954, and the states may 
let contracts and proceed with 
projects. The Federal portion of 
the cost of these will be financed 
by these newly apportioned funds. 

Weeks said the speedup in start- 
ing time will have a favorable im- 
pact on the national economy and 
added, “One immediate result will 

be the letting by the states in 
the next 90 days of approximately 
an additional $100 million worth 
of contracts over and above the 
amount of contracts that other- 
wise would be let. 

“As further planning and en- 
gineering is completed this year 
and contracts awarded for pro- 

curement and construction, there 
will be a steady increase in jobs, 
not only among highway workers 
but also among enterprises sup- 
plying road building equipment 
and highway and bridge ma- 
terials.” 

How much of this money will re- 
sult in purchases of new trucks 
is not, of course, known at this 
time, but it is certain that it is a 
source of heavy-duty sales that will 
be in addition to all other normal 
medium and heavy-duty truck 


needs. | 
* *” * 


E act authorizes a total of 
more than $1.9 billion for grants 

to states, with matching state 
money, and other Federal highway 
projects for the fiscal years be- 
ginning July 1, 1955 and 1956. It/| 
is the biggest two-year sum ever 
provided for Federal highway pro- 
grams. 
The $875 million will be distrib- 
uted as follows: Primary highway 
system, $315.5 million; secondary | 
system, $210 million; primary high- 
way system in urban areas, $175 


4 Heavy. Trucks 
Introduced by 


International 


CHICAGO. — Four new heavy- 
duty trucks, the International 220 | 
series, powered by a new high- | 
torque, valve-in-head, 201- horse- | 
power gasoline engine, have been 
introduced by International Har- 
vester Co., according to R. M. 
Buzard, sales manager. 

The trucks are the 220, 221, 222 
standard models and the 225 Road- 
liner. The new engine is the Royal 
Red Diamond 501, which delivers 
430-foot-pounds of torque at 1,200 
to 2,000 r.p.m. 

“These new models are built with 
extra power and less weight to de- 
liver high performance,” Buzard 
said. “Ranging in gross vehicle 
weight rating from 26,000 to 30,000 
pounds, 220 series trucks will handle 
bigger payloads with the least pos- 
sible time between points.” 

The Royal Red Diamond 501 en- 
gine is the newest and most power- 
ful of the 14 International-built 
gasoline and LPG motor truck en- 
gines. It delivers maximum horse- 
power of 201 at 3,000 r.p.m. Dis- | 
placement is 501 cubic inches. 

Engineering advances mark the | 
engine throughout. The carburetor 
is new and of four-barrel design. 
The block is precision-set, sleeve- 
less and made of a special alloy. 
The valves are sodium-cooled and 
stellite-faced. 








Trucker Is Constructing 
New Flint Terminal 


FLINT.—Geo. F. Alger Co., Mid- | 
west motor-carrier concer n, has | 
broken ground for a $75,000 ter- 
minal here. 

Situated on six acres of land near 
Alger’s present Flint terminal in an | 
industrial area of the city, the new | 
terminal will provide facilities for 
faster and better handling of steel | 
and general commodities,” company | 
officials said. 


million, and national system of 
highways, $175 million. 

A gratifying feature of the 
nearly $2 billion program is that 
Federal funds approximately 
equivalent to the revenue from 
Federal gasoline taxes will now 
be used entirely for the improve- 
ment and expansion of the Na- 
tion’s highways. 

This means that the big fund 
will be of immediate aid to the 
truck business in that it will pro- 
mote the more extensive use and 
purchase of trucks, not only for the 
actual building of the roads them- 
selves, but for the myriad hauling 
needs of the suppliers of all types 
of material and supplies that will 
be consumed in the program. It 
also will further expand, and mod- 


ernize more miles of roads that 








"Bank on Wheels’ for Mexico City— 


Herman Body Co., St. Louis, recently prepared three special bodies for the Banco 
Del Pequeno Comercio Del of Mexico City, which enable the bank to take complete 
modern banking facilities to the people of Mexico City and surrounding areas. The 
three bodies are mounted on standard Chevrolet forward control truck chassis, and 
are 15 feet long, 78 inches wide and 70 inches high. 








will enable more truck use in the| highways, a total of 234,675 miles. 
future. This is the general network of 
main highways of the Country. Its 
TH primary Federal aid system|most important highways com- 

consists of 216,793 miles of rural| prise the interstate system. This 
highways and 17, 882 miles of urban | system was designated in coopera- 


* * ba 





.»-and only Timken has it! 


We twist, bend, jounce and jerk them. Duplicate every possible 
operating condition. Then toss in some “‘torture-tricks” of our own. 


We smash truck 


in the new Timken-Detroit indoor proving ground 


it’s calculated destruction! But we 
know, and can tell you in advance, that 
a Timken-Detroit axle can take a mur- 
derous beating on the job. 

Our “Torture Chamber” is a multi- 
thousand acre proving ground capsuled 
into one room! In it our engineers can 
put 50 years of experience to work .. . 
for you . . . experience gained in build- 
ing axles for trucks, buses, trailers, farm 





machinery. Stock axles and gearing are 
subjected indoors to any outdoor op- 
erating condition—under scientific con- 
trol and analysis. 

The result? You enjoy longer axle life; 
less maintenance, repairs and down- 
time; lower operating costs, higher 
profits. Good reasons why Timken- 
Detroit axles are the choice of the lead- 
ing manufacturers and owners. 


How TDA proves 
axle quality in this 
“Torture Chamber” 


We take an axle out of stock 
... then run a test like twist- 
ing the axle shaft 14°, back- 
ward and forward — 36 times 


a minute, 24 hours a day, 
days on end. Or simulate a 
chuck hole shock every 4 sec- 
onds, 24 hours a day for 
months. Even “bend test” an 
axle housing for 1,000,000 
cycles. 





tion with the states as a result of 
legislation in 1921. 


The Federal aid system of sec- 
ondary, or farm-to-market, roads 
is 460,002 miles in extent. This 
system was authorized in 1944 to 
be selected by state highway de- 
partments in cooperation with 
county officials and the commis- 
sioner of public roads. It includes 
roads not a part of the primary 
Federal-aid system selected to 
best serve transportation needs 
of the rural population. 


The national system of inter- 
state highways was designated in 
1947 through cooperative action of 
the states and the Federal Govern- 
ment. It is limited by law to 40,000 
miles and includes the most im- 
portant highway routes of the 
Country. These routes are to be 
improved to high standards devel- 
oped in cooperation with the states, 
particularly for this system. This 
system inter-connects the largest 
cities and important producing and 
manufacturing areas. 





White Celebrates 


Jim White, Kokomo, Ind., has 
celebrated his first anniversary as 
a Chevrolet dealer, 








axles 





This is our ‘‘Torture Tester.’’ He gives. 
axles and gearing the works in the 
“Torture Chamber.” Above him are 
graphs showing speed and torque per- 
formance under any conceivable oper- 
ating condition. Soft ground... twisting } 
roads .. . long grades or fast highwiy 
speeds. With special dials, recorde:s, 
and electronic devices he actualy 
drives the axle with scientific precision 
—from his chair! 
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Displayed at the 1954 Michigan Master Plumbers Assn. convention in Detroit was 
a Dodge truck with special Morrison utility body to carry tools and supplies needed 
on plumbing jobs. Walter Hafke, president of the association, (standing left), ex- 
amines a tool and parts compartment, while A. Jerome Geisler (kneeling), secretary- 
treasurer, discusses labor-saving features with R. Gunthrope, vice-president, sitting 
in cab. Standing (from left) are Fred Porth, executive secretary; Jack Hanlon, sales 
manager of the Carry-All division of Morrison Steel Products, Inc.; E. H. Rice, director 
of national field operations of Dodge Trucks, and Leonard Marquis, president of 
Roadway Mounting & Equipment Co. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 





Truckin’... 





By Jack Weed 


(Continued from Page 21) 


service departments is because they 
don’t know where to begin, don’t 
know how to cut the mustard 
themselves and don’t have anyone 
to show them. 


Hassayampa water must have 
marvelous curative powers. When 
Sam Houston peddled small 
bottles of it to a few of us who 
went out to see the Harvester 
proving grounds in Arizona a few 
years back, he extolled its virtues 
to the high heavens. I took all 
of this with, not a grain, but a 
whole truck load of salt. 

But I guess now I'll have to ad- 
mit that, for Houston at least, it 
really must do wonders. Sam has 


just got back from his vacation, | 


where he spent some time on his 
cow land out in the Sunshine State, 
and he certainly looks like a re- 


Revel Incorporated 


Revel Chevrolet Co., 
Kans., has been incorporated. 





Sterling, 


juvenated man. He has a real 
sparkle to his eye. 


* * i 


Cool Convention 


Ts weather man was good to 
Johnny Hulse and his Truck- 
Trailer Manufacturers during their 
sixth annual midsummer meeting 
at the Edgewater Beach Hotel in 
Chicago. After a torrid 90-plus de- 
grees early in the week, a cold 
front came down from the north 
and brought the welcome coolness 
of Lake Michigan blowing through 
both convention and sleeping 
rooms. So for once I was in luck. 
Incidentally, before I get into 
talking about Johnny’s show this 
summer, I want to call the atten- 
tion of the Better Business Bu- 
reau to the false advertising be- 
ing done by the Edgewater Beach 
Hotel. They claim the hotel is on 
the lakeshore, but as a matter of 
fact they have been moving the 
hotel back from the shore steadily 








Now get more profitable truck performance 
than you ever dreamed possible! Specify... 


TIMKEN-DETROIT 2-SPEED AXLES 


because: 1. TDA two - speed 
double-reduction axles of Hypoid- 
Helical design provide both fast and 
slow ratios with two sets of ““Man-Size” 
spur gears of liberal capacity. This 
simple design eliminates small, com- 
plicated arrangements of parts. . . im- 


proves performance .. . increases 
engine and gear life . . . cuts mainte- 
nance and repairs . . . fewer service 
parts required. 


2. You get INSTANT, easy shifts .. . 
fast to slow — or slow to fast. 


3. TDA’s wider range of gear ratios 
... gives you combinations for any 
hauling requirement. For your present 


TRADE MARK (J REGISTERED 


“TORTURE-TESTED” 
to Save Money on the Job 


WORLD'S LARGEST MANUFACTURERS OF 
AXLES FOR TRUCKS, BUSES AND TRAILERS 


Plants at: 
Detroit, Michigan 
Oshkosh, Wisconsin + Utica, New York 
Ashtabula, Kenton and Newark, Ohio 
New Castle, Pennsylvania 





or new truck you can have a fast gear 
ratio for light loads everywhere — full 
loads on the level. Slow speed ratio for 
full loads on hills—for better pulling 
in “soft going.’ It adds up to more 
profit per load, increased engine life. 


4. Hypoid-Helical Gearing increases 
gear life... requires less maintenance. 
TDA two-speed axles give you a hy- 
poid gear set in the first reduction . . . 
pinion is bigger . . . more teeth in con- 
tact, less load area per tooth. Larger 
pinion bearings and stronger ring gear. 
Torque transmitting capacity is in- 
creased. Only TDA offers a family of 
7 basic axle capacities. Interchange- 
able single-speed single-reduction, 
single-speed double- reduction and 
two-speed double - reduction carriers. 


5. Only TDA has “Torsion-Flow” 
forged axle shafts. This process makes 
grain structure conform to profile of 
shaft. Stresses are uniformly distrib- 
uted throughout shaft—flange failures 


are practically non-existent. Exclusive 
heat-treating formula gives tough, 
hard outer surface graduated toward 
center of shaft . . . the ideal combina- 
tion of axle performance characteris- 
tics. Only TDA “Torsion-Flow” shafts 
are guaranteed for 100,000 miles or 
three years, whichever occurs first. 


6. Only TDA hot-forged steel axle 
housings prove in tests to be pound 
for pound the strongest, most rigid 
ever built. Actually deflect 20% less 
than conventional housings of same 
capacity. Rectangular TDA housing 
shape provides maximum strength, 
uniform stress distribution, with mini- 
mum weight. Ask about “Life of 
Vehicle” guarantee. 





SY 

FREE! Simple information card 
! explains how Timken-Detroit 
: Easy-Power Shift and Two- 
| Speed axle operates when 
! shifting axle only —or split 
; shifting, in 2 easy steps. 

t 


City 


Name 
Company 
Address 





Timken-Detroit Axle Division 

Rockwell Spring and Axle Company 

Detroit 32, Michigan 

Please send me the free information card mentioned 
at left, explaining how the Timken-Detroit Easy-Power 
Shift Two-Speed Axle operates. 
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for the past year or so until now 
it is a good two blocks away. 

The hotel people will no doubt 
claim that the City of Chicago has 
been filling in the land between 
them and the shore for a through- 
way to the north, but don’t let 
them fool you. 

Representatives from 81 trailer 
makers and their suppliers were on 
hand for this session, keeping up 
the unusually good attendance that 
has been the rule at these summer 
sessions ever since they were 
started. ; 

The trailer makers have been 
getting increasingly interested in 
becoming the fountainhead of some 
definite public relations movements 
of benefit to the trucking industry 
as a whole—and of course giving 
the trailer makers the benefit of 
being the fountainhead. 

During the first afternoon’s ses- 
sion, a panel discussion was held 
on the subject of “How Public Are 
Your Relations?” Your “Truckin’” 
commentator, together with Les 
Allman, of Allman Co.; Rufe Jones, 
of Trailmobile; E. J. Lucas, of 
Kingham Trailer, and Bart Raw- 
son of Commercial Car Journal, 


were panel members. 
* * * 


What's Needed 


A§ USUAL when a group of man- 
ufacturers with little profes- 
sional public relations experience 
gets to discussing that subject, 
there was some confusion in separ- 
ating public relations, publicity and 
advertising, but in the main the 
panel and the speakers from the 
floor knew what was wanted and 
what was needed. 

Some very interesting things were 
proposed, and most of them not 
only sounded as if they had con- 
siderable merit but would be well 
within the reach of the budget of 
a limited association such as TTMA. 
Everyone agreed that better public 
relations for trucks and trailers 
was badly needed and that the 
sooner a start could be made, in 
view of the early apportionment of 
Federal aid funds, the better. Most 
everyone was conscious of the 
threat of more “sock-the-trucks” 
type of taxation by the states to 
garner the matching funds each 
state must provide. 

One idea in particular that 
seemed to have a great deal of 
| merit was based on TTMA’s be- 

ing the agency to call a “round- 
house” meeting soon of all asso- 
ciations interested in truck trans- 
portation with the aim of form- 
ing a cooperative, all-industry 
public relations drive. 

Another proposed that TTMA’s 
home office in Washington provide 
scripts for the smaller radio sta- 
tions carrying quotes from national 
leaders on the hot news subjects of 
the week as they applied to trans- 
portation subjects. 

One suggestion explored the pos- 
sibility of producing a manual of 
the truck-trailer industry which 
not only would cover all the exist- 
ing types of trailers but go deeply 
into the economical and efficient 
use of this vehicle in each of the 
vocational fields where trailers 
have proven successful. 

This sort of a manual is badly 
needed, in my opinion, as far too 
few haulers and truck salesmen 
are well enough acquainted with 
the adaptability of trailers to more 
or less common hauling problems. 
I know, for I was on the trailer 
firing line myself for a few years. 


Wheels of Destiny 


Film Shows Truck’s Role 


In Family’s Life 


DETROIT.— A new motion pic- 
ture, “Mr. O’FitYNN’s Firry Mion 
| WHEELS,” was presented last week 
| by the Automobile Manufacturers 
| Assn. in a preview for press and 
trucking industry representatives. 
| The film tells a story about trucks 
| and the part they play in the des- 

tiny of one American family. 

| E. J. Bush, president of Diamond 
T Motor Car Co. and chairman of 
| the AMA Motor Truck Committee, 
| presided at the preview. The film 
was introduced by Dale Cox, public 
relations director of International 
Harvester Co. and chairman of the 
AMA Motor Truck Public Relations 
Committee. 

AMA also announced the publi- 
cation of a new booklet, “Wuat Do 
You Know Asout Trucks?” which 
| sums up facts about trucks and the 
work they do. Copies are available 
without charge. 
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Studebaker Gets Safety Award— 


(right), state director of traffic safety, and Capt. Paul Beaverforden (left), director of 
safety education for the Indiana State Police, present the citation to C. K. Whittaker, 
executive vice-president of Studebaker. The company has worked closely with the Gov- 
ernor’s Traffic Safety Committee on highway and automotive engineering problems, 





programs. 





Highways & Safety ... 
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Energized Seats Bid 


By Gerhardt Neumann 


Staff Writer 


WO inventors from the Buffalo 
area have come up with a new 
idea to protect car passengers 
through “ener- 
gized” seats. 
Peter Krous, 
an auto body 
repairman of 
Cheekto- 
waga, and Roger 
R. Racine, a 
salesman of 
Hamburg, N. Y., 





aS 


A citation from the State of Indiana for “exceptional public service in contributing | have patented a device which they 
to the prevention of traffic accidents” has been presented to Studebaker J. L. Lingo| say will make any car safer for 


about $50. 


The idea is to energize car seats 
in an upward scooping fashion at 


and made available a fleet of specially equipped cars for use in safety education sharp impacts or sudden stops so 


passengers will not be thrown 


if For Better Protection 


| against dashboards, windshields or 


steering wheels. 

According to Krous, who has 
been repairing wrecked cars for 
18 years, many safety engineers 
believe that riding backward is 
the answer to greater safety. 

“Our system,” he says, “achieves 
the same result while permitting 
passengers to ride facing the front. 
And of course it’s much better 
than belts.” 

Car seats are attached under- 
neath to a scissor-like assembly. 
When the assembly is closed the 
seat is down. When it is forced 
open, the seats tilt so that the feet 
rise and the back and head are 
lowered, thus changing the passen- 
ger’s center of gravity. 

The assembly works from a hy- 
draulic piston which is set in mo- 












































































































1. The tough customer expects top perform- 
ance from his car... 




















2. And if he doesn’t get it, you can be sure 


he’ll be fighting mad! 






























































3. But if you want him to be a real pal . 
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“Ethyl” gasoline. ) 


4. Quietly explain that with “Ethyl” gasoline 
he’ll get full power from his car. (Of 
course, the timing should be set for 





safety campaign, 


tion when a knob mounted on the 
front of the car is hit sharply. 
Besides the hydraulic energy, the 
seat is hinged to the car body so 
that sudden stops utilize the force 
of inertia, producing the scoop. 


* * + 


U. S. Drivers Lauded 


rE, EUROPEAN eyes, American 
drivers are pretty well disci- 
plined, according to traffic engi- 
neers and police officials of a 
dozen European countries. 

In an interview with officials 
of the American Automobile Assn. 
they described U. S. drivers as 
patient in comparison with Eu- 
ropean motorists, adding that 
they admired them for their skill 
in handling big cars. 

On the other hand, they found 
that American drivers have to pay 
too much attention to a never-end- 
ing maze of traffic signals, signs 
and regulations. 

In France, they explained, driv- 
ers are more on their own and 
adjust their driving to road condi- 
tions, not rigid rules. 

. * * 


Old Cars on the Roads 


| F gpainco statistics show that ap- 
proximately 1 million fugitives 
from automobile graveyards are 
running loose on the nation’s high- 
ways. 

Of the nation’s 44 million cars, 
about 4.5 million are 15 years old 
or older. Almost 900,000 are 19 
years or older, although some of 
these ancient models have been 
well preserved and cannot be clas- 
sified as traffic hazards. 

According to the Automobile 
Manufacturers Assn., the average 
car junked in 1951—the latest 
year, for which figures are avail- 
able—was 14 years old and had 
traveled 121,000 miles. 

AAA surveys reveal that about 
half of all old’ cars on the road 
have some mechanical defect, al- 
though only 10 percent of the fatal 
accidents can be attributed to me- 
chanical failures. 

Fifteen states and the District 
of Columbia have tried to legislate 
junkers off the road by requiring 
compulsory periodic inspection. 

In Pennsylvania, for instance, 
489,684 unfit vehicles were removed 
from the highways during the 
period 1943-53. 

But the problem continues to be 
a challenge for all individuals and 
organizations interested in hig h- 
way safety. 


Mentally Ill Lose 


Illinois Licenses 


Persons entering State mental 
institutions automatically will lose 
their Illinois driver’s licenses under 
a system being worked out by two 
State agencies. 


Patients discharged as cured will 
be able to win restoration of driv- 
ing privileges, assuming they meet 
the general qualifications required 
by law. 


The agencies involved are the 
State Welfare Department, which 
runs State hospitals, and the Sec- 
retary of State’s office, which ad- 
ministers driver controls. 


Under the new setup, already in 
partial operation, driver’s licenses 
of 453 persons committed to men- 
tal hospitals had been revoked 
through June 30. 


Licenses of more than 100 addi- 
tional persons who voluntarily en- 
tered hospitals for treatment also 
have been revoked. 





Safety Stimulant— 


Yarmouth (Mass.) police, as part of a 
serve free coffee to 


tired motorists at any hour of the day 
or night.—United Press photo. 
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By L. M. Peppercorn 
Special Correspondent 
IO DE JANEIRO. — (UTPS) — | 
The Brazilian Government has 
formed a committee to promote the | 
automotive industry. 

Called the Executive Committee 
of the Industry of Automotive Ma- 
terial, the eight-member group will 
seek to develop auto factories, re- 
view custom tariffs, create markets, 
verify production costs and organ- 
ize exhibitions. 

The importance of this commit- 
tee should not be overlooked since 
it succeeds the subcommittee on 
jeeps, tractors, trucks and auto- 
mobiles, which prepared pro ‘ects 
for approval by the Committee of 
Industrial Development. 

Whereas the subcommittee acted 
purely in a consulting capacity, the 
newly created group has autono- 
mous power with the advantage 
that the red-tape, especially the ex- 
amination and approval of would- 
be industries in the automotive field, 
is greatly reduced. Also, the influ- 
ence of this committee in important 
sectors of the automotive industry 
will be greatly felt. A reliable 
source says this committee will give 
direct assistance to other govern- 
ment organs in the auto field, fis- 
calize the so-called “industrial 


Used-Car Notes 





| 











MIAMI, Fla.—“Speak the language 
of your customers,” H. E. Shulen- 
berger, an insurance man, has told 
the used-car dealers’ association. 


Schulenberger was the first of a) 
series of speakers who will address | 
the association under the program 
of salesmanship education which | 
has been mapped by President John | 
Grentner. 

“To sell that product,” Shulen- 
berger said, “you’ve got to get 
either down or up to the level of 
your customer. 

“For the man, the performance 
may count most. For the woman, | 
the color scheme and the interior 
finish. So size up your customer, 
and talk to him in the language he 
can understand. 

“Unless he is an engineer, a lot 
of technical double-talk may only 
confuse him. As for the woman, she | 
may not know anything about shock 
absorbers or care less, but she’ll be 
interested in knowing the car rides 
well. 

“More sales are lost by talking 
over the heads of a prospective 
buyer than any other way.” | 

Shulenberger also gave this literal | 
application of talking the language | 
of a customer: 

“More and more Latin-Americans 
are coming into Miami. They’re 
loaded with dough and anxious to 
buy. How much easier would it be 
to do business with that man in} 
Spanish, his own language?” 

Grentner cautioned dealers to 
watch their inventories. He said, 
‘Tll give anybody here all the 
money I’ve made on ’53 and ’54 
models. For my part, I’m not going 
to buy anything from the new-car 
dealers just to make a deal.” 

* oa * 


Sullivan Takes Over 


SALINA, Kans.—George L. Sulli- 
van has purchased the interest of 
his partner, Jerry Porter, in George 
and Jerry’s Used Cars. The lot is 
located at = North Santa Fe Rd. 

* 


Rogers ‘Disbarred’ 


CHARLESTON, W.Va. — Last 
year, E. P. Rogers was introduced 
in Kanawha County Intermediate 
Court as a Richmond (Va.) lawyer | 
and impressed observers with his | 
ability as a trial lawyer. Now it is| 
learned here that Rogers is a Rich- | 
mond used-car dealer, and not a 
member of the bar at all. 

* * * 











Motor Row Closes | 
PITTSBURGH.—Motor Row, Inc., 
used-car firm, 1813 W. Liberty Ave., 
is being liquidated. Manager J. E. 
Dugan has joined Miller Chevrolet 
Co., Pittsburgh, as assistant ened | 
car manager. 





Auto News from Brazil 


Government Forms Group to Promote Industry; 
Two Truck-Output Loans Granted 


plan,” and have a certain control 
on the automotive industry in gen- 


eral. 
* * * 


Truck-Loans Granted 


bacon Economic Development Bank 
has granted two loans to Fabrica 
Nacional de Motores (National Mo- 
tor Factory) to help increase the 
production of trucks in Brazil. The 
interest rate of the loans is 7 per- 
cent, and they will be amortized in 
nine years. 


The first loan, for $6.5 million, 
will finance the importation of 
Italian machinery which, it is 
claimed, will help nationalize 70 
percent of the truck and trailer 
industry. 

The second loan is for $108,814,- 
000, to be used to finance the heavy- 
truck production program in 1954. 
Current rate of exchange is $18.82 
Brazilian to one U.S. dollar. 

A loan of 49 million cruzeiros to 


the Fabrica Nacional de Vagoes | 








igs 


3,551 of 8,509 Vehicles 
Fail Little Rock Check 


LITTLE Ark.—During 
Safety Check Week in Little 
Rock, 3,551 of the 8,509 cars and 
trucks inspected failed to pass 
due to one or more unsafe con- 
ditions uncovered in the 12-point 

| voluntary check. 
Each person who had a vehicle 
| inspected, whether it passed or 
not, received a card. At the end 
of the campaign, a drawing was 
held and a $100 U.S. Savings 
Bond was awarded to the holder 
of the lucky card. 





S.A. to commence the manufacture 
of truck chassis has been approved 
by the Bank of Economic Develop- 
| ment. 
Security for the loans is princi- 
| pally a 10- million - square - meter 
farm. 
a + aa 
|To Aid Imports 
HE Committee of Industrial De- 
velopment has approved the fol- 
lowing measures to assist in the 
| importation of trucks: 
1. Establishment of a fiscal and 





customs organization. 

2. Establishment of an Executive 
Committee of the Industry of Auto- 
motive Material, which now is a 
reality. 


8. Various other measures 


are manufactured in Brazil. 


It is expected that these omis- 
sions will amount to 20 percent of 
the trucks’ weight this year, 35 per- 
cent in 1955, 50 percent in 1956 and 
at least 65 percent in 1957. A truck 
is considered “domestically manu- 
factured” if 65 percent of its weight 
is made in Brazil. 

A company, Industria e Com- 
mercio Auto Union S.A., has been 
set up for the purpose of assem- 
bling German DKW autos in Brazil. 
The sale of the assembled cars will 
be handled by Vemag S.A. Vemag 
also is the Brazilian representative 
of Studebaker. 


Miller Chevrolet Expands 

Miller Chevrolet Co., 2642 West 
Liberty Ave., Pittsburgh, is using 
the lot next to its building for the 
display of used trucks. Used-car 
manager is W. B. McDermott. 
Sales manager is C. T. MacDonald. 
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Big Profit‘Making Opportunity 


Statistics show that more than 37,000,000 of the 


automobiles in 


use today are more than three 


years old. A large percentage of these cars badly 
need CARTER RE-CARBURETION —to make the most 
of the power-packed fuels available today... to 
deliver the performance owners expect. 


*Get full details from your Carter supplier . . . today! 


Stock and Sell 


CARTER 


@ CARBURETERS 





There’s good profit in every installation of a factory 
tested Carter carburetor — and the service market is 
almost unlimited. You'll make loyal friends of your 
customers, too. Like millions of other motorists, they've 
seen Carter's convincing story in hard-hitting national 


magazine advertisements. 





CARTER CARBURETOR CORPORATION :- St. Louis 7, Mo. * Division of American Car and Foundry Company 


BEARING HANGER—This two-speed unit 
is said to increase the versatility of power 
takeoffs for truck-mounted special equip- 
ment. A power takeoff with one speed 
forward plus the bearing hanger provides 
two-speed reversed drive rotation, while 
a takeoff with two speeds forward plus 
the bearing hanger provides four-speed 
reversed drive rotation. Gar Wood In- 


dustries, Wayne, Mich. 
2.» 


TRUCK GUIDE—The sixth edition of 
Chek - Chart's “Approved Lubrication for 
Trucks with Bus and Coach Recommenda- 
tions” features a larger page size than 
earlier editions. It also incorporates the 
“Work-Saver" chart format on all dia- 
gram chart pages. Chek-Chart Corp., 33 E. 
Congress Parkway, Chicago 5, Ul. 


PAINT HEATER—Model DH 125 for hot 
spraying weighs less than eight pounds 
and is only three inches in diameter and 
11 inches long. Removal of one bolt 
frees the entire paint track for clean- 
ing or color change. Elimination of gaskets 
disposes of leakage problems. Dualheet, 


Inc., 3350 W. 137th St., Cleveland 11, O. 
os 


REPLACEMENT MUFFLERS—The ATI truck 
and bus muffler line includes the Power 
Guard, Sound Sentry and a special diesel 
muffler. They are described as heavy-duty, 
steel mufflers which reduce noise while in- 
creasing engine performance and econ- 
omy. Alexander-Tagg Industries, Inc., Hat- 
boro, Pa. 

o a * 
Rust Remover Requires 
Only Dip and Rinse 

A nonacid rust-removing material 

that simultaneously strips paint, 
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NEW PRODUCTS 


rust and primer from ferrous metal 
surfaces has been developed by 
Turco Products, Inc., 6135 S. Cen- 
tral Ave., Los Angeles 1, Calif. 

Called Rustgon, the liquid alka- 
line material requires only two 
steps—a dip and a pressure rinse. 
Rustgon, says Turco, contains no 
cyanide compounds. 


SERVICE JACK—Model 40 is described 
as a four-ton wheeled-type hydraulic unit 
which combines power with light weight. 
According to the maker, it provides al- 
most 50 percent more power per pound 
of weight than any other four-ton jack. 
lt is built with a full pivoting ram, and 
its lifting range is from a 4%-inch low 
to 24 inches, says Milwaukee Hydraulic 
Products Corp., 800 S. 108th St., Mil- 
waukee 14, Wis. 


OR, ee 


a 


TRUCK HOIST—The A-50 medium and 
A-60 heavy-duty Strong Arm hoists are 
integrally welded with a tubular torque 
tube to provide equal lift with both arms. 
Model A-60 is equipped with bushings 
at pivot points to reduce friction and 
wear, according to Gar Wood Industries, 
Wayne, Mich. 


CONTRACTOR'S BODIES—A new line of 
dump bodies includes Series LD and WD 
for rugged duty (12 to 17 feet); Series 
CD for all purposes (10 to 12 feet); Series 
D standard (eight to 10 feet), and Series 
PL steel platform bodies for 60, 72, 84, 
and 102-inch cab-to-axle trucks. Hercules 
Steel Products Corp., Galion, O. 


DANGER WARNING — The Flash-O- 
Danger, when turned on, causes the park- 
ing and stoplights to flash on and off 
to warn approaching motorists of a dis- 
abled condition. There are two models 
for six-volt batteries and two models for 
12-volt batteries. Comfort Products Co., 
840 N. Broadway, Escondido, Calif. 

os 


TRUCK HORN—The 3-D Booster Horn 
gives a penetrating, far-reaching signal. 
lt is said to be installed in minutes on 
most trucks. Sparton automotive division of 
Sparks-Withington Co., Jackson, Mich. 


AUXILIARY SPRING—The Xtraloader is 
an overload helper spring for pickup 
trucks and cars. It features a double 
spring which has four-point suspension, 
resulting in a more effective stabilization 
of up to 1,500 pounds extra load, it is 
claimed. The spring is available for 1954 
Chevrolet and GMC, and 1953-54 Ford 
half-ton trucks. Moog Industries, Inc., 6650 
Easton Ave., St. Louis, Mo. 


POWER MANIFOLD—The V-8 Ford and 
Mercury dual-purpose intake manifold is 
designed for either two or three stock- 
Ford carburetors. The manifold can be 
converted from dual to triple carburetors 
by removal of the furnished carburetor 
pad cover. Offenhauser Equipment Corp., 
5054 Alhambra Ave., Los Angeles 32, 
Calif. 


JET MANIFOLD — Designed for 1954 
Mercurys, this device is said to operate 
as an efficient dual in normal driving. 
For high speeds the switchover to smooth 
quad is automatic. The manifold works 
with automatic or standard transmissions 
as well as with a stock distributor and 
automatic choke. Edelbrock Equipment Co., 
4921 W. Jefferson Bivd., Los Angeles 16, 


CAR REFRIGERATOR — The Refrigerette 
operates off the car's air-conditioning sys- 
tem and can be installed in any car so 
equipped. It has a capacity of 960 cubic 
inches and can hold 18 bottled drinks, two 
dozen 12-ounce cans, or an equivalent 
amount of food. It can be installed be- 
low the instrument panel, behind the front 
seat or in the trunk. A. R. A. Mfg. Co., 
1041 Foch St., Fort Worth, Tex. 

‘8. 3% 


Premco Products Making 
Self-Leveling Points 


After six months of road testing, 
a new type of self-leveling points, 
which are said to provide positive 
ignition distribution, are being pro- 
duced by Premco Products Co., 
Nashua, N. H. 

The manufacturer says that the 


points have self-leveling cap con- 
tacting ball bearings which always 
adjust to a level, three-point con- 
tact for maximum efficiency. Prem- 
co claims that this design provides 
cooler operation, three to five times 
longer life and positive contact. 
* & * 


# 


SANDER-POLISHER—Model 303 weighs 
2% pounds and operates on a small mo- 
tor which is said to deliver 14,400 strokes 
per minute. Throw is approximately one- 
eighth inch under load, working area 
133%4 square inches, according to Wen 
Products, Inc., 5808 Northwest Highway, 
Chicago 31. lil. 


STARTING AlD—The Start-Eez precision 
primer is said to eliminate cold-weather 
starting problems. It is operated by a 
dash control which actuates the primer. 
The latter injects into the intake manifold 
a charge of vaporized fuel which ignites 
when the starter is touched. Tanra Mfg. 
Co., Inc., 420-22 Alden St., Orange, N. J. 

* 7 


TRUCK GRILLE GUARD—This guard is 
for tilt-cab trucks where the grille is flush 
with the bumper. Guide brackets permit 
synchronized movement of cab and grille. 
Bustin Steel Products, Inc., Dover, N. J. 


a 


VACUUM CLEANER—The Air-Sweep at- 
taches to regular air hoses, reverses the 
air flow and creates a suction strong 
enough to clean cigaret butts and ashes 
out of the car ash tray without removing 
the tray. The cleaner weighs only five 
pounds. Knitter Co., 1637 S. Broadway, 
Denver, Colo. 


AIR SUSPENSION—Fitted above the 
axles of a Pacific Intermountain Express 
trailer, the Air Spring is engineered to 
give a soft, cushioned ride. Its air pres- 
sure is automatically controlled, providing 
a smooth ride whether the trailer is empty 
or loaded, according to General Tire & 


Rubber Co., Akron 9, O. 
* * ® 


CAR POLISH—The Super Sheen liquid 
cleaner is sprayed on a clean surface 
and wiped off with a soft cloth. It is rec- 
ommended for dull finishes or older cars. 
It also is available in a plastic container. 
Super Sheen Products, P.O. Box 627, 


Lansing, Mich. 
a 


SPARK PLUGS—The Avalanche SG-Series 
is said to employ a new surface-gap 
principle. The plugs are said to operate 
in all heat ranges because they can 
neither short nor pre-ignite. They maintain 
spark-gap clearances without need of re- 
setting and operates at greatly reduced 
voltages, according to U. S. Igniter Corp., 
2636 N. Hutchinson St., Philadelphia 33, 
Pa. 


BRITISH HEATER—The K-L 360 heater- 
defroster is said to be so situated that 
it gives an even distribution of hot air 
throughout the car, and its installation 
also allows room for a radio. It is de- 
vised for the MG. Key Leather Co., Ltd., 


5 Urswick Rd., London, E.9. 
* + 


SUPERCHARGER—This_ three-lobe, two- 
rotor device is designed for use on small 
stock and sports cars with engines up to 
125-inch displacement. It runs on pre- 
lubricated ball bearings and weighs about 
18 pounds. The kit includes a crankshaft 
drive pulley, V-belts, aluminum intake 
manifold and fastenings. Progressive En- 
gine Products Co., Inc., 647 W. South St., 
Akron 7, O. 











oo how many of those 
boys and girls in our pseudo- 
scientific study group can tell us 
what now commonly used metal 
was distinguished by a pedestal 
on the pinnacle of the Washington 
Monument when that metal came 
into use about 70 years ago? 


Not gold ... that’s heavy. Not 
silver . .. that’s easily tarnished 
by the weather. It was aluminum 
(or aluminium, as the word is pro- 
nounced and spelled outside the 
United States and Canada). It was 
a plain pyramid of aluminum, about 
nine inches high and 5% inches 
square, weighed 100 ounces, and 
at that time would have been 
worth well over $100. 


The other day in Paris, scien- 
tists, industrialists and metal- 
lurgists of France, the United 
States and other countries gath- 
ered to celebrate the work of a | 
little-known man whose indefati- | 
gable labors, a century ago, made 
possible the production of alumi- 
num. When Henri Saint-Claire 
Deville undertook to find a prac- 
tical method of making aluminum, 
the metal was known only to a | 
few scientists who had produced 
only minute quantities, and it | 
was valued at more than $500 | 
a pound. Saint-Claire Deville was | 
a dean at the University of 
Besancon, and by 1854 had | 
enough of the “makins’” together | 
so that he could exhibit a bar | 
of aluminum at the Paris World’s | 
Fair the following year where | 
it was labeled “silver from clay.” | 

* + + } 


Aluminum Rattle 


THE first useful object he fash- | 

ioned from it was an engraved 
baby rattle, made to delight the 
infant son of Napoleon III, as well 
as to impress the world the light- 
ness of the metal and the ease 
with which it could be engraved. 
After that Saint-Claire Deville | 
struck a medal honoring Friedrich 
Wohler, a German pioneer in alu- 
minum research. A student of Wob- | 
ler, named Frismuth, was the man 
who suggested that the Washing- | 
ton Monument be capped with a} 
pyramid of aluminum. That event | 
took place just before Christmas | 
in 1884. 


The crowning achievement in 
the mass production of aluminum 
took place two years later when 
Charles Martin Hall, of Oberlin, 
O., experimenting in his father’s 
barn, and Paul Heroult, in Paris, 








Government Plans | 
Standby Controls 
For 3 Metals | 


WASHINGTON.—A standby con- 
trol order for steel, copper and 
aluminum is being prepared by 
the Office of Defense Mobilization 
and the Business Defense Services 
Administration. 


In the event of an emergency, 
the order could be put into effect 
immediately by the President. 


The proposed order would con- 
trol the production of all non- 
rated end-items. Thus, there would 
be no need for individual product- 
control orders. 


The standby control order will 
be based on industry consumption 
of the usually controlled materials 
for the base year ending June 30, 
1954, and once in effct would con- 
tinue for 90 days. At the beginning 
of the emergency period manufac- 
turers of Class B, non-rated end- 
items would be allowed to use con- 
trolled materials as during the 
period of the base year. 


Individual companies which may 
have had unusual reverses during 
the base year ending June 30, 
1954, and whose consumption of 
critical materials is not properly 
reflected in the base year, may 
obtain speedy adjustment from 
EDSA, it was said. 








AUTOMOTIVE NEWS, AUGUST 2, 1954 





simultaneously but quite inde- 
pendently, each found the secret 
of producing aluminum by a 
cheap and simple process. 


Both, at the age of 22, had dis- 
covered that a combination of 
alumina ore, cryolite bath, carbon 
crucible and a current of electri- 
city produced commercial alumi- 
num. Then, despite patent con- 
flicts in some countries, while both 
became wealthy, coincidence fol- 
lowed them to the end when both 
died in the same year at the age 
of 51. 

The Centenary of the Industrial 
Production of Aluminum, as the 
event in Paris was officially de- 
signated, was more than an inter- 
national congress of technicians. It 
was under the high patronage of 
the president of France and formal 
greetings were sent by President 
Eisenhower and Secretary of State 
John Foster Dulles. Meetings were 
held at the Sorbonne and profes- 
sional papers were presented by 
leading American manufacturers, 
while the representatives of various 
countries had an opportunity to 
visit important plants in Paris 
and environs, 

Aluminum, in its basic elements, 
has been used by man since the 








Pollock Promotion Attracts 7,500— 


A two-day newspaper and television promotion by Irv Pollock, Inc. (Lincoln- 
Mercury), Toledo, brought more than 7,500 persons to the showroom. The TV show 
was broadcast from the service department. 











half-century the world has found | industry. It seems to me I first saw 
innumerable uses for it. or heard of the aluminum rims on 
ea ae the custom cars at the swanky 

Early Auto Use style shows in New York. 
P=: Perhaps I am not too young It was years before any manu- 
(er too old) to remember its|facturer displayed a car with an 


dawn of history. Within the past |initial advent in the automobile| aluminum body. Jordan was cer- 


HIGHWAY TRANSPORT has a great new 
power and payload standard. It’s the White Mustang... with more 
economical power than ever, higher compression ratio, more efficient 


combustion, and new weight savings. 

This great new line of White Mustangs has a way of making 
friends and keeping them. The Mighty Mustangs not only pack plenty 
of power, they save 10% and more on fuel, mile after mile! 

New White Engines are now available in White Payload Tractors 
—in from 130 to 200 horsepower models. More power per pound 
in every Mighty Mustang! Now featured in the complete line of 
Whites ... and for your replacement engine requirements. for 

Get facts about the Mustang from your White Representative today, 


THE WHITE MOTOR COMPANY ©@ Cleveland 1, Ohio 
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tainly among the first to build 
anything like a volume of cars 
with aluminum bodies. The bodies 
were built by Freitas, then in 
charge of the Buffalo plant of 
Aluminum Co. of America, Of 
course, they appeared on some of 
the custom cars, which were pro- 
duced in very small quantity. 

I think it was about 1923 when 
we started to hear about alumi- 
num pistons. I recall that the 
head of the American Aluminum 
plant in Cleveland gave me a 
hot selling talk about building 
an all-aluminum car, About that 
time the use of all-steel bodies, 
produced by Edward G. Budd, 
were in vogue in the factories 
and could be had for much less 
money. 

In subsequent years this writer 
was close to the rise of aluminum 
furniture, built by the General 
Fireproofing Co. for office use, and 
by Warren McArthur to enhance 
the light weight of the seating 
equipment in most of the combat 
and transport planes used in World 
War II. 








New Building for Warren 

Warren Bros. (Buick), Millen, 
Ga., has announced plans to erect 
a new building. 
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Auto Personnel 


Two promotions within the Ford 
division’s New Orleans sales dis- 
trict have been announced by J. M. 
Murphy, district manager. 

W. H. Lawton, formerly car sales 
department manager, has been 
named general field manager. R. N. 
Diley, previously -a field manager, 
has been appointed car sales de- 
partment manager. 

* aa * 


Resolute Promotes 2 


Appointment of Kenneth H. 
Field as treasurer, George W. Sal- 
zer as assistant secretary, and Mor- 
ton Laxer as comptroller of Reso- 
lute Insurance Co., Hartford, Conn., 
has been announced by Jack E. 
Baldwin, vice-president. Field has 
been assistant secretary since 1952, 
Salzer has been advertising man- 
ager since 1950, while Laxer is a 
newcomer to the firm. 

* * * 


Johns-Manville Picks Olek 


To Service Auto Accounts 


Nicholas Olek has been appointed 
Johns-Manville friction materials 
sales representative in the Chicago- 
midwest area, according to A. J. 


Dinsmore Honored— 


A 40-year service pin is presented in 
Akron to Dr. R. P. Dinsmore (right), re- 
search vice-president of Goodyear Tire & 
Rubber Co., by P. W. Litchfield, board 
chairman. Dinsmore, who has held his 
present position'’-since 1943 and who 
joined Goodyear in 1914, received the 
Colwyn gold medal in London in 1947 for 
his work in synthetic-rubber research. 


Bette, manager of the Johns-Man- 
ville friction materials department. 

Olek, formerly of Cleveland, will 
concentrate on serving Johns-Man- 
ville’s automotive equipment man- 
ufacturing customers. Prior to join- 
ing Johns-Manville, Olek had been 
associated with Timken - Detroit 
Axle Co., Metallic Friction Material 
Co. and Accurate Machine Tool 
Co. 

* om * 

Ford Promotes 4 Executives 


In Fargo (N. D.) District 


Otto G. Lundstrom, recently 
named sales manager of Ford’s 
Fargo (N.D.) district, has an- 
nounced the promotion of four dis- 
trict executives. 

Roger C. Williams, former gen- 
eral field manager, has been named 
assistant district sales manager; P. 
B. Bergeson has been named gen- 
eral field manager, and T. R. Hunt- 
er has been named business man- 
ager, the post Bergeson formerly 
held. L. E. Fercho succeeds Hunter 
as new-car sales maanger. 

* * * 


Bendix Promotes Two 


To Staff Assistants 


Appointment of M. E. Hickman 
as staff assistant has been an- 
nounced by T. A. Kreuser, automo- 
tive service sales manager of Ben- 
dix Products, South Bend. Hickman 
formerly was western district man- 
ager and will be succeeded in this 
post by R. F. Bannister, formerly 
zone manager. 

Also named staff assistant was 
K. A. Lord, former northeastern 
district manager, who will be suc- 
ceeded by R. C. Allen, former New 


York zone manager. 
* * * 


3 Sales Representatives 
Appointed by Pratt 


Appointment of three new sales 
representatives for Pratt Indus- 
tries, Inc., Chicago, has been an- 
nounced by J. F. Flanagan, direc- 
tor of sales. 

D. C. Wilkinson will represent 
Pratt in Oklahoma, Arkansas, Lou- 
isiana and Texas. W. E. Lahr Co., 
Minneapolis, has been named to 
cover Minnesota, North Dakota, 
South Dakota, and parts of Wis- 
consin. Michigan and Ohio have 
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been assigned to E. L. Barrett & 
Co., Hastings, Mich. 


Tide Water Promotes 2 
To Senior Vice-Presidents 


_AUGUST 2, 1954 





Lioyd F. Bayer and Fero Williams | * 


have been appointed senior vice- 
presidents of Tide Water Asso- 
ciated Oil Co., according to D. T. 
Staples, president. 

Bayer has been with Tide Water 
since 1916 and for several years 
has served as vice-president of the 
western division. Williams was 
elected to the board in 1952, and 
since 1953, has been controller. 

+ * + 


Call Heads Borroughs 


Appointment of Tracy Call as 
general manager of Borroughs 
Mfg. Co., Kalamazoo, Mich., has 
been announced by Douglas F. 
Roby, president of American 
Metal Products Co., Detroit, Bor- 
roughs’ parent firm. Call formerly 
was controller of Borroughs. 

+ + + 


Gredag Elects Ewart 


William Ewart has been elected 
vice-president of Gredag, Inc., Ni- 
agara Falls, N. Y. Howard A. Ache- 
son was elected president. Gredag 
is a subsidiary of Acheson Indus- 


tries, Inc. 
* * * 


Herbrand Names Geer 


Howard Geer has been appointed 
product and research analyst of 
tool development for the Herbrand 
tools division of Bingham - Her- 
brand Corp., Fremont, O. 

* * * 


Bendix Radio Puts Jones 
In Newly Created Post 


Lawrence W. Jones, formerly 
manager of sales administration, 
has been named automotive prod- 
ucts manager of the radio com- 
munications division of Bendix 
Aviation Corp., a newly created 
position, according to W. E. 
Cleaves, general sales manager. 

Jones will direct the division’s 
auto-radio administrative and serv- 
ice efforts to handle increased ac- 
tivity in this field. Jones joined 
Bendix in 1939. 

* 


x * 


Borg-Warner Names Head 


Of Business Development 
Appointment of Philip W. Scott 
as director of business develop- 
ment of Borg-Warner Corp. has 
been announced. 
The position is a newly created 
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Model Si-12 Panel 


Hot and Cold— 


Model Reggie Dombeck’'s half-and-half 
outfit, consisting of a ski and a swim 
suit, symbolizes, according to Nash public 
relations men, the Nash All-Weather Eye 
combined air-conditioning and heating sys- 
fem, which is operated by a one-knob 
control on the dash panel. 





one on the company’s central office 
staff in Chicago and is directed to 
the planning and development of 
business diversification. In his new 
post Scott will be a member of 
the Research Policy and Planning 
Committee. 


od * * 
C.L.T. Appoints McKeen 


Head of Boston Office 


Frank B. McKeen has been 
named an assistant vice-president 
of Universal C.1.T. Credit Corp., 
and placed in charge of the Bos- 
ton office. 


McKeen succeeds Charles R. 
O’Donnell, who has been promoted 
to regional sales manager, with 
headquarters in the New York 
home office, Lundell said. 

oe * * 


Auto Precision Announces 


New Sales Representatives 


Auto Precision Parts Co., of 
Mansfield, Pa., has announced a 
new group of representatives to 
handle APPCO Exact Spring 
Shackle replacement sales. 

They are: Harry Hanser Organi- 
zation, New York; Grantello Sales 
Co., Cleveland; Homer V. Scott 
Co., Chicago; C. M. Duettner Co., 
Kansas City; B. B. Burk Co., Dal- 
las; Lawrence M. Hirsig & Co., 
Jacksonville, Fla, and Lynn & 


Brooks, San Francisco. 
* + * 


Morse Chain Names Morris 


General Purchasing Agent 


Appointment of Stephen J. 
Morris as general purchasing agent 
of Morse Chain Co. has been an- 
nounced by Frank M. Hawley, 
| president. 
| Morris has been purchasing 
agent at the Ithaca (N.Y.) manu- 
facturing plant. 

* aa * 


3 Distributors Appointed 
By Morse Chain Co. 


Three new distributors have been 
appointed by Morse Chain Co., ac- 
cording to R. J. Howison, sales 
vice-president. 

They are Manufacturers Equip- 
ment & Supply Co., Flint; Schu- 
man Steel Products Co., Belling- 
ham, Wash., and Jack Lee Ma- 
chine & Supply Co., Attalla, Ala. 

* * ” 


Lippincott Joins Rotary Lift 
As Assistant Sales Chief 


Roy Lippincott has joined Ro- 
tary Lift Co., Memphis, as an 
assistant sales manager in the 
Automotive division. 

Lippincott formerly was assist- 
ant sales manager of Champion 
Pneumatic Machine Co., Prince- 
ton, Til. 


o* * * 


AC Spark Plug Cives 
McGinnis Special Duties 

Earl McGinnis has been assigned 
to special duties on the staff of Ed- 


gar H. Francois, manager of re- 
placement sales of the AC Spark 


Plug division of General Motors. 

McGinnis will be active in adver- 
tising, sales promotion, merchandis- 
ing and national account sales.‘ He 
formerly was in charge of merchan- 
dising. ge: eee 


Lee Tire Names Managers 


For Pittsburgh, Washington 

Lee Tire & Rubber Co. of New 
York, Inc., has named new man- 
agers for its factory warehouse 
branches in Pittsburgh and Wash- 
ington. 

F. H. Hinderscheid, the new man- 
ager at Pittsburgh, formerly was 
manager at Washington. Succeed- 
ing him is C, A. Burns, former 
salesman at the Spartanburg (S. C.) 
branch. 

Hinderscheid joined Lee as a 
sales representative in 1949. Burns 
has been with the firm since 1952. 

* * + 
3 Division Sales Managers 
Appointed by Dunlop Tire 

Appointment of three new division 
sales managers has been announced 
by Dunlop Tire and Rubber Corp., 
Buffalo. 

Harry F. Horn-Bostel was ap- 
pointed sales manager of the Kan- 
sas City (Mo.) division. Carl J. 
Jenkins was appointed sales man- 
ager of the Atlanta division and 
Richard D. O’Brien has been ap- 
pointed sales manager of the 


Boston division. 
* a + 


Massey Quits Standard 


Denton Massey has resigned as 
president of Standard Triumph 
Motor Company, Inc., importer of 
British cars and the American 
affiliate of Standard Motor Co., 
Ltd., Coventry. 

+ + * 
Morrow Named Manager 


Of Chrysler Defense Orders 


Thomas F. Morrow has been 
appointed general manager of de- 
fense operations for Chrysler 
Corp., according to L. L. Colbert, 
president. 

Since 1952, Morrow has been 
Chrysler Corp. works manager of 
the Detroit Tank Plant. He has 
been with the firm 18 years. 

* * * 


Krylon Appoints O'Neill 

Paul A, O’Neill, Los Angeles, has 
been appointed sales representative 
in the automotive field for Krylon 
spray coatings. He will cover south- 
ern California. 

* *. ® 

Auto-Lite Promotes 3 
To Key Positions 

Three promotions to key posi- 
tions in Electric Auto-Lite Co. have 
been announced by James P. Fal- 
vey, president. They include: 

Francis M. Wistert, new director 
of industrial relations; George H. 
Souther, named manager of legal 
and patent departments, and F. C. 
Huebner, appointed supervisor of 
work standards. 

Their advancements are the re- 

(Continued on Page 33, Col. 1) 


MORE AUTO DEALERS SPECIFY 


My sTeEMAC! 


PERSONALIZED NAME PLATES 
THAN ANY OTHER MAKE 


WRITE POR STEMAC 1281 So. Cherokee 


DETAILS— Denver, Colorado 


Keep your eye on 


RUBATEX 
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silt of the election of Falvey, who 
formerly headed Auto-Lite’s legal 
aud labor relations departments, 
to the chief executive post. 

* ~ * 


Amplex Promotes Trichel 


To General Manager 


G. W. Trichel has been elected 
executive vice-president and gen- 
eral manager of the Amplex di- 
vision of Chrysler Corp., accord- 
ing to A. J. Langhammer, presi- 
dent. ‘ 

Trichel has been associated 
with Chrysler since 1946. In 1951 
he was elected a vice-president 
and director of the Fargo divi- 
sion, and early this year became a 
vice-president and director of 
Amplex. 





Studebaker Names Feick 


Chief Product Engineer 


Ralph D. Feick, head of Stude- 
baker’s service engineering depart- 
ment since 1948, has been appointed 
chief product en- 
gineer, according 
to Harold E. 
Churchill, en gi- 
neering vice-pres- 
ident. He replaces 
A. G. Laas, who 
resigned. 

Feick is a 30- 
year veteran in 


* 





the Studebaker 
engineering divi- 
sion. He joined 


in 


Ralph D. Feick 


1924. Two years later he was as- 
signed to the experimental assem- 


the company 


bly, and then to the engine de- 
velopment and test laboratories. 
During World War II, Feick| 
served -as test supervisor in the| 
Studebaker aviation division. 
* ~ ” 


AP Parts Changes Setup 


Of Sales in Southeast 


Southeastern sales of AP Parts 
Corp., Toledo, are now. being han- 
dled directly by AP territory man- 
agers, according to O. A. Roeger, 
sales manager. The Houston Crane 
organization formerly had repre- 
sented AP in the southeast. 

Territory 3 (North and South 
Carolina) is headed by Neil Wil- 
liams. Territory 22 (Florida and 
southern Georgia) is under the 
supervision of Clyde Schulte. Ter- | 
ritory 23 (Mississippi, Alabama and 
eastern Louisiana) is managed by 
Howard Cooper, and territory 24 
(Tennessee and northern Georgia) 
is handled by Jerry Mitchener. 

om” + 





Federal Fawick Appoints 
T. L. Fawick to Presidency 


Thomas L. Fawick, chairman of 
Federal Fawick Corp., Cleveland, 
has also been elected president, the 
directors have ‘ . 
announced. : 

Fawick assumes 
the post vacated 
by Richard S. 
Huxtable. 

The selection of 
Fawick as pres- 
ident is one of the 
steps undertaken 
in a realignment 
of management 
following the sale 
last month of the 
Federal Motor Truck division and 
its manufacturing plant in Detroit 
to Mast-Foos Mfg. Co. 

Fawick was president of Twin 
Disk Clutch Co., Racine, Wis., until 
1928. In 1939 he organized Fawick- 
Airflex Co. In 1952, the company 
Was merged with Federal Motor 
Truck Co, becoming Federal- 
Fawick Corp. 

* 





T. L,. Kawien 


* * 


LOF Fiber Glass Promotes 


Three to District Manager 


Promotion of three sales repre- | 
sentatives to district-manager posts 
has been announced by C. F. Hegg, 
general sales manager of the fiber 
glass division of Libbey-Owens-Ford 
Glass Co. 

James J. Secor jr., formerly of 
the New York district office, is now 
Philadelphia district manager; 
Chester E. Chepperly, formerly field 
representative for industrial sales 
of flat glass in Dayton, O., has been 


transferred to the fiber glass divi- 
sion and will supervise the Boston 
district office, and G. O, Hartzell, 
formerly a Toledo field represent- 


ative, is now manager of the office | 


there. 


* * * 


GM Promotes Rooney 
To Aid in Training 

Franz L. Rooney has been ap- 
pointed assistant manager of Gen- 
eral Motors training centers in the 
western half of the U. S. 

Until his new appointment, 
Rooney had been in charge of the 
Detroit center, which he took over 
when it opened Sept. 8, 1953, 

* * + 


Chrysler Names Comptroller 
For Body Division 
Appointment of David B. Hinch- 


man as comptroller of Chrysler 
Corp.’s automotive body division, 


and of Howard W. Hunt as assist- 





ant comptroller, has been an- 
nounced. 


Hinchman had been assistant 


its acquisition from Briggs Mfg. 
Co. last December. Prior to Chry- 
sler purchase of the Briggs auto 
body plants, Hinchman was secre- 
tary of Briggs. 
Hunt has been 
Corp. for 28 years. 


* + 


Grizzly Appoints Sanders 


with Chrysler 
* 
| 


| division manager for upper New 
| York State by Grizzly Mfg. Divi- 
|} sion, Paulding, O. Sanders’ head- 
|quarters will be at 300 Academy 
| Place, Syracuse. Sanders formerly 
| operated his own jobbing establish- 
| ment at LaPorte, Ind. 
| » * * 
| Mack Promotes Severino 
| To Albany Manager 
| Promotion of M. J. Severino to 
| Albany district manager of Mack 
Trucks, Inc., is announced by Elliott 
| G. Ewell, sales vice-president. 
Severino, who joined Mack in 
1920, until recently served in Chi- 
| cago as Midwest manager of the 
bus division. 


\ | 


comptroller of the division since 


W. O. Sanders has been appointed | ; 





Disneyland Taking Shape— 


Walt Disney's forthcoming “Disneyland” series for the ABC television network, 
which is sponsored by American Motors Corp., American Dairy Assn., and Derby 
Foods, Inc., is slowly gaining its format. Disney (left), chats with J. B. Huntress, 
advertising manager of Nash, as he prepares to drive a racing car into the studio. 


DRIVE SAFELY 
i Pe ae 





SAFETY is your business, too 





Wherever you see trucks, you see more SIGNAL-STATS than all other makes 


...ahnd it’s profitable! 


of directional signals combined. 


That's visible evidence of preference for SIGNAL-STAT and of the profit 
possibilities for you in the SIGNAL-STAT line. It pays to sell SIGNAL-STATS, 
the directional signals designed for greater safety. SIGNAL-STATS flash a 
clear, powerful beamed pattern of warning light that signals, unmistakably, a 


driver's intent to turn or change lanes. 


Sell the safest, most highly visible signal protection available. SIGNAL-STAT 
Class A—Type 1 Directional Signal Lamps are available in 2 complete lines: 
King Size (SIGSTAT) and Regular Size (ACRYSTAT). With SIGNAL-STAT 
guaranteed ‘Burnout-Proof” Switches, they are an unbeatable combination 
for greater highway safety and profitable volume. 







Legal and approved in all 48 States and the District of Columbia 


WARD L. BENNETT, Director of Main- 
tenance for The Baltimore Transfer 
Co. and Motor Freight Express, Inc., 
says, “Our companies sanction no 
compromise when safety is involved. 
We have a fine record to protect, 
and we pay careful attention to 
every detail involved in safety. We 
have found SIGNAL-STAT Directional 
Signals to be the most easily visible 
of all types tested, and have there- 
fore installed them on all our vehicles.” 


Signal-Stat 


LHE LARGEST PRODUCER 
OF DIRECTIONAL SIGNALS 
FOR COMMERCIAL VEHICLES 









SIGNAL-STAT CORPORATION, Signal-Stat Building, 523-539 Kent Ave., Brooklyn 11, N. Y. 
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Dealer Business Counsel 


Don’t Wait Around for Used Cars to Appreciate; 
Use 10, 20, 30-Day System to Move Them 


By J. B, Van Tassel 
Dealer Business Consultant 
TT HAS been my experience, and 
it’s probably yours, too, that used 
cars depreciate a lot faster than 
they appreciate. 
In fact, in nor- 
mal times in this 
business (and 
that’s just where 
we are now), used 
cars never appre- 
ciate over their 
resale value at the 
time they are 
taken in trade. 
In the first five 
months of this J. B. Van Taseel 
year, used-car de- 
preciation averaged $10 for each 
$1,000 of new-car volume, according 
to my analysis of dealer statements. 
In view of this depreciation 
factor in used-car values over a 
period of years, I can’t under- 
stand some dealers’ attitude in 


holding used cars for a profit. 
The only reason a used car gets 

into a new-car dealer’s stock is as 

part of the sale of a new car. It is 

not necessarily a profitable piece of 

merchandise and therefore should 

be disposed of as soon as possible. 

* + * 


Inventory Control 


N THE exclusive used-car busi- 

ness, it is a profitable piece of 
merchandise because it usually is 
purchased at a distress purchase 
price to be resold for a profit. 

Therefore, a new-car dealer must 
of necessity, in order to stay in 
business, take in used cars at the 
best possible price and sell them 
just about as fast as they are taken 
in or they will do at least two 
things to his financial situation: 

1. Freeze up liquid working cap- 
ital and put the dealer out of busi- 
ness. 

2. Depreciate in value to the 


point where they will absorb 
most or all of the profit realized 
on the new-car sale, also putting 
the dealer out of business. 

It would be my suggestion that 
every dealer start now, unless he 
has already done so, setting up a 
control-record system which will 
make it necessary for every used 
car taken in trade to be sold at 
retail within 10 days from the day 
it was taken in. 

If you set the goal at 10 days, 
you will probably dispose of it in 20 
days, and then check your financial 
condition and make sure you have 
sufficient cash to carry a 30-day 
supply of used cars. 

* + * 
Right Kind of Manager 

N THAT basis of financial and 

operating control of your used- 
car department, you can dismiss 
from your mind the fear of the 
used-car hazard. 

But first you must make sure you 
have the right kind of used-car 
manager who proves over a period 
of months that he is capable of 
taking used cars in right. 

He must be able to get them 
reconditioned immediately and 
dispose of them within the speci- 
fied time at a break-even price or 


Auto Plants Host Teachers in Los Angeles— 


On Business-Industry Education Day, Los Angeles auto assembly plants showed high 
school instructors around. From left are Ray Hayes, of General Motors public rela- 
tions; John Whinnery, school district superintendent; L. E. Harpst, Willys plant man- 
ager; J. vanHull, Chrysler Corp. assistant plant manager; O. F. Marsal, Lincoln-Mercury 
plant manager, and H. N. Kyser, general superintendent of Studebaker's Pacific 


division. 





reasonable loss, depending on the 
tradein allowance. 

Also, don’t overlook the value of 
the retail used-car sale contact in 


3S Reasons why it pays fo sell 


NEW GAR WOOD 


HOISTS 





Newly designed to work better 
with the latest modern trucks! 


Any “Strong-Arm” hoist owner will tell you 
nothing compares with the powerful new Gar 
Wood Models A-30 and A-40, Rated at 8-ton 
and 7-ton capacity respectively (with 8’ and 10’ 
bodies), these two new Strong-Arm Hoists are 
engineered to outperform any other hoist in their 
class, from the standpoint of smooth operating 
efficiency and long, trouble-free service. Built 
by the world’s leading producer of hoists and 
dump bodies . . . serviced by experienced Gar 
Wood distributors and factory branches from 
coast to coast... the Strong-Arm is truly today’s 
biggest hoist value. Write today for free descrip- 
tive literature covering the new Strong-Arm Hoists 
and the new matching “GA” series of Gar Wood 
dump bodies, Be sure to compare before you buy. 


WORLD'S LARGEST MANUFACTURER OF HOISTS AND DUMP BODIES FOR TRUCKS AND TRAILERS 


14% more payload capacity 


Lighter, stronger tubular construc- 
tion, plus improved lifting lever- 
ages, mean more pay yards per 
day. You also get 5° higher dump- 
ing angle for better clean-out, 
faster cycle time. 


Easier, cheaper to maintain 


Exclusive Gar Wood 3-piece tie 
rod design saves hours of expen- 
sive cylinder maintenance . . . also 
cuts parts costs because you re- 
place only the necessary part, NOT 
the complete assembly, And you 
don’t have to be a factory spe- 
cialist to service this hydraulic 
system, Amy good mechanic can 
do it, with standard truck tools. 


Much longer service life 


New Strong-Arm torque tube as- 
sembly insures equal lift on both 
arms . . . ends “one-sided” dump- 
ing strain on uneven ground, Ex- 
clusive short-coupled pump drive 
eliminates drive-line whip . . . cuts 
shock loads . . . lengthens life of 
shaft and universal joints. 





furnishing you with an opportunity 
to cash in on additional sales and 
profits in almost every department 
of your business and especially in 
service, parts and accessories. 

The latter items are important in 
building up your percentage of 
overhead absorption. There is noth- 
ing nicer in a new-car business 
than when those items top the 100 
percent mark. 


(Any questions you may have 
on dealer business management 
will be answered gladly by J. B. 
Van Tassel, c/o Automotive News, 
2666 Penobscot Bldg., Detroit 26,* 
Mich.) 


AC Starts Selling 
Line of Rebuilt 
Fuel Pumps 


FLINT.—AC Spark Plug division 
of General Motors is now market- 
ing a complete line of rebuilt fuel 
pumps, remanufactured in its own 
plant. Addition of the rebuilt line 
makes AC competitive at all levels 
of the fuel pump trade, the firm 
said. 

In announcing availability of the 
rebuilt line, Edgar H. Francois, 
manager of replacement sales, said, 
“We at AC recognize there is a 
large market for rebuilt fuel 
pumps. 

“We do not look upon the re- 
built line as competitive with out 


/new pumps. Rather, there is a 
| definite market for both. As a re- 


sult, it is only natural that we 
should enter the rebuilt field. Now, 
We are able to meet all demands 
of our dealers with the best pos- 


| sible pump.” 


Francois said the rebuilt pumps 
will be handled through the same 
distribution channels as new 
pumps. These include AC ware- 
house distributors and jobbers. 
This will immediately provide out- 


|lets through some 125,000 regis- 
tered AC fuel pump dealers. 


AC has set up a complete rebuilt 
fuel pump department. Here, used 
pumps are disassembled, cleaned 
and rebuilt. 


NUCDA Names 
Boyd Field Chief 


DETROIT.—Arthur F. Boyd, of 
Louisville, has been named national 
field director of the National Used 
Car Dealers Assn., 
it Was announced 
last week. 

Boyd succeeds 
Miles Elliott, who 
resigned last 
month to enter 
business for him- 
self. 

Formerly with 
Nash - Kelvinator, 
Boyd has had ex- 
perience in mer- 
chandising con- <7 ae 
sumer products, financing and sales 
promotion. 


Barrett-Ballard Manager 


Frank J. Barrett, president, and 
treasurer of Barrett-Ballard Mo- 
tors, Inc. (Lincoln-Mercury), Holy- 
oke, Mass., has announced the ap- 
pointment of his nephew, John F. 
Foran, as vice-president and gen- 
eral manager. 
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Preservation of System Urged . 





TMA Asks Action 
In Reciprocity Crisis 


(Continued from Page 21) 


press strongly for public goodwill 
toward highway transportation. 

Johnson said he found the past 
efforts of the truck-trailer man- 
ufacturing industry to his general 
liking, except for the continuing 
necessity for impressing the public 
with the importance of highway 
transport and the vehicles that 
make such transportation possible. 

Johnson said a survey probably 
would show that the major cause 
of bad feeling on the part of the 
public was the belief that trucks 
created traffic congestion. 

He charged that highway build- 
ing had not kept pace with in- 
creased traffic movement and com- 
mended TTMA and the trucking 
industry for a joint effort to stim- 
ulate increased highway construc- 
tion. 

= ~ * 
|= engineering committee re- 
ported progress in its studies 
and action looking toward stand- 
ardization of heights and other di- 
mensions that would enable com- 
plete interchange of trailers. 

On the panel discussing this 
subject were K. W. Tantlinger, 
of Brown Trailers, Inc., substi- 
tuting for Charles Bolen, chief 
engineer of Strick Co.; Robert L. 
Douglas, supervisor of Eastern 
Motor Express, Inc.; William R. 
Hummel, executive engineer of 


Ullman 


(Continued from Page 15) 
represented his father as counsel 
during the questioning. 

Young Webster, who is counsel 
to an IFC waterways subcommit-: 
tee, made a preliminary statement 
for his father at the Senate hear- | 
ing, and summed up his full state- | 
ment before the House group. 

* J 


Under the Wire 


LATE COMER among propo- | 

nents of both bills was Her- | 
man Schaefer, executive secretary | 
of the Automobile Dealers Assn. of 
Indiana. His statement was filed 
at the last moment, but neverthe- | 
less was received by both com- 
mittees. 

An unlisted witness — J. B. 
Carey, president of the Rhode Is- 
land Dealers Assn.—asked per- | 
mission to make a statement | 
before the Senate committee. | 
Purtell, always gracious, told him 
to come on. Carey, it seems, was 
making a personal presentation 
rather than for his organization. 
He suggested that overproduction 
might be avoided by a manda- | 
tory limit on the number of cars | 
a manufacturer might make. 
The NADA list of witnesses in- | 
cluded Harold A. Lanphear, an} 
Oldsmobile dealer of Providence, 
who already had testified in favor 
of the Dirksen bill. 

- * 


AMA Represented 

HE Automobile Manufacturers 

Assn. was represented by two 
observers—John H. King and Helen | 
Addison, both longtime and capable 
AMA reporters. 

So far as this correspondent 
could determine, the individual 
companies were represented in 
only two instances: General Mo- 
tors by an official reporter and 
Chrysler by the ever-sharp 
George Malcomson, who watched 
the scene with a careful eye 
and arranged with the official 
stenotype operators for an exact 
play-by-play account of the pro- 
ceedings. 

While sitting on the soft marble 
steps in the House office building 
waiting to be asked into the hear- 
ing room by Wolverton, news re- 
porters, such as I, fashioned a nice 
figurative bouquet for Purtell, 
chairman of the Senate committee. 
He was a peach of a presiding of- 
ficial, they agreed—one of the best 
yet. He made things as easy and | 
pleasant as he could for everyone. 
Some sharp questions he asked of | 
witnesses, it must be remembered, 
were for the record. With that 
truth I soothed one aggrieved 
NADA witness. | 








z 


Trailmobile, Inc.; Jim Hayes, of 
GMC Truck & Coach, acting for 
Ernest P. Lamb, chief truck en- 
gineer of Chrysler Corp.; Fred 
B. Lautzenhiser, consulting en- 
gineer of International Harvester 
Co., and A. E. Williams, moder- 
ator and engineering vice-presi- 
dent of Fruehauf Trailer Co. 

Back of the necessity of setting 
the cab to center line of the trailer 
kingpin is the growing realization 
of the over-the-road hauler that he 
is in a business of diminishing 
returns unless he can find some 
method of hauling more at the 
same cost. This generates a de- 
mand for more cubic content in 
the trailer body, where length of 
the truck-trailer combination, 
height and width are set. 


Thus, the closer to the rear of 










GENERAL 








L-M Fetes Auto Haulers— 


A luncheon was given in honor of 150 convoy drivers of Automobile Transport, Inc., 
by Lincoln-Mercury in honor of their part in the distribution of cars. Hosts were N. E. 
Crews, regional sales manager, and H. H. Keays, Wayne plant manager. The group 
also visited the Wayne plant. 


cab that the trailer is brought, the 
more payload it can haul. 
*~ * 7 
56%-INCH swing radius and 
60-inch minimum from back of 
cab to center of kingpin have been 
worked out. 
The height problem is a tough 


one, all members of the panel 
admitted. Getting the desired 48- 
inch height would only be pos- 
sible, they said, by reducing the 
“ride” of both driver and load. 
A new high load tire in a 10.3- 
by-20 size will replace the present 
10.00-by-20 and has nylon cord 
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construction. Because it will carry 
approximately 25 percent more, 
it is looked upon as one helpful 
means of solving this problem. 

Meeting the 48-inch height speci- 
fication also will necessitate a com- 
plete redesign of truck-tractor 
springing. 

When these dimensions are com- 
pletely set, and the committee 
hopes this can be accomplished in 
one more session it then will be 
possible for all trailers and trac- 
tors meeting the new dimensions to 
carry a plate which will read, 
“meets standard coupling require- 
ments of the American Trucking 
Assns.” and carry the date of 
manufacture. 


Leland Kin Hands Over 


1904. Cadillac to Museum 


DETROIT.—A 1904 Cadillac was 
presented last week to the Detroit 
Historical Museum by Miriam L. 
Woodbridge, granddaughter of 
Henry Leland, who owned the auto 
and was president of the corpora- 
tion at the time it was built. 

In driving the car to the museum, 
Miss Woodbridge was accompanied 
by William Fultz and C. Owen, two 
mechanics who helped build the car 
50 years ago. 
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Goodrich to Buy 
Sponge Rubber 


Products Firm 


NEW YORK.—The forthcoming 
purchase of Sponge Rubber Prod- 
ucts Co. by B. F. Goodrich Co. was 
announced last week by John L. 
Collyer, chairman of the Goodrich 


Board, and Frederick M. Daley, | >4,. 


president of Sponge Rubber Prod- 
ucts. 


Purchase will be by payment of 
Goodrich common stock for the 
assets and goodwill of the business, 
according to Collyer and Daley. 


The sale has been approved by the 
directors of Sponge Rubber Prod- 
ucts and will be submitted to its 
stockholders later this month, 


Sponge Rubber Products was 
founded in 1923 by Daley and Wil- 
liam R. Todd, now vice-president. 
Both of these officers and other 
personnel will continue in their 
present positions under Goodrich 
ownership, it was announced. 

Under the new ownership, the 
company will be operated as the 
sponge products division of B. F. 
Goodrich, Sponge Rubber Products 
manufactures and sells chemically 
blown cellular rubber products, in- 
cluding automotive toppers. 

The company operates plants in 
Shelton and Derby, Conn., and Fall 
River, Mass., and has a ‘Canadian 
subsidiary in Waterville, Que, 


Austin Produces | 


At Record Rate | 


LONGBRIDGE Birmingham, 
England.—More than 18,500 vehicles 
were produced in May by Austin 
Motor Co., Ltd., and some 10,000 
were exported, the company an- 
nounced last week. 

May, -a four-week period, saw 
output attain a record rate nearly 
500 units a week higher than that 
which prevailed in March. During 
the five weeks of March, total 
production reached 20,634. 

The May turnout compares with 
output of 13,000 vehicles and ex- | 
port of 7,500 in the corresponding 
four weeks of last year. 


' _FORD — Mainline Six — 4-dr. 
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The following advertised . delivered 


BUICK — Special—4-dr. sed., $2,265.32; 
sed., $2,206.86; Riviera, $2,305.43; 
conv., $2,563.17; stat. wag., $3,163. Cen- 
tury—4-dr., sed., $2,520.17; Riviera, $2,- 
533.56; conv., $2,963; stat. wag., $3,470. 
Super—4-dr., sed., $2,711.17; Riviera, $2,- 
625.56; conv., $2,963.59. Roadmaster—4-dr. 
sed., $3,269.36; Riviera, $3,373.05; conv., 
$3,520.56; Skylark conv., $4,483. (Dyna- 
flow standard on Roadmaster, optional at 
$192.50 on all other models.) 


CADILLAC—Series 62—4-dr. sed., $3,- 
932.70, cl. cpe., $3,837.77; Coupe deVille, 
$4,261.01; conv., $4,404.31. Series 60 Spe- 
clal—4-dr. sed., $4,683.32. Series 75—8- 
pass. sed., $5,874.78; lim., $6,090.17. El- 
dorado—conv., $5,738. (Hydra-Matic stand- 
ard on all models.) 


CHEVROLET — One-Fifty —4-dr. sed., 
$1,680; 2-dr. sed., $1,623; utility sed., $1,- 


539; 6-pass. stat. wag., $2,020. Two-Ten 
—4-dr. sed., $1,771; 2-dr., sed., $1,717; 
cl. cpe., $1,782; 6-pass, stat. wag., $2,133. 


Bel Air—4-dr. sed., $1,884; 2-dr. sed., $1,- 
830; hardtop, $2,061; conv., $2,185; 8-pass. 
stat. wag., $2,283. Corvette—conv., $3,523. 
(Powerglide standard on Corvette, optional 
at $178.35 on all other models.) 


CHRYSLER—Windsor Deluxe—4-dr. sed., 
$2,562 (S8-pass., $3,492.25); cl. cpe., $2,- 
540.50; Newport, $2,830.75; conv., $3,- 
045.75; stat. wag., $3,321. New Yorker— 
4-dr. sed., $3,228.75 (8-pass., $4,368); cl. 
cpe., $3,202; Newport, $3,503; stat. wag., 
$4,024.25. New Yorker Deluxe—4-dr. sed., 
$3,433; cl. cpe., $3,406.25; Newport, $3,- 
707.25; conv., $3,938.25. Custom Impertal— 
4-dr. sed., $4,259.50; lim., $4,797; New- 
port, $4,560.25. Crown Imperial—8-pass. 
sed., $6,921.50; 


DeSOTO — Powermaster Six—4-dr. sed., 
$2,385.75 (8-pass., $3,281); cl. cpe., $2,- 
364; stat. wag., $3,107.75; Fire Dome V-8 
—4-dr. sed., $2,673 (8-pass., $3,558.75); 
cpe., $2,651.50; Sportsman, $2,922.50; 
conv., $3,144.25; stat. wag., $3,381. (Pow- 
erFlite optional at $189 on all models.) 

DODGE—Meadowbrook Six-——4-dr. sed.. 


el. 


$2,024.75; cl. cpe., $1,983. Meadowbrook 
V-8 — 4-dr. sed., $2,175.75; cl. cpe., $2,- 
154.25. Coronet Six—-4-dr. sed., $2,136; cl. 
cpe., $2,109; 2-dr. stat. wag., $2,228.50; 
4-dr. 2-seat stat. wag., $2,719.25; 4-dr. 
3-seat stat. wag., $2,790.25. Coronet V-8— 
4-dr. sed., $2,244.50; cl. cpe., $2,223; spt. 
cpe., $2,380.25; conv., $2,513.75; 2-dr. stat. 
wag., $2,517; 4-dr. 2-seat stat. wag., $2,- 


960.25; 4-dr. 3-seat stat. wag., $3,031.25. 
Royal V-8—4-dr. sed., $2,372.75; cl. cpe., 
$2,349; spt. cpe., $2,503; conv., $2,632. 
(Fluid Drive optional at $20.40 on Mead- 
owbrook Six and Coronet Six sedans and 
club coupes. PowerFlite optional at $189 
on all models.) 

sed., $1,- $1,-1 





lim., $7,043.75 (PowerFlite | 
| standard on all eight-cylinder models, op- | 
| tional at $189 on Windsor Deluxe.) | 


700.50; 2-dr. sed., $1,651; bus. cpe., $1,548; 
2-dr. stat. wag., $2,029; Customline Six— 
4-dr. sed., $1,793; 2-dr. sed., $1,743.50; 
cl. cpe., $1,753; 2-dr. stat. wag., $2,121.50; 
4-dr. stat. wag., $2,202. Crestline Six— 
4-dr. sed., $1,898; hardtop, $2,054.50; Sky- 
liner, $2,164; conv., $2,164; 4-dr. stat. 
wag., $2,338.50. (For V-8 models, add 
$76.50. Fordomatic optional on all models 
at $184.) 


HENRY J — Corsair Four — 2-dr. sed., 
$1,404. Corsair Deluxe Six — 2-dr. sed., 
$1,566.18. 

HUDSON—Jet—4-dr. sed., $1,858; 2-dr. 


sed., $1,621; 2-dr. utility, $1,836.75. Super 
Jet — 4-dr. sed., $1,954; 2-dr. sed., $1,- 
932.75. Jet-Liner — 4-dr. sed., $2,056.60; 
2-dr. sed., $2,045.85. Wasp — 4-dr. sed., 
$2,256.11; 2-dr. sed., $2,209.43; cl. cpe., 
$2,256.11. Super Wasp — 4-dr. sed., $2,- 
465.84; 2-dr. sed., $2,413.28; cl. cpe., $2,- 
465.84; Hollywood, $2,704; conv., $3,004.20. 


Hornet Special — 4-dr. sed., $2,619; 2-dr. 
sed., $2,570.60; cl. cpe., $2,619. Hornet— 
4-dr. sed., $2,768.86; cl. cpe., $2,741.99; 
Hollywood, $2,987.75; conv., $3,287.70. 


(Hydra-Matic optional at $178.03 on all 
models in Jet catagory. Borg-Warner auto- 
matic transmission optional at $178.03 on 
all other models.) 

KAISER — Special — 4-dr. sed., $2,389; 
2-dr. sed., $2,334. Manhattan—4-dr. sed., 
$2,670; 2-dr. sed., $2,617. Darrin 161 — 
conv., $3,668. (Hydra-Matic optional at 
$178.20 on all models except Darrin, which 
carries overdrive as standard equipment.) 

LINCOLN—Lincoln—4-dr. sed., $3,537; 
hardtop, $3,640. Lincoln Capri—4-dr. sed., 
$3,726; hardtop, $3,884; conv., $4,045.50. 
(Hydra-Matic standard on all models.) 


MERCURY — Custom — 4-dr. sed., $2,- 
265.50; 2-dr. sed., $2,208.50; sport cpe., 
$2,330. Monterey — 4-dr. sed., $2,347.50; 


Current Prices on New Cars 


hardtop, $2,466.50; Sun Valley, $2,596.50; 
conv., $2,624.50; stat. wag., $2,791. (Mere- 
O-Matic optional at $189.77 on all models.) 
NASH—Metropolitan — Hardtop, $1,445; 
conv., $1,469 (both prices at coastal ports 
of entry). Rambler Deluxe—2-dr. sed., $1,- 
550. Rambler Super—4-dr. sed., $1,795; 2- 
dr. sed., $1,700; hardtop, $1,800; Suburban, 
$1,800. Rambler Custom—4-dr. sed., $1,965; 
hardtop, $1,950; conv., $1,980; 2-dr. stat. 
wag., $1,950; 4-dr. stat. wag., $2,050. 
Statesman Super—4-dr. sed., $2,158; 2-dr. 
sed., $2,110. Statesman Custom — 4-dr. 
sed., $2,332; hardtop, $2,423. Ambassador 
Super—4-dr. sed., $2,417; 2-dr. sed., $2,- 
365. Ambassador Custom—4-dr. sed., $2,- 
600; hardtop, $2,735. Nash-Healey — Le- 
Mans hardtop, $5,128.05 (at coastal ports). 
(Hydra - Matic optional at $178.85; not 
available on Nash-Healey, which is 
equipped with overdrive, or Metropolitans. ) 
OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,337.09; 2-dr. sed., $2,271.62; Holiday, 
$2,449. Super 88—4-dr. sed., $2,476.71; 2- 
dr. sed., $2,410.25; Holiday, $2,688.39; 
conv., $2,867.59. Series 98—4-dr. sed., $2,- 
805.82; Holiday, $2,826; Deluxe Holiday, 
$3,041.75; Starfire conv., $3,248.84. (Hydra- 
Matic optional at $178.35 on all models.) 


PACKARD—Clipper Special—2-dr. sed., 
$2,544. Clipper Deluxe—4-dr. sed., $2,695; 
2-dr. sed., $2,645; Sportster cpe., $2,830. 
Ciipper Super — 4-dr. sed., $2,815; 2-dr. 
sed., $2,765; Panama hardtop, $3,125. 
Packard — Cavalier 4-dr. sed., $3,344; 


Patrician 4-dr. sed., $3,890; Pacific hard- 
top, $3,827; conv., $3,935; Caribbean conv., 
$6,100; 8-pass. sed., $5,610; lim., $5,960. 
(Ultramatic standard in Patrician, Pacific, 
convertible and Caribbean; optional at $199 
on other models.) 


PLYMOUTH—Plaza—4-dr. sed., $1,765; 
cl. sed., $1,727.25; bus. cpe., $1,617.50; 
stat. wag., $2,064. Savoy—4-dr. sed., $1,- 





| 872.50; cl. sed., $1,835; cl. cpe., $1,842.50; 
spt. cpe., $2,064; conv., $2,220; stat. wag., 
$2,207.25. Belvedere—4-dr. sed., $1,953.25; 
spt. cpe., $2,145; conv., $2,301; stat. wag., 
$2,288. (Hy-Drive optional at $145.80 on 
all models. PowerFlite at $189.) 
PONTIAC — Chieftain 6 — 4-dr. 
sed., $2,026.64; 2-dr. sed., $1,968.36; 2-seat 
stat. wag., $2,364; 3-seat stat. wag., $2,- 
419. Chieftain 6 Deluxe — 4-dr. sed., $2,- 


130.53; 2-dr. sed., $2,072.28; 2-seat stat. 
wag., $2,504. Chieftain 8 Special — 4-dr. 
sed., $2,101.62; 2-dr. sed., $2,043.45; 2- 


seat stat. wag., $2,439; 3-seat stat. wag., 
$2,494. Chieftain 8 Deluxe — 4-dr. sed., 
$2,205.51; 2-dr. sed., $2,148.32; 2-seat stat. 
wag., $2,579. Star Chief 8—Deluxe 4-dr. 
sed., $2,301; Custom 4-dr. sed., $2,394; 
conv., $2,630. Catalina — Chieftain 6 De- 
luxe, $2,316.30; Chieftain 6 Custom, §$2,- 
382.43; Chieftain 8 Deluxe, $2,391.99; 
Chieftain 8 Custom, $2,458; Star Chief 8 
Custom, $2,557. (Hydra-Matie optional at 
$178.35 on all models.) 


STUDEBAKER — Champion Custom — 
4-dr. sed., $1,801.11; 2-dr. sed., $1,758.07. 
Champion Deluxe — 4-dr. sed., $1,918.18; 
2-dr. sed., $1,875.18; 5-pass. cpe., §$1,- 
971.93; stat. wag., $2,187.23. Champion 
Regal — 4-dr. sed., $2,026.29; 2-dr., sed., 


$1,983.29; 5-pass. cpe., $2,080.04; hardtop, 
$2,241.29; stat. wag. $2,295.33. Com- 
mander Deluxe — 4-dr. sed., $2,179.13; 
2-dr. sed., $2,136.13; 5-pass, cpe., §$2,- 
232.88; stat. wag., $2,447.88. Commander 
Regal—4-dr. sed., $2,287.23; 5-pass. cpe., 
$2,340.98; hardtop, $2,502.23; stat. wag., 
$2,555.98. Land Cruiser — 4-dr. sed., $2,- 


438.28; Regal 4-dr. sed., $2,533.28. (Auto- 


matic Drive optional at $216 on Cham- 
Pion, $226.50 on Commander and Land 
Cruiser. ) 


WILLYS—Lark—4-dr. sed., $1,823; 2-dr. 
sed., $1,737. Ace—4-dr. sed., $1,968; 2-dr. 
sed., $1,892. Ace Deluxe—4-dr. sed., $2,- 
023; 2-dr. sed., $1,947. Eagle — Hardtop, 
$2,167; Deluxe hardtop, $2,222; Custom 
hardtop, $2,411. Station Wagon—Deluxe 6- 
cyl., $1,973.09. (Hydra-Matic optional at 
$178.55 on all models except Larks.) 


New Commercial Car Registrations, 
Five States for June, 1954-1953 


Truck registrations by states 
are released here weekly, as 


compiled by R. L. Polk repre- 
sentatives in state capitals. 





Arizona 54 2} 251} ! 43; 258) 62| 55) 6| 5 25 6 714 
53 217| | 53 171) 92 74 3 4 22| 2 14 4; 657 

lilinois "54 | 1288 27 194, 1491! 245) 493} 10 24 47 35) 49 i} 3914 
ze 53 2, 1186 21 267; 745! 260, 440 20 10 74 40! 39 143118 
Ohio 54 1) 1123 10} 270, 1308 182; 304 27 24 33 55] 24 12) 3373 
> 2a 53 9 1137) 15) 344 862 246 440 18 18 81 66) 60 31 3327 
West Virginia 54 198 47,214 65 37) 38, | 7 8 18 632 
ee ‘53 298 1 80 199 90 56 30 2I 12) 23 2} 812 
Wyoming ‘54 1) 166 1 17 126 38 36 I 1 2 29 1 419 
~ '53 122 26 84 52 51 2 9 2 26 | 374 
Five States Reported 54 4! 3026) 39 571! 3397 592; 925 76 49 % 103 145 30, 9052 
To Date for June 53) 11! 2960 38 770' 206! 740' 106! 73 32,207 122; ‘162 51| 8288 
Year 54 524| 123950; 1220; 26621) 116774) 30534) 35580, 2510/ 1059' 4752° 4725 +5698) 2766, 356713 
To Date __ 53) 745) ‘147781| —_1480| 40739) 98397! 38289) 45645) 2896| | -1648|_11779/ 5368; 8458) 3358! 406583 

































































Arizona ‘54,5 52| 67| 27) 13| 61 185 | 827 24, 128 979| 230} 59} 702; 201; += 103|_— «1295 7) 12] "| 34| 0 2706 
Bt 53] 42| 83) 52| 22 100} 234) 408 332 mu 78|  427| ~—-253] 56} 579) _ 164 172| 1224) | 19 119} 2365 

iNinois "54, 403) 699) + =1102| «= 677) 4465] 934) «= 3005) 5081) = 11732| 1843) 13858; 4416; —«1024] 11668) += 3513) +2191] + 22812! ‘ a 100) a7 355, 558) a 44117 
oe 53} 926| 1760] 2686] 1471| 1059] 2606] 5089) 10225) 5145] m3| 1515] 7153] 4712| «= 958] 10928} +3168) +3294) +23053 44) 209| 236] 489] 740! 1425} 87| 45858 
Nevada "54 Hi ia) i 12 35) 134 225 13 43 281 78 | 18! Si) 4l 382 | l ! 1 4) 40] 3) «865 
53 17 10 30 133 91 " 42 144 47 20 152 59 308 3} a| i 14 33} 13] 674 

New Hampshire "54, 60) 67|_—~«*127 46) 42| 92| +245) 425) 561) 89; 661 170] 29} 646] SS «1:32 171 fa 10} 36) 46 17| 54) ~~} ~—«-2489 
‘53/57 | 7i{ 128) 48| 37] 133] s157| 35 313} 101 37| 260 112| 20 453| 97 133/815 6| 18) 44 68 18} 55/ 15| 1734 
North Dakota 54] 12| 39| 51| 25] 35] 66, 205] = 331] += 740| 17; «Nt; ~—SsiB8|SSC«CB’| 27, ——786| «dM 9 7i| 1241] | 5| 5] 8) 30] “| 2534 
53] 18} 32| 50) 49| 30] 90| 205) += 374) ~—s«199 14| 491 262} ~—106| 25} 540 72| 102) 845) i 3| 6| 10} 16} 55| 1} 1613 

Utah "541 | 33 rT a 31 43| om 208; 489 17| 597, 212| | 484, 246) «146; —s«1:128 | 1] 8] 9 12| 22 2; (2019 
53] 32 48 80 67 71 109} 167} ~=— 414) ~—-304 18} 130) 452) ~—s«178} 50} 463} 175) 188} 1054 3} 27) 32) 62 41} 67 13} 2183 

West Virginia "54 22| at 63] 72| 42] bey 357, «598| ~—«997) 15] «133]—=—«45] ~~ 54 868 198} 214| 1645) | 5| 17 22| 32| 48, —s«I| «3554 
'53 51| 131] 153] 85} 288) 444] 970) 463] 32; 105} ~=— 600} ~—-332) 53} 1066] 190) 301] 1942) 7| 9| 51 | 67| 78|__107| 5! 3900 

Wyoming “6 Og 7 48 30 31 67) 144) 301 7ST] 156 a2 «7 is | melUCtCUtC(‘<é‘R;SSCéCTCCOCCTCOCOQ 1| 1373 
53} 25 14 39 52 a 58 115} 255) 175 7| 49| 231 116 34 366 86 100} 702} } 4 17] 21) 14| al 2| 1302 

Eight States Reported — 54, 541, 978, 1519 1379| 4244, +7213) +=15872 389| 2489| 18750) 5761; - 1293) 15702) 4675) 3003) 304 5} 103) 192) 300) 354 292| 59657 
To Date for June 53) 1159} 20561 me 15091 ial ot 6487| 13154) 6922} —_ 602| 2008 9529| 5856] 1209] 14547| 3982 Bel 29943 75{ 283 bi 771; 952 19991 166 59629 
~ Year "54, 13914| 35915 47693 mal set 1778%| 325833| 553679| 16382| 126973| 697034| 212597| 43370] 561526] 155566] 150508/1123567|  629| 4006) 7978) 12613) 19926] 40593] 10343|2279738 
To Date '53 32367) 74565 106832 68157 Ba (52146 250619] 503144} 409922] 17155] 103705! 530782] 195074] 47346) 547239) 137221] 165370|1092250| 6002} 13064’ 23826] 42892] 37781} 68871| 14977|2397629 


JANUARY 
1954 Pos. Make 1953 Pos. 
1—82,233 Chev. 69,933— 2 
2—81,413 Ford 16,617— 1 
3—33,362 47,002— 3 
4—24,655 Pontiac 26,845— 4 
5—23,860 Mercury 19,831— 7 
6—23,679 Buick 26,102— 5 
7—13,777 Olds. 18,798— 8 
8—11,583 Dodge 21,604— 6 
9— 9,083 Chrysler 11,702—11 
10— 7,384 Stude. 11,704—10 
li— 6,964 DeSoto 9,356—12 
12— 5,784 Nash 12,763— 9 
13— 4,094 Packard 6,450—14 
14— 3,219 Cadillac 8,118—13 
15— 2,941 Hudson 5,316—15 
16— 2,669 Lincoln 2,929—17 
17— 1404 Willys 4,416—16 
18— 479 Kaiser 2,621—18 
19— 160 Henry J 1,302—19 
1595 Misc. 2,812 | 
Total All Makes 
340,788 386,221 





FEBRUARY 
1954 Pos. Make 1953 Pos. 
1— 91,739 Ford 69,922— 2 
2— 89,390 Chevrolet 89,331— 1 
8— 33,292 Buick 34,680— 4 
4— 29,318 Plym. 41,235— 3 
5— 25,292 Pontiac  26,103— 5 
6— 23,062 Mercury 17,745— 8 
I— 20,808 Olds. 23,722— 6 
8— 10,976 Dodge 20,638— 7 
9— 8471 Chrysler 11,076—10 
10— 7,045 Stude. 71,514—13 
li— 6,409 Cadillac 8,583—11 
12— 6,046 DeSoto 8,344—12 
18— 5,502 Nash 12,588— 9 
14— 3,718 Packard 6,654—14 
15— 2,750 Lincoln 2,507—17 
16— 2,221 Hudson 4,700—15 
17— 1,325 Willys 4,483—16 
18— 469 Kaiser 2,211—18 
19— 119 Henry J 1144—19 
1,590 2,878 
Total All Makes 
369,592 396,558 





MARCH 
1954 Pos. Make 1953 Pos. 
1—115,607 Ford 81,076— 2 
2—115,070 Chev. 116,7386— 1 
3— 47,972 Buick 41,422— 4 
4— 35,037 Olds. 28,751— 6 
5— 34,362 Plym. 47,768— 3 
6— 32,126 Pontiac 33,210— 5 
7— 27,165 Mercury 21,557— 8 
8— 13,673 Dodge 25,717— 7 
9— 10,545 Cadillac 9,940—13 
10— 10,179 Chrysler 13,600—10 
ll— 38,319 Stude. 11,822—11 
12— 7,440 Nash 16,005— 9 
183— 17,089 DeSoto 10,062—12 
14— 4,954 Packard 7,943—14 
15— 3,525 Lincoln 2,510—138 
16— 2,703 Hudson 6,160—15 
17— 1,573 Willys 5,075—16 
18— 814 Kaiser 2,659—17 
19— 135 Henry J 1,280—19 
1,998 Misc. 3,025 
Total All Makes 
480,731 486,368 








How Makers Fare in Monthly New-Car Sales 


APRIL 
1954 Pos. Make 1953 Pos. 
1—126,255 Chev. 126,378— 1 
2—121,475 Ford 85,273— 2 
3— 50,359 Buick 43,465— 4 
4— 38,643 Olds. 30,2738— 7 
5— 37,926 Plym. 53,920— 3 
6— 32,560 Pontiac  36,549— 5 
j— 25,603 Mercury 21,250— 8 
8— 14,148 Dodge 30,524— 6 
9— 11,169 Cadillac 9,770—13 
10— 9,794 Chrysler 15,099—11 
1ll— 8,968 Stude. 16,614— 9 
12— 8,282 Nash 16,077-—10 
13— 17,398 DeSoto 11,496—12 
14— 3,741 Packard 8,057—14 
15— 3,589 Lincoln 4,011—17 
16— 2,779 Hudson 7,491—15 
17— 1,670 Willys 4,918—16 
18— 1,153 Kaiser 2,731—18 
19— 123 Henry J 1,201—19 
2,467 Misc. 3,176 
Total All Makes 
508,102 528,278 









MAY 
| 1954 Pos. Make 1953 Pos. 
| 1—132,966 Chev.  129,764— 1 
2—127,523 Ford 90,112— 2 
| 38— 51,534 Buick 43,549— 4 
| 4— 42,626 Olds. 31,690— 6 
5— 38,184 Plym. 54.207— 3 
6— 32,872 Pontiac 38,314— 5 
i— 24,794 Mercury 21,317— 8 
8— 13,886 Dodge 30,249— 7 
9— 10,735 Cadillac 9,726—13 
10— 9,288 Chrysler 14,771—11 
ll— 7,929 Nash 15,076—10 
12— 7,582 Stude. 19,318— 9 
13— 6,490 DeSoto 11,620—12 
14— 3,460 Lincoln 4,596—16 
15— 3,065 Packard 7,725—14 
16— 2,729 Hudson 7,541—15 
17— 1,814 Willys 4,521—17 
13— 988 Kaiser 2,559—18 
19— 87 Henry J 1,000—19 
2,406 Misc. 2,920 
Total All Makes 
520,958 540.575 
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Auto Advertising 


By Marty Whitmyer 
Staff Writer 

Richard Morris, formerly with 
the news department of Ford Mo- 
tor Co., has been appointed public 
relations manager of the special 
product division, according to Wil- 
liam Clay Ford, division general 
manager. 

Morris joined Ford in November, 
1952, after four years as a reporter 
with the Washintgon Post and two 
years previously with the Rich- 
mond (Va.) Times-Dispatch. 

* * + 


Utley on Chrysler Account 


David H. Utley has joined Ettin- 
ger Co., public relations and publi- 
city firm, as account executive for 
the Chrysler Corp. television show, 
it was announced by Ettinger. 

Utley was formerly a public re- 
lations account executive of West- 
Marquis, Inc., Los Angeles. He has 
also been associated with W. B. 
Ross & Assoc., the Automobile Club 
of Southern California, and New 
York and Los Angeles publishing 


firms. 
* * * 


Flores Appoints Kleene 


Promotion of John K. Kleene 
to the position of director of plan- 
ning and creative services for 
Florez, Inc., Detroit, audio-visual | 
specialists in sales training and 
merchandising, has been announced 
by Genaro A. Florez, president. 

Prior to joining Florez, Kleene 
spent five years with the Army 
during World War II and served 
in India and Burma. 


* x * 


Owner Habits Surveyed 


True magazine has issued “True 
Automobile Facts end Figures” 
for 1954, a survey on repair and 
servicing practices of car owners 
as well as their purchasing habits 
relating to cars, gas, oil, batteries 
and accessories. 

Copies of the report are avail- 
able from Carl R. Gisler, Re- 
search Director, Fawcett Publi- | 
cations, Inc., 67 W. Forty-Fourth | 
St., New York 36, N.Y. 

S * 


* * 


GM Lifts Journal Ban 


General Motors has resumed| 
normal relations with the Wall| 
Street Journal and ads are to be) 
resumed momentarily, a GM 
spokesman said. 

Cancellation of ads followed the | 
paper’s publication of a story de- | 
tailing 1955 automobile designs, to 
which GM objected. GM had been 
spending about $250,000 a year in 
advertising in the newspaper. 

* Ba x 


Betteridge in New Home 


Betteridge & Co., Detroit adver- 
tising and public relations firm, has | 
moved into new quarters on the} 
15th floor of the Buhl Building. 

Harry W. Betteridge, president, 
also announced the appointment of 
John H. Van Wart as production | 
manager. Van Wart has a long 
background with several Detroit 
advertising agencies. 

* 


x * 


New Member for ANA 


Sherwin-Williams Co., Cleveland, 
has been elected to membership in 
the Assn. of National Advertisers. 

C. F. Toll is general manager of 
advertising and publicity for the 
company. 


” + ” 
Chain Buys Hoosier Daily 

The Lafayette (Ind.) Journal ¢ 
Courier has been purchased by 
Federated Publications, Inc., of 
Michigan. 

It was announced that Sawyer- 
Ferguson-Walker Co. would be the 
national sales representatives for 
the new Federated publication. 
SFW’s Detroit office is managed by 
Clark H. Stevens and is located at 
1630 Guardian Bldg. 

* x 


* 


Cole to Aid Chrysler 


Albert V. Cole has been named 
to supervise and direct all com- 
mercial aspects of the new Chry- 
sler Corp. television show, accord- 
ing to the Hollywood office of | 
McCann-Erickson. 

One variety and three dramatic | 
Shows will be produced each 
month, beginning Sept. 30, and 


will originate live from CBS 
Television City Thursdays. 


* * * 


1.5 Billion Cab Fares 


More than 1.5 billion persons 
travel more than 4.8 billion miles 
in about 76,500 fleet-owned taxicabs 
annually in the United States, ac- 
cording to an article in the current 
issue of Hthyl News. The article 
also describes improvements fea- 
tured in the present-day taxicab. 

* + * 


McPherrin Keeps Post 


John McPherrin, former pub- 
lisher of American magazine, will 
remain with Crowell-Collier Pub- 
lishing Co. as a vice-president, 


according to Paul C. Smith, 
president. 

* * * 
Names 


Appointment of MacAllister Mer- 
ritt as regional representative of 
General Motors public relations in 











WS 








More than two million 
Eaton Axles in trucks today! 


EATON 


the Buffalo region has been an- 
nounced by Paul Garrett, public re- 
lations vice-president. 


James T. Maher has been ap- 
pointed general staff assistant in 
Texas Co.’s public relations depart- 
ment. 


Hugh E. Reynolds has joined the 
western advertising sales staff of 
Nation’s Business in Chicago. He 
formerly was with Outdoor Life. 


Roger J. Lederer has been named 
an account executive on the New 
York staff of Metro Sunday Comics. 


Les Brownlee has joined the New 
York advertising sales staff of Look 
magazine. Before joining Look, he 
was on the staff of General Electric 
Co., Bridgeport, Conn. 


Lewis H. Happ has joined Geyer 
Advertising, New York as senior 
space buyer. He formerly was asso- 
ciated with Lynn Baker, Inc., as 
media group supervisor. 

Glenn Neville has been appointed 
editor of the New York Daily and 
Sunday Mirror, succeeding Jack 
Lait, who died recently. Neville was 
formerly executive editor. 


Ernest Motyl has joined Geyer 
Advertising, New York, as film pro- 
duction supervisor. He formerly 
was with Biow Co. and J. Walter 





~ Eaton 2-Speed Axles 





Hodak Honored— 


A plaque has been presented to John 
Hodak (center), Studebaker dealer in Kan- 
kakee, Ill., to commemorate his 20 years 
of association with the firm. Bud Parker 
(left), district manager, made the presen- 
tation. At right is Steve Hodak, sales 
manager. 


Thompson, Inc. Edward 8. Richard- 


son, of the agency’s media depart- | 


ment, has been appointed a media 
buyer and Howard B. Rasmussen, 
in addition to handling outdoor ad- 









for 
Truck Operators 


vertising, has been named a space 
buyer. 


David E. Botter jr., a member 
of the editorial staff of Look maga- 
zine for the past year, has been 
named assistant managing editor 
of the publication. Prior to joining 
Look, Botter was assistant execu- 
tive editor of Quick magazine. 


Eugene A. Van Ells has joined 
the Chicago advertising sales staff 
of American magazine. Van Ells 
formerly was sales representative 
for Charles L. Pluckett Cé.; Chi- 
cago. 

Lyal Marshall, who has been a 
member of Look magazine’s re- 
search department since January, 
1951, has been promoted to man- 
;ager of advertising services. He 
replaces Dick Elliot, who was re- 
cently named menswear promotion 
manager of Look. 


MacCabe Smith, who since 1951 
has been in charge of creative plan- 
ning for LaFontaine-Detroit, pro- 
ducers of sales displays, has re- 
signed to engage in other phases 
of automobile merchandising. 

Anthony C. Kupris has been ap- 
pointed general advertising man- 
ager of R. M. Hollingshead Corp., 
Camden, N. J., replacing R. E. Con- 
ley, who resigned. 





on 





Eaton 2-Speed Axle trucks make more and 


quicker full-load trips—operating cost is lower, 


upkeep is less. Trucks last longer, earn more, 


are worth more on 








MANUFACTURING 


CLEVELAND, 


the trade-in. 


AXLE DIVISION 





COMPANY 


OHIO 


PRODUCTS: Sodium Cooled, Poppet, and Free Valves » Tappets * Hydraulic Valve Lifters » Valve Seat Inserts * Jet 


Engine Parts « Rotor Pumps « Motor Truck Axles « Permanent Mold Gray lron Castings » Heater-Defroster Units » Snap Rings 
Springtites» Spring Washers» Cold Drawn Steele Stampings« Leaf and Coil Springs* Dynamatic Drives, Brakes, Dynamometers 
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Ford Setting Up Tractor Lab 


BIRMINGHAM, Mic h.—Estab- 
lishment here of a major engineer- 
ing center for tractors and farm 
equipment was announced last 
week by the tractor and implement 
division of Ford Motor Co. 

Irving A. Duffy, division general 
manager, said the center, which 
he described as unique in the farm- 
equipment industry, would require 
a staff of over 500. 

Duffy made the announcement at 
the annual national awards dinner 
of the division’s Honor Council in 


electric pre-heater 


Detroit. Thirty-three district super- 
visors were inducted into the 
council. 


The center will have, under one 
roof, the facilities and manpower 
needed for research, design engi- 
neering and laboratory testing of 
all types of farm machinery, Duffy 
said. The division’s tractor engi- 
neering department, now located at 
the Rouge plant with Ford’s cen- 
tral engineering staff, will be trans- 
ferred to Birmingham. 


Quick, Easy Starts, Engine is al- 
ready warmed up, with full power, 
ready for the road. 


pulls down high winter costs 


Warm Engines end need for heated terminals. KIM does 
not interfere with circulating systems or use of anti-freeze. 


Four Sizes — quickly installed on trucks, tractors, autos or 
stationary engines—diesel or gas. 


KIM HOTSTART electric pre- 
heaters are sold and installed 
by leading automotive sup- 
pliers. Get the jump on cold 
weather trouble by seeing 


Vie Electric Plug-in, KIM draws 
cold water from engine, heats it, 
forces it back into engine at 
another point. 


them for detailed informa- 
tion, or write for literature. 


KIM HOTSTART MANUFACTURING CO. 
West 917 Broadway, Spokane 1, Washington 


you have greater protection 
from production delays when 
you receive component parts 


VIA AMERICAN 


Today—with suppliers of component parts only hours 
away by air, you have greater protection from pro- 
duction delays. Inventories can be cut to a fraction, 
freeing capital and providing savings on warehous- 
ing. This is a job airfreight can do for any manu- 
facturer, but one American can do best of all with 
more scheduled flights to more key areas than any 


other Airline! 


AMERICAN AIRLINES “ 


Armeneas Leading Airline 








Fy 


:| service rather than that of an all- 


ince 


First Piggyback Shipment Arrives in N. Y. C.— 


Rutley Industries, Inc., receives what is described as the first piggyback shipment 
into New York, containing 40,000 pounds of chemicals. The shipment, which originated 
in Chicago, took two days, cutting the usual truck running time in half, it was said. 

* * a * * a 


Details Still to Be Worked Out... 


Piggyback Issue Vital 


To Truck Dealers 


(Continued from Page 21) 


Railway’s plan has caused consid- 
erable controversy, and is now un- 
der fire from the Regular Common 
Carrier Conference of ATA and the 
Pacific Inland Tariff Bureau. 
* + x 

VENTS of the last two months 

make it appear that the rail 
companies have established them- 
selves in the trailer-on-flatcar busi- 
ness, but the tariff question, as well 
as some of the other aspects of the 
plans, is still under investigation. 

On June 14 this year, Division 
Two of ICC suspended the so- 
called piggyback tariffs on the 

Pennsylvania, the Erie, the Lack- 
awanna, the Nickel Plate, the 
B&O and the Wabash. 

A few days later, however, ICC 
as a whole overrode the division 
decision and vacated the order of 
suspension. However, the investiga- 
tion that had been ordered by the 
division was to be continued, and 
a hearing on tariffs placed on the 
schedule. 

> * * 

yas trucking industry maintains 

that the plans must keep the 
rail movement of any given ship- 
ment subordinate to the motor car- 
rier’s movement, and that no rail- 
road should have the power to 
move any shipment from the ship- 
per to the receiver on a railway 
bill of lading. In some cases under 
the present tariffs, the rail com- 
panies would apparently be able to 
furnish the trailer movement to 
and from the rail terminals with 
company owned motor equipment 
if they so desired. 

The dispute from the common 
carrier groups is that the rails 
should not have the authority to 
transport freight other than on 
flat cars, and that under present 
ICC regulations, may not do so. 
Any movement of the trailers to 
and from the railroad terminals 
must be performed by the com- 
mon carrier. 

James F. Pinkney, ATA general 
counsel, told ICC that offering the 
railroads the right to carry on un- 
controlled door-to-door trailer-on- 


| flatear service would be tantamount 


to issuing them motor carrier cer- 
tificates conditioned only by the 
fact that part of the freight move- 
ment must be moved by rail. 
* x = 

T A hearing before ICC in June, 

12 questions concerning piggy- 
back operations were considered. 


| Pinkney confined his arguments to 


the first two questions, which asked 


| whether a railroad could transport 


its own freight on its own trailers 
on flatcars without holding any au- 
thority under Part II of the Inter- 
state Commerce Act, and if so, if 
the motor operation of the trailers 
is an operation within the partial 
exemption of Section 202 (c) (1) of 
the act. 

Pinkney maintained that the 
answer to these two questions 
was “no,” and that he and his 
organization were opposed to the 
type of rail-owned and rail-oper- 


ated service that would allow 
trailer freight to be moved from 
rail terminals to the receiver or 
shipper on railroad bills of lad- 
ing. 

Pinkney said that this type of 
operation, if carried on without the 
issuance of operating authority un- 
der Part II, would be in violation 
of the act. 

He said that the service current- 
ly being carried on by the Penn- 
sylvania under present tariffs has 
the characteristics of an all-motor 





rail service, as contended by the 
railroads. 
+ + *” 

THER than ATA, four small 

railroad companies in the East 
are joining the quest for further 
investigation by ICC, saying that 
under present tariffs, piggyback 
operations by the major rail com- 
panies would divert traffic from 
them. They include the Bush Ter- 
minal Railroad, Brooklyn Eastern 
District Terminal, New York Dock 
Railway and Jay Street Connecting 
Railroad. 

The Private Truck Council of 
America, meanwhile, has filed a 
brief with ICC maintaining that 
any piggyback arrangements 
should be made available to pri- 
vate truck owners as well as for- 
hire operators. 

It is the council’s position that a 
railroad under the provisions of 

tariffs duly published and filed by 
it, but without holding authority 
under Part II of the Interstate 
Commerce Act, may transport the 
freight-laden trailers of private mo- 
tor truck owners, even though the 
trailers may have had a prior, or 
subsequent, highway movement. 

The council said it believes that 
private truck owners will use piggy- 
back service to the extent that the 
movement of highway trailers by 
rail will reduce the overall cost of 


transportation. 
* * ® 


| THE role of the independent 


trucker is not at all clear at the 
present time, Pinkney told AvtTo- 
MoTIVE News. If the use of piggy- 
back movement proves itself to be 
an efficient and economical method 
for the common carrier, it may be 
assumed that the independent 
trucker as well will be interested 
in the service, provided it is offered 
to him. 

But the resolution of the tariff 
issue and the limitations that are 
imposed with the tariff agreements, 
is surely the answer to the problem 
as far as the trucker is concerned. 





‘NOW! 


DELIVERY COSTS 


Does All Operations — OPEN, 


4 MORE 
WAYS TO 


STOP 
MERCHANDISE 
DAMAGE 


SPEED UP 
LOADING 


CLOSE—LIFT, LOWER with only 


ONE CYLINDER 


A powerful freight elevator on the back of 
your truck that lifts or lowers Any kind of load 


UNLOAD 
7D a 


Faster in perfect safety to operator and mer- 
chandise. Now Anthony Lift Gates do All 
operations faster by eliminating extra time- 
consuming operations. Uses only ONE cylin- 


der and ONE control lever. 


New Brochure shows HOW 
—you can cut your trucking 
costs up to 50%. Send for 
your copy today—no obliga- 
tion. 


ANTHONY 
COMPANY 


STREATOR, ILL., DEPT. 5404-C 


Patd. & Pats. Pend. 
U.S. and Foreign 


CUT STANDING 
TIME 


ANTHONY te way To MAKE Time PAY 


LIFT 2 GATES 
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$595*. '50 NY 4-dr., $645, $530*; Wind- 
fuse” $510. '47 Windsor club coupe, 


Used-Car Auction Prices | "223.40. 22'2.2s|| Average Used-Car Prices 





$540*; Wayfarer 2-dr., $355. '50 Coronet 
Market Trend 4-dr., $450*; Wayfarer 2-dr., $375. 


Considerable strength was shown in the wholesale used-car market $1,025; 2-dr., $1,000; 4-dr., $965: De- 


last week, according to Automotiv 


The — —e price of used-cars sold at auction rose $1. The 2-dr., $675, $635, $625, $595; Custom 
ratio of sales, while down from the previous week, was still the sec- 75. *5¢ : 
ond-highest in six months at 73 percent. $560, $550. $360. ‘19 Custom yy ce 


The price of ’54s went up $13, 
A gain of $7 was credited to ’48s, 


The prices of ’51s and ’50s were unchanged from the previous week. coupe, $520*. '50 Super (6) 2-dr., $325. 
Losses were: ’49s, down $7; ’52s, down $2 and ’47s, down $1. Losses on | KAISER—'51 Special 2-dr., $410. 


49s and ’52s pulled those models 


The ratio of 73 percent on sales was set last week when 965 cars $910*, $775, $705. °50 4-dr., $520. 
were sold out of 1,316 offerings at eight auctions. A week earlier, at | NASH—'52 Statesman 4-dr., $1,005, $910; 
nine auctions, the sales ratio reached the year’s peak of 77 percent bler station wagon, $505; Statesman 4- 


(6) 4-dr., $700. 


DODGE—'52 Coronet 4-dr., $840*. 51 
Coronet 4dr. gees, 000": on wee, (Compiled by Automotive News) 


FORD—’54 Custom (8) 2-dr., $1,650. °52 
Custom (8) conv. $1,095*; Victoria, 


e News’ index. luxe (8) 4-dr., $555. '51 Custom (8) 
(6) 2-dr., $620, $590; Deluxe (8) 4-dr., 


for the third consecutive advance. $360. 
” HUDSON —'52 Hornet 4-dr., $920. ‘51 


9 
and ’53s went up $2. Super 4-dr., $590*; Commodore (8) club 


MERCURY—’53 Monterey coupe, $1,750; 
to new lows. 4-dr., $1,610*, $1,420. °51 club coupe, 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


Rambler station wagon, $800. ’51 Ram- 





when 1,043 cars were sold out of 1,356 offerings. dr., $485; 2-dr., 

(The above figures are averages of used-car auction prices, all makes OLDEMOBILE—'64 98) 4 “ai kee, Torpess (8) Sas, Guan” | cee ~ nanan on aoe ho 
and models, carried regularly in Automotive News.) a ae = ae $1,905* | STUDEBAKER—’52 Champion 2-dr., $625.| very high percentage were purchased’ for 

Ps); ) 2-dr., $1,305*. '51 (98) 4- ’51 Champion club coupe, $500; 2-dr.,| this time of year. Sold 157 cars ou 
VALDOSTA, GA. coupe, $1,915* (ps). dr., $1,075*; (88) 4-dr., $945*. °50 (88) $405. ’50 Champion 2-dr., $380*, $350; | 175 offerings.) vies: 
CHEV ROLET — '54 (150) 4-dr., $1,600. 4-dr., $595. Commander 4-dr., $240. '49 %-ton pick- | BUICK—’54 Special 4-dr., $2,150. '53 Spe- 
(Tom Hewitt Auto Auction. Sale every 53 Bel Air 2-dr., $1,300, $1,120; (210) | PACKARD—’51 (200) 4-dr., $800*. ’50 up, $350. cial 2-dr., $1,600*; conv., $1,670*; 4- 
Friday. Prices are for sale of July 16.) 2-dr., $1,235*, $1,015. °52 SL Deluxe 4-dr., $340. WILLYS—’48 Jeepster, $305. dr., $1,410. '52 RM Riviera 4-dr ee 
(Sold 209 cars out of 280 offerings.) 4-dr., $710. '51 SL Deluxe club coupe, | PLYMOUTH—'53 Cranbrook 4-dr., $1,130, | MISC.—'51 Henry J (6), $245. 375* (ps); Super Riviera 4-dr., $1,300; 
BUICK—’54 Super Riviera, $3,000%. '53 $695*; 2-dr., $605*, $765; SL Special $1,125, $1,075, $1,070; club coupe, 4-dr., $1,190*; Special 4-dr.,  $1,160°: 
RM 4-dr., $1,900* (ps); Super 2-dr.,| 2-dr.,’ $580; FL Deluxe 2-dr., $670,| $1,075. °52’ Cranbrook club coupe, $735. ALBANY Riviera coupe, $1,140. °51 Super 4-dr., 
$1,700*. 52 Super 4-dr., $1,175*. ‘51 $635*, 2 at $580, $405. '50 SL Deluxe| ‘51 Cranbrook 4-dr., $690. '50 Deluxe $950*. '50 Super 4-dr., $700*; Special 4- 
Special conv., $700*. °50 Super Riviera, 2-dr., $545; 4-dr., $180; FL Deluxe 4- club coupe, $450; Special Deluxe 4-dr., (Tim Anspach Auto Auction. Sale every dr., $570*, $460*; 2-dr., $490*. "49 RM 

$650* ; Special 4-dr., $525. oe 3 dr., $500. '49 FL Deluxe 2-dr., $350; $400. °49 Special Deluxe 4-dr., $430,| Monday. Prices are for sale of July 19.) 2-dr., $470*. °47 Super -4-dr., $120. 
CADILLAC—’54 (62) 4-dr., $4,625 . *'53 SL Deluxe conv., $405. $385; club coupe, $370. (Swarms of good buyers attended the | CADILLAC—’'51 (62) club coupe, -$2,011*; 
(60) Special 4-dr., $3,275* (ps). '52 (62) | CHRYSLER — ‘54 Imperial Newport, | PONTIAC—’52 Chieftain (8) 4-dr., $825.| auction today, bidding like mad men 4-dr., $1,711*%; (60) Special 4-dr., $1,- 
4-dr., $2,575*. °51 (62) 4-dr., $1,700*. $3,500*, $2,960*. °51 Windsor 4-dr., *51 Chieftain (8) 4-dr., $815*, $750*. for choice, ready to sell used cars of (Continued on Page 40, Col. 2)" : 


*48 (61) 4-dr., $750*. 

CHEVROLET—’54 Corvette conv., $2,850; 
Bel Air Sport coupe, $1,960; conv., $1,- 
920* (ps); 4-dr., $1,845*; (210) Delray 
coupe, $1,630; 4-dr., $1,630. °53 Bel Air 
coupe, $1,400; conv., $1,375; (210) 4- 
r., $1,300*; (150) 2-dr., $1,010. ‘52 SL 
Deluxe 4-dr., $900. ’°51 SL Deluxe Bel 
Air, $850; 2-dr., $770. '50 SL Deluxe 4- 
dr., $685. °49 SL Deluxe 2-dr., $585. 

CHRYSLER—’54 NY sedan, $2,950*. ‘49 
NY conv., $805*. | 

DeSOTO—’54 Fire Dome (8) sedan, §2,- 
550*. ’52 Fire Dome (8) 4-dr., $1,050*. 

DODGE—’54 Meadowbrook 4-dr., $1,600. | 
’52 Coronet 4-dr., $760. ’51 Meadowbrook 
4-dr., $550. | 

FORD—’54 Main (8) sedan, $2,100; Cus- 
tom (8) 4-dr., $1,810. °53 Main (8) 
Ranch Wagon, $1,490; 2-dr., $1,000; 
Custom (8) 2-dr., $1,300. '52 Crest (8) 
Victoria, $1,180; Custom (8) 2-dr., $1,- 
005*; Main (8) Ranch Wagon, $1,100. 
*51 Custom (8) 2-dr., $700*; 4-dr., $690. 
*50 Custom (8) 2-dr., $665. 

LINCOLN — '52 Cosmopolitan 4-dr., $1,- 
400*. °47 Continental coupe, $700*. 

MERCURY — ’54 Monterey 4-dr., $2,275. 
’53 Sport coupe, $1,670*; 4-dr., $1,410*. 
"52 4-dr., $1,100*; Sport coupe, $1,050. 

NASH—’53 Statesman Hard Top, $1,135*. 
’52 Rambler conv., $575*. | 

OLDSMOBILE—'54 (98) Holiday, $3,275*, 
$3,135*; (88) Holiday, $2,850*; Super 
conv., $2,825*. °’53 (98) 4-dr., $2,000* 
(ps); (88) Holiday, $1,950*. '52 (88) 
Super 2-dr., $1,175*. ’50 (88) 4-dr., 
$825*; 2-dr., $750; conv., $625*. 

PLYMOUTH — ’53 Cranbrook Belvedere, 
$1,135; Cambridge Business coupe, $750. 
’52 Cranbrook Belvedere, $850. °50 Spe- 
cial Deluxe 4-dr., $500; 2-dr., $375. °49 
Deluxe Suburban, $550. 

PONTIAC—’54 Star Chief (8) 4-dr., $2,- 
350* (ps). °53 Chieftain (8) Catalina, 
$1,500*; 4-dr., $1,500*. ’51 Silver Streak 
(8) 4-dr., $775*. '50 Silver Streak (8) 
Catalina, $625*. | 

STUDEBAKER — ’54 Commander 2- dr., | 
$1,600. ’51 Champion 2-dr., $475. 

WILLYS—’47 Jeepster, $140. 

MISCELLANEOUS—’53 Ford Anglia (4) 
2-dr., $435. 


DENVER 


(Denver Auto Auction. Sale every Fri- 

day. Prices are for sale of July 16.) 
(Market steady. Sold 62 cars out of 
105 offerings.) 

BUICK—’54 Century 4-dr., $2,670*. °53 
Special 4-dr., $1,485*. 

CADILLAC—’54 (62) coupe, $4,925* (ps). 
"52 (62) 4-dr., $2,350*° (ps), $2,145*. 
CHEVROLET—’54 Bel Air conv., $2,150*; 
4-dr., $2,025*, $1,875*; 2-dr., $1,870*, 
$1,700; (210) Handyman, $2,140*; 2- 
dr., 2 at $1,620; (150) Handyman, 
$1,880; ‘%-ton pickup, $1,050. °51 SL 
Deluxe 2-dr., $550, $295. ‘50 FL De-| 

luxe 2-dr., $620; 4-dr., $535*. 

CHRYSLER—’54 NY 4-dr., $2,700* (ps). 
"53 NY 4-dr., $1,540*. °52 Windsor 4- 
dr., $1,000*. ’50 Windsor 4-dr., $535*. 
49 Windsor 4-dr., $230*. 

DESOTO—’ 54 Fire Dome (8) 4-dr., $2,345* 
(ps), $2,310* (ps). 

DODGE — ’52 Coronet 4-dr., $750*. ‘51 
Meadowbrook 4-dr., $565*. 

FORD—’54 Crest (8) Victoria, $2,275*; 
4-dr., $2,000; Custom (8) Ranch Wagon, 
$2,135; Main (6) 4-dr., $1,600. °53 Main 
(6) Ranch Wagon, $1,440. ’52 Main (8) 
2-dr., $805. "50 Custom (8) 4-dr., $490; 
2-dr., $505; Deluxe (6) 2-dr., $485. '46 
2-dr., $215. 








A wise word/ofcautyon... 






You foo, canhelp stop accidents betore they oceur! 


WAGNER LOCKHEED 
HYDRAULIC BRAKE FLUID 


+ There’s none finer... none safer! 
+ Properly balanced chemically 
+ Surpasses S.A.E. specifications 


“Don’t put a killer in your car!”’, motorists are warned in a recent article in a 
popular consumer magazine. The condition is prevalent. The “killers” are 
sub-standard brake system parts, notably brake fluid. How about your customers? 


Give them the safe, dependable protection of genuine Wagner Lockheed Brake 





HUDSON—’54 Super Wasp 2-dr., $1,750. 
’52 Hornet 4-dr., $1,050*; Wasp 2-dr., 
$670. ’51 Super (6) club coupe, $565. 

LINCOLN—’49 4-dr., $225. 

MERCURY—’54 Custom 4-dr., $2,235*. 

OLDSMOBILE—’54 (98) Holiday, $3,400* 
(ps); (88) Super Holiday, $3,175* (ps). 
"53 (88) Super conv., $1,810*; (98) 4- 
r., $1,795* (ps). '52 (88) 4-dr., $1,250*. 

PACKARD—’47 Clipper 4-dr., $110. 

PLYMOUTH—’54 Belvedere conv., $2,170*. 
°53 Cambridge 4-dr., $1,035. °51 Cran- 
brook conv., $810. 

PONTIAC—’53 Chieftain (8) 4-dr., $1,- 
405*. °52 Chieftain (8) station wagon. | 
$1,380*; 4-dr., $955*. °47 Torpedo (8) | 
station wagon, $195. | 

STUDEBAKER — '52 Commander 2 - ar., | 
$965*. °50 Commander conv., $530. 

WILLYS—’54 station wagon, $2,229; Jeep- | 
ster, $1,476. ’51 station wagon, $580. | 


DYER, IND. 


(Dyer Auto Auction. Sale every Fri- | 
day. Prices are for sale of July 16.) 

(Sold 165 cars out of 253 offerings.) 
BUICK—’51 Super 4-dr., $995*; Riviera, 
$805*. °50 Super conv., $770*; 4-dr., 
$660*; RM 4-dr., $700*, $685*, $600*; 
conv., $680*%. °49 RM Riviera, $545*; 
4-dr., $345*, $300*; Super conv., £530*. 
CADILLAO — ’53 (62) coupe deVille, 
$3,350* (ps), $3,275* (ps). ‘51 (62) 


Fluid. It provides utmost operating safety in all seasons and under all driving 
conditions. Proper chemical balance enables it to withstand extreme heat with- 
out boiling ...severe cold without freezing...to absorb moisture without 
losing anti-rust properties ...to amply lubricate the system. It does not evapo- 
rate rapidly, swell rubber parts, corrode metal parts, gum up or crystallize. . 
Mixes with all approved fluids. Thay eC aL 
No. 21 is for passenger cars operating under moderate conditions. No. 21-B eae ae 

is for trucks, tractors, buses and other heavy vehicles operating under extreme Besictes 

conditions and for passenger cars where a heavy-duty fluid is recommended. 


You can depend upon Wagner quality because Wagner Products are used as 
original equipment by manufacturers of cars, trucks, buses and trailers. 





EST. Wagner Electric @rporation 


1891 6393 Plymouth Ave., St. Lovis 14, Mo., U. S. A. 
(Branches in principal cities in U.S.A. and in Canada) 





the best known name in brake service 


LOCKHEED HYDRAULIC BRAKE PARTS and FLUID - WoRol - CoMaX BRAKE LINING - AIR BRAKES - TACHOGRAPHS + ELECTRIC MOTORS. TRANSFORMERS . INDUSTRIAL CRANE BRIDGE BRAKES 


eg Ee aE pl Sasa edd 


in PO. ae 
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Rubber Use Rises 
7.29% in Month 


NEW YORK.—New rubber con- 
sumption in June totaled 111,143 
long tons, or 7.29 percent more than 
May’s consumption of 103,590 tons, 
according to the Rubber Manufac- 
turers Assn. 


Natural rubber use increased 
5.43 percent during June to 56,262 
long tons, while the ratio between 
natural and new rubber consumed 
decreased to 48.82 percent, com- 
pared with 49.68 percent in May 
and 40.20 percent in June, 1953. 


Synthetic rubber use increased 
9.13 percent in June to 56,881 long 
tons, compared with 52,122 in May. 

Consumption of reclaimed rubber 
was estimated at 22,406 long tons, 
or 9.7 percent above the May con- 
sumption of 20,425 tons. 


870*. ‘50 (61) 
(62) 4-dr., $1,010*; 
"48 (62) 4-dr., $770*. 
CHEVROLET -'54 Bel Air 4-dr., $1,875; 
(210) 2-dr., $1,675, $1,580, $1,575. °53 
(210) station wagon, $1,600; Sport 
coupe, $1,370; 2-dr., $1,270*, $1,130; 
Bel Air 4-dr., $1,350*, $1,300. ‘52 SL 
Deluxe 2-dr., $910; FL Deluxe 4-dr., 
$690. '51 SL Deluxe Bel Air, $940*; 2- 
dr., $770, $760*, $700, $685*; conv., 
$870*; 4-dr., $680*; SL Special 2-dr., 
$685; 4-dr., $510, $385; FL Deluxe 2-dr., 
$460; Delivery sedan, $470. '50 SL De- 
luxe 2-dr., $630; club coupe, $510; FL 
Deluxe 2-dr., $560; 4-dr., $535; SL Spe- 
cial 4-dr., $460; Delivery sedan, $260. 
49 FL Deluxe 4-dr., $435, $425, $410; 
conv., $300; SL Deluxe 2-dr., $240. 
CHRYSLER ‘51 Windsor club coupe, 
$700*. 
DesOTO 


club coupe, $1,510*. °'49 
(61) 4-dr., $810*. 


Powermaster 4-dr., $1,350* 


"53 


DRIQUICK Infra-Red 
Baking Ovens Cot Only 


| 


| BUICK — 


THE PROFIT 


| CADILLAC—’54 


Used-Car Auction Prices 


(Continued from Page 39) 


(ps). '51 Custom 4-dr., "49 De- 


luxe 4-dr., $420. 

DODGE ‘563 Coronet 4-dr., $1,360*; 
Meadowbrook 4-dr., $1,320*. '52 Coronet 
4-dr., $710*, $640*. ‘51 Coronet 4-dr., 
$640*. ‘50 Wayfarer 2-dr., $590. ‘49 
Custom club coupe, $550; Wayfarer 2- 
dr., $370; Coronet station wagon, $220. 
'46 Custom 4-dr., $200. 


FORD — ‘54 Custom (6) 2-dr., $1,850*; 
Custom (8) 4-dr., $1,600. '53 Main (8) 
Ranch Wagon, $1,525. '52 Custom (8) 
4-dr., $920. ‘51 Custom (8) Country 
Squire, $845; 2-dr., $580*; Custom (6) 
2-dr., $740; Deluxe (8) 2-dr., $700; %- 
ton pickup, $560. "50 Custom (8) 2-dr., 
$525; Deluxe (6) 2-dr., $275. ‘49 Cus- 
tom (8) conv., $460; station wagon, 
$350; %-ton pickup, $340. 

HUDSON ’52 Hornet 4-dr., $920*. ‘51 
Hornet 2-dr., $620; Pacemaker 2-dr., 
$535. °49 Super 4-dr., $190; Commodore 
4-dr., $110. ‘48 Super 4-dr., $170. 

KAISER—’'49 4-dr., $180. '48 4-dr., 
$130. 

LINCOLN—'52 Capri 4-dr., 

MERCURY—'53 Monterey 
‘52 4-dr., $1,160. ‘50 2-dr., $430. °49 
club coupe, $490; 4-dr., $430, $300. 

NASH—’52 Rambler station wagon, $830. 
’51 Rambler Suburban, $610*; Ambas- 
sador 4-dr., $540*, $530*; Statesman 4- 
dr., $490. '49 Ambassador 4-dr., $250*; 
(600) 2-dr., $120; 4-dr., $190*. 

OLDSMOBILE—’'52 (98) Holiday, $1,490*; 
(88) conv., $1,390*; 4-dr., $1,300*, $1,- 
260*. '50 (98) 4-dr., $700*, $660*. °49 
(88) club coupe, $500*%; (98) 2-dr., 
$370*. '47 (78) 2-dr., $130*. °46 (78) 
2-dr., $170*. 

PACKARD—’'51 

PLYMOUTH — 


$890*. 


$190, 


$1,550". 
4-dr., $1,480*. 


(400) 4-dr., $1,010*. 

‘53 Cranbrook Belvedere, 
$1,250. ’52 Cranbrook club coupe, $730. 
‘51 Cranbrook Belvedere, $680; 4-dr., 
$580, $510, $480; Cambridge 4-dr., $535. 
"50 Special Deluxe 4-dr., $440, $290. 

PONTIAC — '54 Chieftain (8) Catalina, 
$2,275*; 2-dr., $2,100*; Star Chief (8) 
i-dr., $2,210*. °'53 Chieftain ‘%) Cata- 
lina, $1,750*. '52 Chieftain (8) Catalina, 
$1,270*; 4-dr., $1,290*, $1,230*, $1,180*; 
2-dr., $1,120*, $1,060; Chieftain (6) 2- 
dr., $1,150. '51 Silver Streak (8) 2-dr., 
$950*. °50 Silver Streak (8) 4-dr., $700*, 
$670*, $660*, $610, $580. °48 Torpedo 
(6) club coupe, $170*. 

STUDEBAKER — '49 Commander coupe, 
$285. °47 Commander coupe, $205*. 
MISCELLANEOUS—’51 Frazer Vagabond 
station wagon, $350*; Henry J 2-dr., 

$185 


FLINT 


Auto Auction, Ine. Sale every 
Prices are for sale of July 


(Flint 
Wednesday. 
21.) 

(Clean automobiles are scarce and at 
@ premium. Consignment tow. Sold 52 
cars out of 78 offerings.) 
’53 Special 4-dr., $1,090*. °52 
Super Riviera 2-dr., $1,270*; Special 4- 
dr., $1,025*. '51 Special 4-dr., $865*. 
‘50 Super conv., $665*; 
$640". 
(62) club coupe, 
(ps). 


| CHEVROLET—’52 SL Deluxe 4-dr., $730; 


FROM A SINGLE EXTRA JOB 
A MONTH MORE THAN PAYS FOR IT 


Now lack of cash can’t stand in your way! Now 
you don’t have to invest a cent in order to enjoy 
the use of driQuick infra-red baking ovens that 
double and triple any shop’s volume and profits. 


Now you can meet tougher competition by cap- 
turing more dent, panel and all-over paint jobs 
at prices that will attract more customers .. . 


and you will turn out “factory-finish” quality. 


| PONTIAC 





DriQuick ovens often eliminate the need for 
building costly new paint shops, because they 
enable you to do double the amount of work 
with the same space 


| Wednesday. 


and overhead. 


DRY CLIME 
LAMP CORP. 


Greensburg, Indiana 


On West Coast: Dry Quick Sales Co., 
4710 Crenshaw Bivd., Los Angeles 


———-—-— Mail This Coupon Today ——-—--—---— 


Dry Clime Lamp Corp., Greensburg, Ind. 
Dept. A 
Please send me more information on the driQuick leasing plan. 


Nome............ Title....... 
Company 
Address 


City 


REE ee re 


| WILLYS—'52 Wing 
| MISCELLANEOUS 


| DeSOTO - 





r 
i 
I 
! 
| 
| 
! 
! 
! 
| 
! 
! 
| 
1 
! 
1 
! 
! 
! 
! 
! 
| 
! 
! 
l 
L 


2-dr., $695. ’51 SL Deluxe club coupe, 
$685; FL Deluxe 2-dr., $675. ‘50 SL 
Deluxe Bel Air, $560; 2-dr., $560; club 
coupe, $560; 4-dr., $555. 


club coupe, $275. 


| CHRYSLER—’50 Windsor Newport, $675*. 


DeSOTO—’53 Custom (8) 4-dr., $1,420*. 

DODGE—’53 Coronet 4-dr., $1,160; '-ton 
express, $825. °51 Coronet 4-dr., $585. 
"50 Meadowbrook 4-dr., $305. °49 Cor- 
onet club coupe, $385. 

FORD -— '53 Custom 
$1,500*. °51 Custom (8) 4-dr., $660; 2- 
dr., $635, $570. ‘50 Custom (8) 4-dr., 
$430, $240; Custom (6) 2-dr., $400, 
$290. '49 Deluxe (6) 2-dr., $135. 

LINCOLN—’52 Cosmopolitan club coupe, 
$1,650*. °49 4-dr., $385*. 

MERCURY—’54 club coupe, $2,160*. 
Monterey 4-dr., $1,090". °50 4-dr., 
"49 club coupe, $340. 


"52 
$450. 


| NASH—'51 (600) 2-dr., $345; Ambassador 


4-dr., $335. 
OLDSMOBILE—'51 
(98) conv., $545*. 
PLYMOUTH "50 
coupe, $450; 2-dr., 
dr., $305. 


(98) 4-dr., $800*. ‘50 
Deluxe club 


"49 Deluxe 2- 


Special 
$415. 


‘53 Chieftain (8S) Catalina, 
$1,760*. °51 Silver Streak (6) 4-dr., 
$600*. ‘49 Silver Streak (8) 2-dr., $300. 

STUDEBAKER —- ‘51 , Champion 
$490; 2-dr., ‘50 Champion 
$190. 


$300. 
(4) 2-dr., $525. 
-'52 Jaguar 
4-dr., $1,500. 


PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every 
Prices are for sale of July 
21.) 

(A light with buying 
Sold 88 cars 


offering today, 
heavy and prices steady. 
out of 114 offerings.) 
BUICK — '53 RM Riviera sedan, 
(ps). °50 Super Riviera, $660*; sedan, 
$610, $575*; Special sedan, $550. 
RM sedan, $250*, $150. 
CADILLAC—'48 (62) conv., 
"47 (62) conv., $550. 
CHEVROLET — '53 (210) 
$1,375. °52 SL Deluxe sedan, $850", 
$830*, $790*; SL. Special sedan, $740, 
$695. '51 SI. Deluxe conv., $790; sedan, 
$675*. $630, $610; SL Special, $595. 
$475. '50 SL Deluxe sedan, $550, $540, 
$300. "49 SL Deluxe sedan, $445. ‘48 
FM conv., $290; FL sedan, $280. 
CHRYSLER—’51 NY Newport, $980*; Im- 
perial sedan, $850*. '50 Windsor sedan, 
$630*, $615*. 
‘51 Custom 
Custom sedan, $690*. 
DODGE—'51 Coronet sedan, $735, 
FORD — '54 Crest (8) 
$1,830; Skyliner, $1,860; Main (8) se- 
dan, $1,575. ’°53 Custom (8) sedan, §$1,- 
300*, $1,265, $1,170. '52 Custom (8) se- 
dan, $915; Main (8) sedan, $805, $780. 
‘51 Custom (8) sedan, $630, $520. ‘50 
Custom (8) sedan, $560, $505, $465. '49 
Custom (8) sedan, $460, $450. ‘46 De- 
luxe (6) sedan, $250. 
MERCURY—'52 Monterey coupe, $1,075*. 
‘50 sedan, $580, $480, $430. ‘49 sedan, 
$370. '47 sedan, $280. 


$800*, $765. 


station wagon, 


sedan, $825*. ‘50 


$650. 


Riviera 2-dr., | 
$4,575* | 


"49 SL Deluxe 





$1,720* 
"48 | 
| These Vehicles Processed 
| by the Army and Given 
| Same Road Test as New— 


4-dr., | 
2-dr., | 


Mark 7| 


' 


| Corps blue. 7:50 x 20 tires. 


Victoria, $2,075°*, | 
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NASH—’'51 Rambler station wagon, $650. 
OLDSMOBILE — '54 (98) sedan, $2,900* 
(ps). "52 (88) sedan, $1,250*. '51 (98) 
sedan, $770*. '50 (88) sedan, $690, $650; 
(98) sedan, $660, $570. °49 (98) sedan, 
$510, $430. 46 (66) conv., $240. 
PLYMOUTH — ’'53 Cranbrook Belvedere, 
$1,200*; sedan, $1,060. °52 Cambridge 
sedan, $715. '50 Special Deluxe sedan, 
$510. ‘48 Special Deluxe sedan, $325. 
‘47 Special Deluxe sedan, $250. 
PONTIAC—'53 Chieftain (8) sedan, $1,- 
300*. °51 Silver Streak (8) sedan, $730*. 
‘30 Silver Streak (8) sedan, $700, $675; 
Silver Streak (6) sedan, $525. '49 Silver 
Streak (S) sedan, $520; conv., $460. '48 
Torpedo (6) sedan, $325. °47 Torpedo 
(8) sedan, $200. 
STUDEBAKER ‘51 
$540*. 
WILLYS—-'50 Jeepster, $530. 


CHICAGO 


(Arena Auto Auction. Sale every 
day. Prices are for sale of July 20.) 
(Sold 249 cars out of 343 offerings.) 
BUICK—’54 Super Riviera 2-dr., $2,720*, 
$2,710*. ‘53 Super Riviera 2-dr., §2,- 
255* (ps); 2-dr., $1,800*, $1,795*, $1,- 
745*. °'52 Super Riviera 4-dr., $1,250*, 
$1,245*; Special 4-dr., $1,150*; Riviera 
2-dr., $785. '51 RM conv., $1,020*; Riv- 
jera 2-dr., $800*; Super Riviera 4-dr., 

$945*, $655*, $630°*. 

CADILLAC— (62) conv., $3,160* 
4-dr., $2,735*; (60) Special 4-dr., $2,- 
840* (ps). ‘52 (62) coupe, $2,300*. ‘51 
(62) coupe, $1,765*. '50 (62) 4-dr., $1,- 
435*, $1,410*. 

CHEVROLET —'54 Corvette conv., $2,500; 
(210) Delray coupe, $1,625. °53 Bel Air 
Sport coupe, $1,500*, $1,485*; 4-dr., $1,- 
405*, $1,260; (210) 4-dr., $1,255*, $1,- 
235*, $1,215*; 2-dr., $1,230*, $1,215*; 
(150) 2-dr., $970; %-ton panel, $785. 
’52 SL Deluxe 4-dr., $1,010; conv., $910; 
2-dr., $855, $850; FL Deluxe 2-dr., $1,- 
000, $850. °51 SL Deluxe 2-dr., $810. 

CHRYSLER—’49 Windsor club coupe, 
$445*. '46 Windsor 4-dr., $135*. 

DeSOTO —-'50 Custom 4-dr., $565*. ‘49 
Custom 4-dr., $450*. 

DODGE—’52 Meadowbrook 
‘51 Meadowbrook 4-dr., $595*, 
$560*; Wayfarer 2-dr., $545*; 
4-dr., $530*. ‘50 Coronet 4-dr., 
Wayfarer 2-dr., $410*. 

FORD—’54 Crest (8) Victoria, 
‘563 Crest (8) Victoria, $1,405*; 
(8) 4-dr., 2 at $1,190, $1,095; 
at $1,190, $1,165*, $945. 


Commander sedan, 


Tues- 


(ps); 


$690*. 
$570", 
Coronet 
$410*; 


4-dr., 


$1,910". 
Custom 
2-dr., 2 
‘52 Crest (8) 


Victoria, $1,295; Custom (8) conv., §$1,- 


100; Main (8) 4-dr., $595. °51 Custom 
(8) conv., $855; Victoria, $840; 4-dr., 
$745*, $660*, $615; 2-dr., $715. 

HUDSON—’53 Jet sedan, $850. ‘51 Super 
(6) 4-dr., $525. ‘50 Pacemaker 4-dr. 
$300. 

KAISER—’53 Manhattan 4-dr., 
’52 Virginian 4-dr., $455. 

LINCOLN—’53 Capri conv., 
Cosmopolitan 4-dr., $1,130*. 

MERCURY—’53 Monterey coupe, $1,880* 
4-dr., $1,385, $1,375. °52 Custom Sport 
coupe, $1,405*; 4-dr., $1,200*; Montere, 
coupe, $1,300*. ‘51 4-dr., $805, $665; 2 
dr., $595*. 

NASH—’53 Statesman 4-dr., $1,205*; Ram- 
bler station wagon, $1,075. ‘51 Rambler 
conv., $460. '50 Ambassador 2 - dr. 
$310*, $305; Statesman 4-dr., $225, $200 
"49 (600) 4-dr., $110. 

OLDSMOBILE — '54 (98) conv., $3,110* 
(ps); (88) 4-dr., $2,700* (ps). '53 (88) 
Holiday, $2,060* (ps), $2,045* (ps), $1,- 
815* (ps); 4-dr., $1,700*. ‘52 (98) Holi- 
day, $1,500*; 4-dr., $1,250*, $1,225*. °51 
(88) Holiday, $1,040*; (98) 4-dr., $705* 

PACKARD—’52 (200) 2-dr., 2 at $895* 
*51 (200) 4-dr., $660*. 

PLYMOUTH — ’52 Cranbrook Belvedere, 
$695; 2-dr., $655; Cambridge 4-dr., $600 
$590. °51 Cranbrook Belvedere, $750. 
$665, $645; 4-dr., $440, $300. '50 Deluxe 
Suburban, $615; 2-dr., $435. °49 Special 
Deluxe conv., $425. 

PONTIAC—’54 Star Chief (8) 4-dr., §2.- 
295*. '53 Chieftain (8) Catalina, $1,805", 
$1,750*; station wagon, $1,755* (ps); 
conv., $1,595*; 4-dr., $1,355*, $1,350", 
$1,325*, $1,250; 2-dr., $1,270, $1,175. ’52 
Chieftain (8) Catalina, $1,165*. 

STUDEBAKER — '53 Commander Land 
Cruiser, $860. ‘52 Commander Land 
Cruiser, $750*. ‘51 Champion 2- dr., 
$515, $365; Commander conv., $510. '50 
Champion 4-dr., $340*, $250*; 2-dr., 


$1,175* 
$2,465. '51 


S—’'53 2-dr., $855. 
MISCELLANEOUS — '54 
roadster, $1,380. 


MASON CITY, IA. 


(Lapiner Auction Co. Sale every Wed- 
nesday. Prices are for sale of July 21.) 

(Excellent activity. Sold 97 cars out 
of 137 offerings.) 
BUICK—’'54 Super Riviera sedan, $2,600*; 
Special 4-dr., $2,385*. ‘53 RM 4-dr., 
$1,765* (ps). ‘52 RM 4-dr., $1,155*, 
$1,125*; Special 4-dr., $1,100* (ps); Su- 
per 4-dr., $1,115*, $1,100, $1,085*. °51 
RM 4-dr., $970*. 

(Continued on Page 41, Col. 1) 


Sunbeam-Alpine 


WITH THE STIFF WIRE 


OVAL DEADLOCK KEY RING 


SUPERIOR BECAUSE: 
1. EASIEST AND FASTEST TO APPLY 
2. POSITIVE LOCK AGAINST LOSS 
3. NON TANGLING 


METAL EYELET TAGS & DEADLOCKS 


Tag 1% x 2%” 
Wire .055 


IN GOV'T 


$14.75 Shipment Prepaid if 
1.15 Check Accompanies 
; Order ... 

4.00 Otherwise C. 0. D. 


GARD Printing Company... 


GRAND ISLAND, N. Y. 


SENSATIONAL VALUES 


(8) station wagon, | 


SURPLUS 


1/2 Ton Chevrolet (4 x 4's) Unused 
and Well Protected During Storage 


Original Gov't 
Cost 
$3,750.00 


Now only 


$595 F.0.B. Atlanta 


All-wheel drive . . . makes 
own roads ... pulls any- 
thing anywhere. Heavy- 
duty rear- mounted, man- 


ual operated winch. Air tractors 


Only 25 Left — Act Now! 


Call, Write or 
wire Your Order 


Excellent Condition 


Priced at a fraction of original cost. ideal for: 
Tow trucks, Snow plows, landscapers, farming, con- 


FULTON AUTO EXCHANGE 


1/2 Ton Dodge 


ALL WHEEL DRIVE— 
IT MAKES ITS 
OWN ROADS— 


Original Gov't 
Cost 
$3,860.00 


F.0.B. Atlanta, Ga. 


and off the road work. Front mounted 


heavy duty winch. 


50 IN STOCK — ORDER TODAY 


Prompt Shipment 
Guaranteed 


2235 STEWART AVE., ATLANTA, GA. 
TELEPHONE FAirfax 8606 


Istieniteneheceenimtnetnieimmmiemmeeiinmemmaeeiaaindiecememmmtas ee haere a ne 
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(Continued from Page 40) 


CADILLAC—’'53 (62) 4-dr., $3,150* (ps). ‘48 FL Aerosedan, $350. '47 FM 4-dr., 
51 (62) 4-dr., $2,085*, $1,745*. 50 (61) $125. °46 school bus, $280. 
t-dr., $1,350*. CHRYSLER—’'51 NY 4-dr., $875*; Wind- 


CHEVROLET—’54 Bel Air 4-dr., $1,830, sor 4-dr., $820* ‘46 Windsor 4-dr., 
$1,690, $1,670; (210) 2-dr., $1,560. '53 $100. 

210) 4-dr., $1,340*, $1,245, $1,195*; | nopGE—’50 w 2. * 

Bel Air 4-dr., $1,335%, §1,330°, $1,245°: | PORD-O54 Custom ta) Duc, ee iss. °53 
150) 2-dr., $1,010, $1,000. "52 SL De-| Custom (8) 4-dr., $1,290"; Main (8) 2- 
luxe 2-dr., $760. '51 SL Deluxe 4-dr.,| dr, $1,010. '51 Custom (8) 4-dr., $705* 
$775*; club coupe, $675; sedan delivery,| §700*; conv., $695*. '50 Custom (8) 2- 
$460. '50 SL Deluxe 4-dr., $590. ‘49 SL dr., $575* $515 49 Custom (8) 2-dr 
Deluxe 2-dr., $450, $440; conv., $430. $435*, $415*. a z re 
= HUDSON — ‘53 Jet 4-dr., $1,055*. °51 
Hornet 4-dr., $605. 

MERCURY—’'52 4-dr., $1,270*. °51 2-dr., 
$865*, $830*; 4-dr., $835*. '49 conv., 
$420; 2-dr., $400. 

OLDSMOBILE—’54 (88) Holiday, $2,915* 
(ps); 4-dr., $2,670* (ps). '53 (88) Holi- 
day, $2,130, $2,125*. "52 (88) 4-dr., $1,- 
320*. '51 (98) 4-dr., $835*. '50 (88) 2- 
dr., $715*; (98) 4-dr., $650*. "49 (88) 
4-dr., $490. 

| PACKARD—’50 4-dr., $470*. 

PLYMOUTH — ’53 Cambridge 4-dr., $1,- 
150*, $1,010. '52 Cambridge 2-dr., $700; 
4-dr., $650. °50 Cambridge 4-dr., $425. 
‘49 Deluxe 4-dr., $420. '48 Special De- 
luxe 4-dr., $225. 

PONTIAC—’'54 Chieftain (6) 4-dr., $1,750. 
‘51 Silver Streak (8) 4-dr., $760*. ’50 
Silver Streak (6) 2-dr., $505. '49 Silver 
Streak (8) 4-dr., $450*. °47 Torpedo 
(6) 4-dr., $170. 

STUDEBAKER—’51 Champion 2-dr., $435. 
*50 Commander 4-dr., $345*. 

WILLYS—’49 Jeepster, $410*. 

MISCELLANEOUS "51 Henry J 2-dr., | 
$230. 


Important Men to Reach 
in Selling the 
Car Dealer Market 








PRESIDENT 

R. D. “Dusty” Rhodes, of 
Rhodes - Walker Chevrolet 
Co., South Charleston, West 
Virginia, always makes time 
in his busy day for a thorough 
reading of Automotive News. 
He then passes it on to... 





MANHEIM, PA. 


(Manheim Auto Sales & Auction, Inc. | 
Sale every Friday. Prices are for sale of 
July 23.) 

(Market good. Sold 125 cars out of 
182 offerings.) 


nap. 
, BUICK — ’'54 RM Riviera coupe, $3,060* | 
: STAINLESS STEEL | (ps); Super Riviera 2-dr., $2,650%. '53 


-| RM 2-dr., $1,800* (ps). '52 RM conv., | 
| $1,110* (ps). °51 Super Riviera 4-dr., | 

oor ge ro ec or ; $890*. ’50 Super Riviera coupe, $850*, 
$830*; conv., $510. '48 RM 2-dr., $290. | 

CADILLAC—’54 (62) 4-dr., $4,560* (ps). | 


PARTS MANAGER 





©@ Prevents chipping of auto door "53 (62) coupe de Ville, $3,520* (ps); | s 
@ Follows curve of any car door edge _e oe (ee, $3,100° (ps). °52 | Clyde Blankinship. “The boss 
® Adds “that finishing touch” ee eater. ee wee eed routes Automotive News to me so 
@ Easily installed by car owner CHEVROLET- + Corvette conv., $2,700* | that I - —— my buying 
‘ * (ps); Bel Air 2-dr., $2,125*; (210) 2-dr., | moves with what's going on across 
@ Retails at $4.95 for 2 Doors | $1,460*. '53 (210) conv., $1,390*. ’52 SL | che country tae - 
$8.95 for 4 Doors Deluxe 4-dr., $1,080*. | '51 SL Deluxe | we y- 
. : | station wagon, $395. 50 SL Deluxe Bel | 
@ Display carton holds 16—2 Door Kits Air, $790*; 4-dr., $660; club coupe. | 
(Equivalent to 8 4 Door) $610, $490; ‘%-ton panel, $350. "49 SL 
rs .60—Sells for $79.20 Special 2-dr., $415. ‘47 FM 4-dr., $165. | 
Costs you $39 ells for $ CHRYSLER—'53 Windsor Newport, $1,- | 
650* (ps). ‘50 Royal 4-dr., $650. '48 
THE SNAP TRIM COMPANY Town & Country conv., $260. 
P.O. Box 1235, Jacksonville 1, Fla. DeSOTO — ’52 Fire Dome (8) 4-dr., $1,- | 
6 040*; Custom club coupe, $1,025*. °51 | 
ad ~_ Money-Back aaeeg Custom 2-dr., $820*. '46 Custom 4-dr., 
We Pay Shipping Charges on Prepaid Orders $210. | 
ie | DODGE — °54 %-ton pickup, $1,010. ’51| 
Wayfarer 4-dr., $730; Coronet 4-dr., 








$710. ’50 Coronet station wagon, $790. 
“49 Wayfarer roadster, $265. '48 Custom 





e oot $255. s 
‘0 —'54 Crest (8) station wagon, §$2,- 
» &) Orlando in 150; Custom (8) 2-dr., $1,730%. °53 
> Crest (8) Victoria, $1,640*. 52 Custom 
(8) 4-dr., $1,020. °51 Custom (8) Vic- 
125 Markets toria, $920; 4-dr., $760; 2-dr., $680; De- 
luxe (6) 2-dr., $500. ’50 Custom (8) 2- 


dr., $535. °49 Custom (6) 4-dr., $270. 


When Sears brought out its new pas- *48 Deluxe (6) 2-dr., $230. | SERVICE MANAGER 


_. | HUDSON—’51 Pacemaker 4-dr., $425. ’50> - : 
senger car tire, Silent Guardsman, it| Commodore (6) —.. $480. *49 Com- Maxwell Price. “With Automotive News 
a8 modore (8) 4-dr., $300. * 
selected 125 cities for a test sales cam-| KaISER—'51 Special 4-dr., $600. I ‘keep current’ on new trends that affect 
paign to introduce it. , MERCURY—’53 Custom Sport coupe, $1,- | 


550*. "52 Monterey coupe, $1,440*. 50 | my purchasing decisions. 


New York was one, of course. So was $785." me), ae. 2) Camom 4-de., 


: . : NASH—’52 Rambler conv., $635*; States- 
Chicago. And Philadelphia and Boston. a ite ok a alee Ee. 
$225. °49 (600) 2-dr., $220. °'46 (600) 


all 


In the list is also Orlando, Florida. 4-dr., $110. 
OLDSMOBILE—’'54 (88) Holiday, $2,770* 
Why? Sears must know the answer. (ps). °53 (88) Holiday, $2,110* (ps). 


'50 (88) 2-dr., $785*; 4-dr., $520*; (98) 
: ‘ f the nation’s| 4-dr., $720*. °47 (66) 2-dr., $295. 
it this market ls one of ff PACKARD—'52 conv., $1,080*. °49 conv., 
125 in the eyes of Sears, it must be 210. 
* PLYMOUTH—’54 Cambridge 4-dr., $1,710. 
worth casting your eye on, too. 53 Cranbrook 4-dr., $1,100; Cambridge 
4-dr., $1,085; 2-dr., $960. °52 Concord 


Important to Them — The Weekly 
Newspaper of the Industry 


These are the three most important “titles” to reach in selling 


Orlando Sentinel-Star 2dr. 5000; Gumneiee 2-40.. 90m. 50 the big, ever-changing car dealer market. These are the men 
-dr., . “49 &§ cia. . ee 2 
Orlando, Florida Deluxe 4-dr.. $470... " who make the buying decisions. These decision men at 
Nat. Rep. Burke, Kuipers & Mahoney ee Gs. ta atte” Ge) ae Rhodes-Walker Chevrolet Co., South Charleston, West Vir- 
’ ; -ar., »té iS). 


Chieftain (8) 4-dr., $1,035*. °51 Silver 
Streak (8) Catalina, $1,160*; Silver 
Streak (6) 4-dr., $860*. °49 Silver 
Streak (6) 2-dr., $530. '48 Torpedo (8) 
4-dr., $320. 

STUDEBAKER—’'52 Champion 4-dr., $610. | 
’49 %-ton pickup, $265. '48 Commander 
2-dr., $140. °47 Champion 4-dr., $165. 
*41 1%-ton truck, $180. 

AUTO WILLYS—’51 (4) %-ton pickup, $360. 


TURNTABLES FT. WAYNE, IND. SELLING TO 


Automotive News gets the same kind of thorough 
(Carl Marker’s Auto Auction. Sale every 
Manufactured by 
* 


ginia, must ? up on what’s new in industry. The weekly 
newspaper of the industry presents them with authoritative 
news and comments on every phase of the industry. These 
three men “can’t do without it.” 





r--—-------------- 
oe 





Tuesday. Prices are for sale of July 20.) AUTOMOTIVE readership from the cision Men in the automotive 


(Market steady with a good demand os ss : : 
for all units. Sold 101 cars out of 140 factories: top administrative executives as well as 


offerings.) engineering and production men. 
™ t M hi C BUICK — '53 RM Riviera 4-dr., $1,735°; FACTORIES, TOO? 8 & P 
acron Macninery Lo. Super Riviera coupe, $1,680°. '52 RM 
DYKE LANE Riviera 4-dr., $1,230* (ps); Special 4- - 
dr., $990*. ’51 Super Riviera coupe, $1,- P 
Stamford 2, 010*. ’50 Super Riviera coupe, $710*; THE WEEKLY NEWSPAPER OF AMERICA'S NO. 1 INDUSTRY 
Conn sedanet, $515; RM 4-dr., $505*. °49 Su- 
P per 4-dr., $460*, $450*. '48 Super 4-dr., @ ABC audited circula- 
$215, $200. '46 Super 4-dr., $175. | tion: 41,000 
CADILLAC—’53 (62) 4-dr., $3,000* (ps). . ® 
"52 (60) Special 4-dr., $2,210* (ps). °49 
(62) 4-dr., $935*. @ Readers per issue: 
CHEVROLET —- '53 (210) 4-dr., $1,145, over 150,000 
$1,140. '52 SL Deluxe 4-dr., $855*, $850, 
$830*, $805. '51 FL Deluxe 2-dr., $695, 
$690, $655, $600. ’°50 FL Deluxe 2-dr., 
$540, $475; 4-dr., $405. "48 FL conv., 
$315; SM 4-dr., $250. 
CHRYSLER—’52 Wintisor 4-dr., $1,125* 
(ps). °51 Windsor 4-dr., $745*. ‘50 














100 Feet of 48-12” x 18” Pennants Windsor 4-dr., $630*. ‘49 NY 4-dr., 
leather Durafilm $425. '46 Town & Country 4-dr., $135. 
png Mwy phy By ee eee REPRESENTATIVES 
DO — '5 ‘oronet 4-dr., . en 
MYRLO COMPANY Meadowbrook 4-dr., $525. ’49 Coronet 
. 2168 W. 25th., Cleveland 13, Ohie, dept. N club coupe, $405. 
= (Continued on Page 42, Col. 2) 
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AMC Names Boyd 
As Romney Aide 


DETROIT.—Virgil E. Boyd has 
been appointed special assistant to 
George Romney, executive vice- 
president of Am- 
erican Motors 
Corp. 

Boyd formerly 
was a dealer in 
Alliance, Neb. 

He was with 
Nash as assistant 
to the general 
sales manager 
and office man- 
ager at the com- 
pany’s central of- 
fice in Detroit 
from 1944 to 1947. He joined Nash 
in 1937 as office manager and car 
distributor at the branch office in 
Omaha and later served as district 
manager in Kansas City. 

Boyd entered the auto business 
in 1931 as assistant accounting 
manager for General Motors Ac- 
ceptance Corp. 


V. E. Boyd 


For the lowdown on dealer thinking, 
read John O. Munn’s column each week 
on Page 3. 
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Used-Car Auction Prices 


(Continued from Page 41) 


FORD — '54 Crest (8) Victoria, $1,280*; 
Main (8) Ranch Wagon, $1,890; Main 
(6) 2-dr., $1,375. '53 Crest (8) conv., 
$1,370*; Custom (8) 4-dr., $1,230; %- 
ton pickup, $895. '52 Main (8) Ranch 
Wagon, $1,215; Custom (6) 2-dr., $910*. 
’51 Custom (8) 4-dr., $685, $645, $635; 
2-dr., $660, $545; Custom (6) Victoria, 
$805; 2-dr., $680; Deluxe (6) 2-dr., 
$470. '50 Custom (8) conv., $385. °49 
Custom (8) conv., $350; 2-dr., $335. 


KAISER—’51 Deluxe 4-dr., $410*. 

LINCOLN—'49 4-dr., $200. 

MERCURY — '53 Monterey 2-dr., $1,375. 
"52 Monterey 4-dr., $1,085. °51 Custom 
4-dr., $800*%, $775*, $740*. 

NASH—’52 Rambler Hard Top, $745. 


OLDSMOBILE —-’'52 (88) 2-dr., $1,235*. 
’51 (98) 4-dr., $960*. ‘49 (98) 4-dr., 
$500*. 

PACKARD—'51 4-dr., 
$225. '48 4-dr., $140. 

PLYMOUTH—’53 Cranbrook 2-dr., $970. 
‘52 Cranbrook 4-dr., $735; Cambridge 
2-dr., $655. '51 Cambridge 4-dr., $640. 
’50 Special Deluxe 4-dr., $300. 

PONTIAC—’53 Chieftain (6) 2-dr., $1,190. 
’52 Chieftain (8) 4-dr., $1,080*. '49 Sil- 
ver Streak (8) 2-dr., $450*, $425*; se- 
Canet, $410*. °48 Torpedo (8) 4-dr., 


$715*. °49 2-dr., 


$150. 
STUDEBAKER — 
$1,330*. °48 Commander 4-dr., 


’53 Commander coupe, 
$205. 





America’s No. 1 Heater 


for CHEVROLET 


CHEVROLET MODEL GM-35 
TWIN-AIR SUPREME For Finger- 
tip Climate Control. 


Dimensions: Width- 10%''’— 


Height 16’’— 
Weight: Packed in individual car- 


Depth 814". 


tons, 30 lbs. 


MODEL GM-53-5 TWIN-AIR 
DE LUXE For Unequalled Econo- 
my and Performance 


HERE’S THE STAND-OUT HEATER FOR ALL 


CHEVROLET CARS. JUST COMPARE THESE 


a Ne ae 


SEE HOW THEY SPELL SALES FOR YOU: 


No drilling necessary—effortless installation 

Home-comfort warmth with or without fresh air 

Super-efficient defrosting and demisting—using full heater output 
New 10-section motor—more powerful and efficient than any 


other heater motor 


Handsome chrome control panel permits fingertip operation of heater 
All copper and brass 83-inch deep core—56 sq. in. of surface area 


for maximum heat 


Balanced blower provides volume of heater air equal to that 


supplied by 12” fan 


Recirculates air to keep out exhaust fumes in traffic 


Buy The Best- 


Buy For Less 


Buy Direct And Make More Profit 


Buy E.A. H 


. LABORATORIES, Inc., 


Eee 


Brooklyn 5, N.Y. UL 5-412] 


| FORD—’54 Custom (8) 2-dr., 








MISCELLANEOUS—’51 Henry J (6) 2-dr., 
$ 


275. 


OMAHA 


(Cliff Soderberg Auto 
every Thursday. 
July 22.) 

(Prices still good on clean autos. Bet- 
ter than average units getting good 
prices. Sold 49 cars out of 105 offer- 
ings.) 
BUICK—’ 54 

'53 Special 


Auction. Sale 
Prices are for sale of 


Super Riviera 2-dr., $2,585°. 

Riviera coupe, $1,390*. ’'52 

Special 4-dr., $1,020. °50 Special 4-dr., 
$675. 

CHEVROLET—’54 (210) Handyman, §2,- 
120°. ‘53 (210) 4-dr., $1,100*; (150) 
2-dr., $1,000; sedan, $975. "52 SL De- 
luxe 4-dr., $750*. °51 SL Deluxe 4-dr., 
$740*, $620; SL Special 2-dr., $660. °50 
SL Deluxe 4-dr., $540. '49 SL Deluxe 
4-dr., $455; club coupe, $400. '48 %-ton 
pickup, $160. '46 FM 4-dr., $250; sedan, 
$150. 

DODGE—’46 Custom 4-dr., 

FORD—’53 Main 


$100. 

(8) Ranch Wagon, $1,- 
450; %-ton stake, $990. °52 Main (8) 
2-dr., $850. '50 Custom (8) 2-dr., $570, 
$440; Deluxe (8) 2-dr., $450. '49 Cus- 
tom (8) 4-dr., $500; conv., $420, $395; 
2-dr., $375; Custom (6) 4-dr., $320. 

HUDSON—’51 Hornet sedan, $670*. 

MERCURY—’54 Monterey coupe, $2,395*; 
Custom 4-dr., $2,000*. '50 coupe, $470. 
"#9 club coupe, $550; club sedan, $335. 
*48 4-dr., $100. 

NASH — '53 Statesman 4-dr., 
Statesman 4-dr., $480. 
dr., $335, $325. 

OLDSMOBILE—’54 (88) Super 4-dr., 
720* (ps). °51 (98) Holiday, 
"48 (98) 4-dr., $255. 

PONTIAC—’54 Star Chief (8) 
075*, $2,025*. '53 Chieftain 
$1,520*. '48 Torpedo (8) 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 

Wednesday. Prices are for sale of July 21.) 
(Prices held firm with a lighter con- 
signment today. °49s through ’5is best 
sellers, Sold 92 cars out of 141 offer- 
ings.) 

BUICK—’52 Super 4-dr., 
Super 2-dr., $905*, 
dr., $545*, $460*. 

CADILLAC—’51 
$1,755* (ps). 
(ps), $1,585* (ps), $1,410*. 

CHEVROLET—’54 Bel Air 4-dr., $1,575, 
$1,570. °53 (210) 4-dr., $1,125, $1,105, 
2 at $1,090. "52 SL Deluxe 2-dr., $910*, 
$890. '51 SL Deluxe 2-dr., $710, $680, 
2 at $675. °50 SL Deluxe 2-dr., $625, 
eon $510. '49 FL Deluxe 2-dr., $450, 
430. 


$995*. '51 
"50 Statesman 4- 


$2,- 
4-dr., 


(8) 
coupe, $240. 


$2,- 


$995*, $945*. '51 
$800*. '50 Super 4- 
49 RM 2-dr., $240*. 
(62) 4-dr., $1,760* (ps). 
"50 (62) 4-dr., $1,605* 


$1,705". °53 
Crest (8) Victoria, $1,445*; Custom (8) 
2-dr., $1,235, $1,230. ‘52 Custom (8) 
4-dr., $905*. ‘51 Custom (8) 2-dr., 
$685*, 2 at $670*, $580*; %-ton pickup, 
$575. '50 Deluxe (6) 2-dr., $510, $500, 
2 at $410. '49 Custom (8) 2-dr., $305*, 
$300, $295, $290. 

HUDSON—’49 Commodore 4-dr., $200*. 

KAISER—’51 Deluxe 4-dr., $480*, $410*. 
"49 Deluxe 2-dr., $110. 

LINCOLN — ’50 Deluxe 4-dr., $475*. 
Cosmopolitan 4-dr., $265*, $240*. 
MERCURY — ’53 Custom 4-dr., $1,510*. 
"52 Custom 4-dr., $960*. °51 Custom 4- 
dr., $860*, 2 at $820*. '49 2-dr., $430*, 

$275. 

OLDSMOBILE—’54 (88) Super 4-dr., $2,- 
580* (ps), $2,540* (ps). ’53 (88) Super 
4-dr., $1,860* (ps), $1,790*. °’51 (88) 
Holiday, $1,145*. ’50 (88) Super 4-dr., 
$780*. 

PLYMOUTH—’53 Cranbrook 4-dr., $995*. 
*52 Cranbrook 4-dr., $690*. ‘51 Cran- 
brook 4-dr., $550, $510, 2 at $500. °49 
Special Deluxe 4-dr., $295, $260. 

PONTIAC — '53 Chieftain (8) 4-dr., $1,- 
410*, $1,360*. ‘52 Chieftain (8) 2-dr., 
$1,010*. ‘51 Silver Streak (8) 4-dr., 
$720*. ’49 Silver Streak (8) 4-dr., $305*. 

STUDEBAKER — ’52 Commander 4-dr., 
$660*. °51 Champion 2-dr., $455*. '50 
Champion 2-dr., $400*. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 

day. Prices are for sale of July 22.) 
(Sold 81 cars out of 110 offerings.) 

BUICK—’54 Special 2-dr., $2,000. '51 Su- 
per 4-dr., $840*; 2-dr., $825*. 

CADILLAC—’53 (62) 4-dr., $2,680* 
coupe, $2,560* (ps), $2,310* (ps). 
(61) 4-dr., $1,510*. 

CHEVROLET — '54 (210) 4-dr., $1,570*. 
"53 (150) 2-dr., $930. '52 SL Deluxe 2- 
dr., $820. '51 SL Special 2-dr., $705, 
$660; 4-dr., $650. '49 SL Deluxe 4-dr., 
$470; 2-ton truck, $375. '48 2-ton truck, 
$575. °47 1-ton truck, $405. 

CHRYSLER—’53 Windsor 
"51 NY 4-dr., $1,025°. 

DODGE—’52 Coronet Diplomat, 
Coronet 4-dr., $355. 

FORD—’54 Crest (8) Country Squire, §2,- 
350*; Custom (8) Country sedan, §$2,- 
375*, $2,350*, $2,275*; station wagon, 
$2,275; Main (8) Ranch Wagon, $2,100. 
*53 Custom (8) 2-dr., $1,305; 4-dr., $1,- 
260*; Main (6) 2-dr., $1,035, $1,030 
$1,000. ‘52 Custom (8) 4-dr., $1,075; 
Main (8) 2-dr., $875; 1%-ton truck, 
$695. '51 Custom (6) 4-dr., $600; 2-dr., 
$510. '50 Custom (8) 2-dr., $650; 4-dr., 
$580; Deluxe (6) 2-dr., $500. '49 Cus- 
tom (8) club coupe, $440, $355; 4-dr., 
$410, $330, $290. °48 Super Deluxe club 
coupe, $220. 

LINCOLN—’53 Custom Sport coupe, 
200°. 

MERCURY—’54 Monterey Sun Valley, 
375*; 4-dr., $2,055*. °'49 
$450. 

NASH—’46 (600) club coupe, $105. 

OLDSMOBILE —'53 (98) Starfire conv., 
$3,550*; Holiday, $2,150*, $2,100*. ’'52 
(98) 4-dr., $1,700%. ‘51 (88) Holiday, 
$1,175*, $1,150*. '50 (88) Super 4-dr., 

85* 


*49 


(ps); 
"50 


4-dr., $1,400. 


$900*. °49 


$2,- 


$2,- 
club coupe, 


PLYMOUTH—'53 Cranbrook 4-dr., $990; 
Cambridge club coupe, $955. °51 Cran- 
brook 4-dr., $680. '50 Special Deluxe 4- 


dr., $605. 

PONTIAC—’53 Chieftain (8) 4-dr., $1,- 
505°, $1,475*, $1,420*. '51 Chieftain (8) 
4-dr., $760*. '50 Silver Streak (8) coupe, 
$540*. '47 Torpedo (8) 4-dr., $190. ‘46 
Torpedo (8) club coupe, $100. 


$1,035°*. | 


4-dr., | 


STUDEBAKER—’53 Champion 4-dr., $930. 
‘52 Champion 2-dr., $775; Commander 
2-dr., $715. °50 Champion 4-dr., $455; 
Commander coupe, $390, $355, $305. 

MISCELLANEOUS—’50 GMC 
up, $435. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 

| nesday. Prices are for sale of July 21.) 

| (Market continued good with average 
activity. Over 65 percent sold indicates 
@ good retail here. Sold 51 cars out of 
78 offerings.) 

BUICK—’51 RM 4-dr., $1,025* (ps). 

CHEVROLET—’'53 (150) 4-dr., $800. ‘51 
%-ton panel, $395. '50 FL Deluxe 2-dr., 
$605, $600, $555; SL Special 2-dr., $525; 
%-ton pickup, $470. '49 FL Deluxe 2-dr., 
$245. 

FORD—’53 Custom (6) 4-dr., $1,075; Main 
(6) 2-dr., $900. '52 Custom (8) 2-dr., 
$910; Custom (6) 2-dr., $730. '51 Custom 
(8) 2-dr., $800, $730, $715, $680, 2 at 
$650, $565, $530. '50 Custom (8) 4-dr., 
$570, $515, $420; Deluxe (8) 2-dr., $550, 
$530, $505, $415. 

HUDSON—’51 Pacemaker (6) 4-dr., $390. 
’49 Super (6) 4-dr., $225. 

MERCURY—’50 2-dr., $590*. °47 4-dr., 
$265. 

NASH—’51 Rambler conv., "50 
Statesman 4-dr., $290. 

PLYMOUTH—’53 Cranbrook 2-dr., 
$905. ‘51 Cranbrook conv., $570. 

PONTIAC—’53 Chieftain (6) 2-dr., 


$505. 
$940, 
$1,- 


\%-ton pick- | 





aaCELEA 47 (4) Overland Jeepster, $350. 
SCELLANEOUS—’52 Henry J (4) Vag- 
aoend 2-dr., $495. °51 Frazer (6) 4-dr., 
$220. 
* * * 


— Auctions in Brief — 
WINDSOR, VA. 


Windsor Auto Auction. Every Thursday 
(July 22). Sold 83 percent of the offer- 
ings in today’s sale. 


JENISON, MICH. 

Grand Rapids Auctions, Inc. Every Tues- 
day (July 20). Market strong on all clean 
autos. Demand up a little even on fair 
units. Sold 52 out of 76. 


N. LITTLE ROCK, ARK. 
Arkansas Auto Auction. Every Tuesday 
(July 20). Good demand although cars 
searce. Sold 45 out of 71. 


EBENSBURG, PA. 
Ebensburg Auto Auction. Every Thurs- 
day (July 22). Demand very good. Sellers 
seem reluctant to sell although prices are 
up from the previous week. Sold &6 out 
of 112. 


INDIANAPOLIS 
Ken Schaefer Auto Auction, Inc. Sale 
every Thursday (July 22). Market steady 
on ’54 models, strong on °'46 through °48 
models, slightly weaker on ‘52 and ‘53 
units. Demand strong for all clean mer- 
chandise. Sold 118 cars out of 152 offerings 





230*. 








YOU NAME IT — WE BUILD IT 
There is a HERMAN BODY 
designed for your customers’ 

specific needs... 
HERMAN REFRIGERATED 
ia” DELIVERY BODIES. 


oi) ri Cod THE 
COLDAIRE 
Drive-On-The-Road Refrigeration 
shoxpen’ yiewliptacersmt ys Main 


OVER- 


ae Refrigeration for 
NIGHT LOADING —-Mainta 
ry ty . ‘ally esigned for 

re . LOAD TODAY 
MORROW 


Refrigerated Delivery Body For 


Store Delivery — Maintain a 








Ever striving to improve and better ride 

controls, Gabriel engineers have now de- 

veloped the first fool-proof adjustable shock 

absorber to meet individual preferences in riding 

comfort. It’s the brand-new 3-way Gabriel AjustO- 

matic Shock Absorber. Easy to adjust for a “Soft”, 

“Normal” or “Firm” ride. A click of the shock and you 
select the ride you like for the road you ride. 


Here is the latest idea in 


shock absorbers for all cars, 


whether new or driven a year or more. Be among the first to 


feature this 


newest of GABRIEL FIRSTS, 


Gabriel’s crowning achievement in shock ab- 
sorber engineering. 


Detailed information free on request. 


nt GA BRIE Loompany 


CLEVELAND 


15, OHIO 
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More Wildcat Strikes in Offing? 





By Joe Callahan 
, Staff Writer 
y= the wildcat strike is be- 
‘Y coming less common, labor 
observers in the auto industry see 
the situation ripe for 
more unauthorized 

| ate | strikes like the one 
that recently idled 
45,000 Chrysler 
workers. 

They reason this way: 

1. Unionists, faced with the like- 
lihood of lost time anyway, are 
susceptible to prodding by the 
hotheads. 

2. Management, in situations 
where its dealers have plenty of 
cars, is in no mood to be pushed 
around. 

3. Most of the factors that were 
responsible for the Chrysler strike 
are still present, in other shops and 
other locals. 

* * cd 
FACTORY official, who de- 
clined to be named, pointed out 
that the strike began at about the 
same time that it became known 
that all Chrysler divisions would 
shut down in a few weeks. 

He claimed that unions often 
strike at such times, hoping to | 
win concessions without a net 
loss of time. In the case of the | 
Chrysler strike, the workers | 
would lose a week in July and 
gain a week in August. 
Also pointing to the imminent | 

factory shut-down, a CIO spokes- 
man said management is similarly 
“not so concerned” about a strike | 
at such times, in as much as one | 
result would be a saving in unem- | 
ployment compensation. In Michi- | 
gan an employer’s payments are | 
based on the benefits paid to his) 
workers. 

An official of Dodge Local 3,)| 
which kicked off the Chrysler 
strike, blamed the dispute on 
Dodge’s “habit” of changing pro- | 
duction standards whenever pro-, 
duction is at a low ebb. He said 


that this was common, in a lesser 
degree, in other factories. | 
7 + = 
“WE ONLY have wildcats when 
production is below normal,” 
this spokesman maintained. “Dodge 
officials have always had the atti- 
tude, ‘We’re in the saddle now. 
Let’s give the boys a ride.’” 

Other factors said to be behind 
the Chrysler strike, and which 
are present elsewhere, include: 

1. A lack of harmony between 
International and local union of- 
ficers. 

2. One spokesman blamed the 
“indiscriminate hiring policies” of 
many managements which result in 
the employment of young hot- 
headed troublemakers who will 
walk out on the least provocation. 
This is particularly true when 
workers, brought into Detroit for 
war work, are switched to car 
production. 

A UAW spokesman said the In- 
ternational, despite its sterner view 
of wildcat strikes, is powerless to 
completely stop them, because 
“we're not a police agency, and if 





Women Ask $100,000 


In AMC Back-Pay Suit 

DETROIT.—A $100,000 suit has 
been filed in Wayne County Cir- 
cuit Court against American Mo- 
tors Corp. by 20 women who 
claim they were discriminated 
against in the layoffs which fol- 
lowed termination of Hudson Mo- 
tor Car Co.’s Boeing aircraft de- 
fense contract. 

The women, who were laid off 
in Oct., 1953, charged that they 
had the right to “bump” male 
workers with less seniority under 
the UAW-CIO’s contract. Their 
attorney, A. L. Zwerdling, said 
the suit would be a test case to 
decide the claims of more than 
100 women. 
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|as far as his individual operation 


a bunch of hot-heads feel like tak- 
ing a walk, what can we do?” 
+ + + 

UT,” he continued, “the wild- 

cat is becoming less common 
all the time because the workers 
get no strike assistance, because 
the average worker is taking a 
more intelligent view of unsanc- 
tioned strikes, making the insti- 
gators politically unpopular, and 
because the International has in- 
stalled administratorships in some 
cases.” 

The Chrysler strike was ended 
shortly after the walkout was la- 
beled a wildcat by the UAW-CIO 
International executive board, 
which said: 


“We are compelled to find that 
the Dodge strike is unauthorized 
in that it is conducted in viola- 
tion of both the UAW-CIO con- 
stitution and the collective bar- 
gaining contract between the 
union and the Chrysler Corp.” 

In ordering the strike, Joe Cheal 
and Pat Quinn, president and vice- 
president respectively of the local, 

violated the UAW constitution by 
failing to get the sanction of the 
International before calling the 
strike and by failing to conduct a 
secret strike vote on the specific 
issue or issues involved. 

* x * 


IN ANOTHER labor front, a 12- 

man union production stand- 
ards committee will be named soon 
to work out methods of increasing 
the efficiency and the competitive 
position of Willys Motors, accord- 
ing to Richard T. Gosser, UAW- 
CIO vice-president. 


Gosser said the committee will 
investigate cases where transfers 
of workers from one department 
to another may improve produc- 
tion. He said seniority will be 
observed in all transfers. 

Last April, Willys workers voted 
to scrap the incentive pay system 
at the plant and to switch to 
straight hourly rates, resulting in 
a 5 percent pay cut for about half 
the workers. 

Of * * 

EANWHILE, the strike of 23,- 

000 CIO Rubber Workers was 
continuing at Goodyear Tire & 
Rubber Co. plants. Late last week, 
negotiating committees were meet- 
ing daily, but no progress was re- 
ported. 

Talks also were continuing 
among other members of the 
“Big Four” in the rubber indus- 
try — Goodrich, Firestone and 
U. S. Rubber — but negotiators 
were apparently awaiting the out- 
come of the Goodyear strike. 

Goodyear offered a five-cent 
hourly boost, but the union report- 
edly was asking for a 7%4-cent hike, 
plus an additional 5%4-cent hourly 


rise to correct inter and intra- 
plant inequities. 
Munn 


(Continued from Page 3) 


in the direction that best fits his 
individual business. He cannot 
afford to have his advertising 
controlled by the influence of 
someone who has advertising to 
sell. 

In the truest sense of the word, 
all business is local. An automo- 
bile dealer should give special con- 
sideration to this truism. He is 
interested only in reaching people 
in his definite market and telling 
his specific story in an attempt 
to lay a condition whereby he is 
the preferred dealer and thus at- 
tract more people favorably in- 


| clined, in advance, to do business 


with him. 

If he keeps this consideration 
uppermost in mind he will often 
find it possible to reduce his total 
advertising expense and at the 
same time make it more effective 


is concerned. 


De Sakhnoffsky Retained 


GRAND RAPIDS, Mich. — Grand 
Rapids Brass Co., automotive hard- 
ware manufacturer, has retained 
industrial designer Col. Alexis de 
Sakhnoffsky to consult with its cus- 


| tomers’ designers on their styling 
and design problems. 


Rep. Herbert B. Carkin, 
ber of the Rhode Island General|of the Republican State Central 
Assembly and head of Union Motor | Committee. 








Carkin Heads GOP Sales (Lincoln - Mercury), Provi- 
a mem-| dence, has been named chairman 
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Most Dealers Making Money . . . 


Confidence Is Rising 
In Miami Market 


By Connell 
Staff Correspondent 

MIAMI.— New-car dealers here 
have entered the second half of 
1954 with considerably more con- 
fidence than prevailed at the be- 
ginning of the year. 

Despite the gloomy prophecies at 
New Year’s, and especially those 
expressed at the NADA convention 
in Miami Beach last January, not 
a single Miami new-car dealer has 
gone out of business, and most of 
them profess to be making some 
money. 

Tom Caldwell (Studebaker), 
relations chairman of the 
dealer association, attrib- 

uted improvement in conditions 
partly to the belief that manufac- 
turers have seen the handwriting 
on the wall. 

“The dealers here heve been cut- 
ting inventories,” Caldwell said, 
“and most of the manufacturers 
are adjusting quotas more realis- 
tically. We don’t lack for custom- 
ers, and the public’s purchasing 
power in the new-car field has 


Obituaries 


Thomas Hay, 85, 
Ex-NADA Head 


CHICAGO.—Thomas J. Hay, 85, 
pioneer Chicago auto distributor, 
died July 22. 

Mr. Hay had been in the auto 
business in Chicago from 1905 until 
1939 and for many years operated 
a distributorship at 2515 S. Micigan 
Ave. 

He was president of the Chicago 
Automobile Trade Assn. for three 
terms, and also served as president 
of NADA. 

oe . * 
Vance C. Bingham 

SEATTLE. — Vance C. Bingham, 54, 
owner of automotive-parts firms in Fair- 
banks, Ketchikan and Anchorage, Alaska, 
died at his Seattle home. He also had 


been a representative of Graybar Electric 
Co. in Alaska for 18 years. 
* * * 


- James Vernon Wood 
BARTLESVILLE, Okla.—James Vernon 
Wood, 62, died July 21. He was owner of 
Jim Wood Chevrolet Co. here, which he 
organized in 1936. 
* * * 
Orlan Pearl Marconet 
LARNED, Kans. — Orlan Pearl Mar- 
conet, 64, died July 20. Formerly a Kaiser- 
Frazer dealer, he last operated a Stude- 
baker firm. 
* * * 
James V. Humphrey Jr. 
JUNCTION CITY, Kans. — James V. 
Humphrey jr., 62, died July 22 of an 
apparently self-inflicted bullet wound, ac- 
cording to Sheriff Bill Crites. Mr. Humph- 
rey owned Humphrey-Coover Chevrolet Co. 
He had been in the auto business for 35 
years. 
x * . 
William B. Elkins 
GRAHAM, N. C.—wWilliam Burns Elkins, 
president and general manager of Elkins 
& Terrell Motor Co. in Burlington, N. C., 
died at his home here July 26. He had 
been in the automobile business in Ala- 
mance County since 1919. 
* * 


* 
William F. Kuss 
CRESCENT CITY, Calif.—William F. 
Kuss, 58, Los Angeles zone manager for 
Chevrolet trucks, was killed in a head-on 
collision near here. 
* 


7 - 
Edward Tiffin McDavid 
SPRINGFIELD, Ill. — Edward Tiffin 
McDavid, 73, one of the earliest Ford 
in Illinois, died July 20. 
* * * 


md L. Petty 
PHOENIX, Ariz. — Raymond L. Petty, 
40, general manager for Phoenix Packard 
Motor Co., died after a short iliness. 
Mr. Petty had been with the firm for 18 


Nash's New Los Angeles Zone 
All Los Angeles zone office operations of Nash have been transferred to this new 
building in El Segundo, Calif. Comprising 50,000 square feet of floor space on a| Grand Trunk Garage. 


been surprisingly good.” 

Richard W. Fincher (Oldsmo- 
bile), president of the association, 
said that business has been better 
than anticipated. 

“Speaking for myself,” he said, 
“our volume for the first six months 
was up over the same period of a 
year ago, and profitwise it has 
been as good as 1953, which was 
our best year.” ~ 

On the other hand, a number of 
dealers still see the Ford-Chevrolet 
production race as a serious threat 
to the stability of the market. 

They say dealers in these two 
lines are still being flooded with 
cars and have stepped up com- 
petition to a point that makes it 
pretty rough on dealers of other 
makes in the same price range. 

This rivalry has brought about 
some long trades and has disor- 
ganized price schedules, it is said. 
However, the Chevrolet and Ford 
dealers apparently don’t agree. 
Leo Adeeb, operator of Beach 
Chevrolet, said competition is like 
it was before the war, “only not 
so cutthroat.” 

“In a manufacturer’s market,” 
Adeeb said, “the dealer may have 
to go after volume business, but 
that’s not bad business at all. We 
make a little money, and the cus- 
tomer gets the benefit.” 

Advertising reflects the stiff com- 

petition. One Pontiac dealer is ad- 
vertising deals with “no interest” 
on time payments. Ben McGahey 
(Dodge-Plymouth), is giving an 
air-conditioning unit with every 
new car sold. 

Don Allen-Southland Chevrolet 
is advertising, “We don’t adver- 
tise these cars as new, but—” 
and quotes prices on 1954 Chev- 
rolets. 

John Grentner, president of the 
Miami Used Car Dealers Assn., 
advises his members to stay clear 
of the new-car business. 

“We're making good deals on 
’41s to ’52s,” he said, “but there’s 
nothing in handling the ’54s. What’s 
killing the new-car dealers is the 
bonuses the makers are giving for 
volume business. A new-car dealer 
who gets a $100 bonus on new cars 
can make it mighty tough on the 
little fellow who can’t handle vol- 
ume sales.” 


Dealers Go for H 


Indictment Names 4 
In Willys Parts Plot 


DETROIT.—Four persons were 
named in a six-count Federal in- 
dictment returned last week in a 
$100,000 parts conspiracy against 
the former Willys-Overland Co., 
Toledo. 


Indicted were Emanuel Weiss, 
54, Detroit; his brother, Phillip, 
52, and Sidney Bergman, 38, both 
of New York, and George Golden- 
berg, 58, of Beverly Hills, Calif. 

The four had been arrested in 
the case in 1952. It was charged 
that they had pretended to repre- 
sent a legitimate shipping firm 
and after persuading Willys to 
consign the parts to that com- 
pany, diverted the shipments to 
other warehouses. 


Ford to Develop 
Secret Weapon 


For Air Force 


DEARBORN. —A classified con- 
tract to develop a new weapon for 
use by the U.S. Air Force has been 
announced by Ford Motor Co. 

The contract, one of three 
awarded to Ford by the Detroit 
Ordnance District, was for ap- 
proximately $1 million. 

A second project was an exten- 
sion of work under which the com- 
pany already had developed the 
M39, a 20-millimeter automatic gun 
which fires faster than any weapon 
ever used by the U. S. armed serv- 
ices. The extension will enable 
Ford to make further improve- 
ments in the weapon, the firm said. 

The third contract provides for 
an expansion of the weapons en- 
gineering and testing facilities at 
the company’s Rouge plant here. 

Ford has been doing automatic 
weapons research and development 
work for the Army Ordnance Corps 
since February, 1951. The company 
delivered its first model of the new 
20-millimeter gun in June, 1951, 
and has continued to improve the 
weapon since that date. 

In Korean combat tests late in 
1952, U. S. F-86 jet fighter planes 
armed with Ford-developed M-39’s 
shot down at least seven Russian- 
build MIG-15 fighters. 


Davidson Gets Studebaker 


Davidson Implement Co. has 
received the Studebaker franchise 
for Amery, Wis. David Davidson is 
owner of the firm. 


e Type in Ads... 


Dealer Ormsby Sponsors TV Program— 


“l Led Three Lives” is the title of a television program sponsored by L. D. Ormsby 
(center), owner of Ormsby Chevrolet Co., San Antonio, Tex. The program is based 
on the experiences of Herbert Philbrick, a former Communist who turned FBI in- 
formant. At right is Maurie Neshime, Ormsby general manager, and at left, Thomas 


F. Conroy, ad agency head. 


SAE Session on Trucks 


Opens on Coast Aug. 16 


NEW YORK.—Operational data 
on commercial vehicles, including 
actual experience with power steer- 
ing, new fuel systems, fleet mainte- 
nance and multi-grade lubricants, 
will be presented at the national 
West Coast meeting of the Society 
of Automotive Engineers Aug. 16-18 
at Los Angeles. 

All sessions will be held in the 
Sierra Room of the Hotel Statler. 

R. A. Garrison, of Garrison Mfg. 
Co., and A. S. Page, of Page & Page 
Co., will discuss the eight different 
types of steering systems now 
available. 

Cc. R. Boll, Cummins Engine Co., 
will describe development of a new 
fuel system incorporating parts re- 
duction of 50 percent and weight 
reduction of 80 percent. 

Fleet maintenance techniques 
will be reviewed by D. H. Mikkel- 
son, of Los Angeles-Seattle Motor 


‘Headline Happy’ New England 


By Charles Sampas 
Staff Correspondent 

LOWELL, Mass.—New England’s 
auto dealers have gone “headline 
happy” in their quest for sales. 

Their newspaper ads have blos- 
somed out into what appears to be 
a contest for which dealer can pre- 
sent the most action-provoking 
“Gee-whiz” headline. 


Following are some of the ads 
on a typical Sunday in the news- 
papers of staid (?), conservative 
(?) Boston: 

“OFGANT-JACKSON CHEVRO- 
LET repeats ONE MILLION Dol- 
lar Inventory Sale .. . This was 
the greatest sales event to ever hit 
N. E. We sold over 186 cars in three 


mobiles. Our prices and cars must 
be right. For those who were un- 
able to take advantage, we repeat 
it again. All fresh stock. All cars 
sold with a lifetime guarantee. 610 
automobiles to choose from.” 

Then followed an eight-column 
picture of a lot full of cars. 

Moyne Chevrolet Co., Inc., 
Newton, Mass., used inch-high 
type to say: “YOU NAME THE 
DEAL.” It continued: “On the 
theory that 98 percent of the peo- 
ple are fair and honest we would 
like to have YOU NAME THE 
DEAL!” 

The “Big 2” means Kane Chev- 
rolet Co., Dorchester, Mass., was on 
its second week of Kane’s Great 
Anniversary Sale. “As low as $25 


days. Brings our total sales for| Down.” 


| the first six months to 2,177 auto- 


. 


< ae _ as aia at iy * - we 
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three-acre lot, the new facilities permit all activities to be conducted on one floor. 


“Seymour Scores Again—190 Cars 
Must Go This Week . . . $20 Down,” 
headlines Cambridge’s Seymour 
Chevrolet ad in “reverse plate” — 
white figures on black. 

“More is Our Motto” is the head- 
line for Commonwealth Chevrolet, 
Boston. 

“The Sale of Sales!” is Cadillac- 
Oldsmobile’s ad on Commonwealth 
Ave., Boston. 

In Providence, R. 1, B. A. Dario 
Co., “New England’s Largest 
Buick Dealer,” proclaims “July is 
Buick Month at Dario’s” in a big 
headline and reminds: “GET IN 
ON THE KILL—We'll Pay TOP 
PRICE for Your Car—in trade 
on a new Buick...” 

In Portland, Me., there is quite a 
variety: 

“We'll Swap Ya!” headlines 


“6,000 Satisfied Customers” head- 





lines “Dr.” Jerry Waxman, D.A.D. 
(Doctor of Automotive Difficulties.) 


“The Morning After Be HAPPY 
and SATISFIED,” advises Pattison 
Auto Co. 

“Enjoy Low Price Transporta- 
tion,” says Allied Packard Co. 

“Yes! They Come from All 
Around to get THE BEST DEAL 
IN TOWN!” is the way Swearingen 
Motors Co. (Lincoln - Mercury), 
puts it. 

Five years to pay is O’Meara Mo- 
tors’ headline in Hartford, Conn. 

“Buy Now! Buy Right! Buy Gen- 
gras!” headlines Gengras Motors, 
Inc. (Ford), Hartford. “We at Gen- 
gras Believe: Your Car is Worth 
More at Gengras—Our trade allow- 
ances are the highest in the East. 
Our Prices on New and Used Cars 
are the Lowest in the East—Try 
Us and See For Yourself. You Set 
Any Reasonable Terms We'll 
Take the Deal. You Won't Believe 
nr 

In Worcester, Mass. “GET 
YOURSELF A TOP DEAL” is 
Harr Motors’ slogan. 

Chandler Motor Sales puts it this 
way: “The Lid Is Off! The Biggest 
Trading Jamboree in Our History 
—Hottest Trade in a Lifetime on 
New 1954 Studebakers!” 

Charlie Maykel, the Chevrolet 
dealer, features headlines but also 
has a picture of a perfume bottle, 
“Windsong by Prince Matchbelli.” 
He gives it away. Charlie is head 
of Charles Chevrolet, Inc., and he 
urges, in half-page ads, that read- 
ers call their favorite salesman— 
and he lists more than a dozen 
names. 





Express, Inc., who will suggest the 
use of better inspection techniques 
and testing instruments as steps 
toward maintenance economy. 

Comparison of the operating 
characteristics of diesel and gaso- 
line engines will be made by Theo- 
dore Dec, of the Bureau of Public 
Roads, in reporting the WASHO 
road tests for commercial vehicles. 

Efforts on vehicle performance 
of the new multi-grade lubricants 
will be discussed in a _ technical 
paper prepared jointly by C. C. 
Moore, W. L. Kent and W. P. Lak- 
in, of Union Oil Co. 

A joint technical paper by Val 
Gates, R. F. Bergstrom, L. A. 
Wendt and T. S. Hodgson, all of 
Shell Oil Co., will describe a new, 
quick and reliable field test for 
crankcase lubricant condition. 

Progress in the development of 
automatic transmissions for trucks 
and buses will be reviewed by R. 
W. Schaefer, Allison division of 
General Motors. 

A report on relationships between 
fuel additives and engine durabil- 
ity will be prepared jointly for 
presentation by A. E. Felt, R. V. 
Kerley, and H. C. Sumner, of Ethyl 
Corp. 


ASM E Honors Alden 


NEW YORK.—The American So- 
ciety of Mechanical Engineers has 
made Carroll Alden, research and 
patent engineer of Ex-Cell-O Corp., 
a fellow of the society. 


Results! 
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P: Pz rley on Freight Charges Is Put Off . 


FTC Asks Wide Industry Probe 


(Continued from Page 1) 


conference are of extreme interest 
to the auto dealers of the country. 


“Elimination of ‘phantom’ 
freight; the removal of alleged 
factory pressure; revisions of the 
selling agreement between factory 
and dealer, and other topics that 
undoubtedly would be reviewed are 
included in the action program of 
NADA. 

* * = 

EFORE NADA would be will- 

ing to enter into a discussion 
of the other areas of inquiry sug- 
gested by Mr. Howrey, by such a 
formal device as a trade-practice 
conference, we consider official ap- 
proval by the governing board of 
our association an indispensable 
prerequisite. 

“We question, too, the propriety 
of having other issues included 
without the prior consent of all 
who would participate in such a 
meeting. 

“The introduction by Congress- 
man Hinshaw of H.R. 9917, de- 
signed to eliminate ‘phantom’ 
freight, and the testimony which 
developed on this subject in the 
hearings on this and H.R. 9769, 
leads us to believe that our freight 
conference proposed for July 29, 
and the alternative trade-practice 
conference suggested by Mr. How- 
rey, should not be held at this 
time. 

+ *® cm 

“3ST HAS been and continues to 

be our sincere desire to em- 
ploy the conference-table approach 
to those matters requiring the at- 
tention of manufacturer and dealer 
alike, and certainly it is our belief 
that this should be the first step 
to be taken in resolving industry 
problems. 


“When, as in the present case, 
our plans have been deflected by 
conditions beyond our control, 
we deem it desirable to defer 
pursuing the subject until the 
bills pending before Congress 
have been resolved. 


“Therefore, unless you feel that 
it would be beneficial to proceed 
with an exploratory meeting, as 
Mr. Howrey suggests, leading to a 
trade-practice conference, we pro- 
pose to postpone, indefinitely, the 
conference set for July 29.” 

* x * 


a. replies received from manu- 
facturers expressed agreement 
with the NADA position, Bell said, 
and he announced the postpone- 
ment. 

The original proposal for the 
conference, conceived by Bell, was 
in the form of a memo to Howrey 
which said, in part: 

“The whole broad question of 
freight rates is a highly compli- 
cated matter involving many 
questions of finance, economics 
and sound business judgment. 

“In the opinion of NADA, there 
are several avenues of approach, 
but no easy answer, in arriving at 
a solution. 

* * * 
“MANY dealers and dealer groups 
have proposed that NADA 
file a complaint with the Federal | 
Trade Commission and request that | 
the commission institute immedi- 
ately a full investigation of freight 
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charges within the industry in or- 
der to determine whether or not 
laws are being violated or that 
compulsion is being used to create 
artificial barriers to free competi- 
tion or to maintain prices at levels 
that are not justified by actual 
conditions. 

“Others have expressed the 
view that we might work toward 
a reasonable solution to the prob- 
lem through holding conferences 
with each manufacturer in turn. 

“Although I (Bell) recognize that 
the hard-driving and sometimes 
ruthless competition that typifies 
this industry will frequently impel 
some men to demand intervention 
by Federal agencies, I hold to the 
conviction that any industry should 
exercise every means of putting 
its own house in order before it 
seeks arbitration or punitive action 
on the part of Government. 

* * * 
ee as spokesman for 
the new-car dealers of America, 
I am at this time reluctant to place 
the entire matter in the hands of 
the Federal Trade Commission, but 
by no means do I wish to imply 
that such an action might not oc- 

cur at a future date. 

“While we may find that such 
abuses as exist have become so 
deeply imbedded that corrective 
measures cannot be taken, even 
though efforts are made by means 
of sincerity, I believe that the 
council-table approach should be 


C & R Transport 
Buys Keeshin 
Amid Court Fight 


CHICAGO. — C & R Transport, | « 
Inc., last week purchased Keeshin 
Freight System in accordance with 
a reorganization plan approved by 
the Interstate Commerce Commis- 
sion and Federal Court here, which 





has had jurisdiction over the bank- | 


rupt Keeshin firm since 1946. 


Keeshin has truck freight routes 
totaling 16,000 miles and extending 
over 17 states. 

Management will be taken over 
by John Ruan, Des Moines, owner 
of C & R, who announced that 
Keeshin’s truck-trailer fleet would 
be modernized through the pur- 
chase of 200 trailers and 150 trac- 
tors. 

Under the reorganization plan, 
funds have been made available 


from a capital contribution of $100,- | 


000 by C & R from the purchase of 
$200,000 of a new preferred stock 
issue by the Ruan interests; the 
purchase of $500,000 of preferred 
stock and $400,000 of subordinated 
notes by Fruehauf Trailer Co., an 
interested creditor, and by bank 
loans aggregating $1,200,000. 





Reorganization of Keeshin is be-| 
ing contested by 26 railroad carriers | 


which are opposing ICC’s approval 
of the plan in a suit instituted in 
Federal Court in St. Louis. 

This suit is being contested by 
the parties to the reorganization, 


which together with the U.S. Gov-| 


ernment and ICC have been named 
as defendants. 





Winners in Twin City Plymouth Contest— 

In a drawing sponsored by the Twin City Plymouth Dealers Assn. more than 50,000 
registered. Shown are (from left), W. B. McKinstry, president of Hopkins Dodge-Plymouth; 
the Minneapolis winner, Mrs. Ada Dirks; George Hartzell, of Hartzell Motors (Dodge- 


Plymouth), treasurer of the association; the St. 


Paul winner, Rev. Amos Lundquist, 


cond Tom Bosworth, sales manager of Carter-Danielson (DeSoto-Plymouth). Beside a 
car, each winner also received a one-week vacation for two. 


followed until it proves it is use- 
less of producing results that are 
in the interest of the public and 
the industry. 


“The NADA would like to call a 
conference in Washington at an 
early date in order to provide an 
opportunity for a full and free dis- 
cussion of matters involving freight 
charges between factories and 


dealers. 


* * ” 


: THIS conference we would 
invite each automobile manu- 
facturer to send representatives. 
We would request the chairman of 
the Federal Trade Commission to 
attend, to answer questions and to 
enter into the discussion to the 
extent that he thought proper. 

“The advantages of this approach 
are that: 

“(A) An opportunity would be 
afforded for an exchange of views 
between factory and dealer. 
“(B) Points of agreement and dis- 
agreement would be more clearly 
established and defined. 

“(C) Courses of future action 
would be indicated. 


“(D) The industry could take 
justifiable pride in the fact that 
it had given evidence of its will- 
ingness to discuss and 
objectively a problem that is both 
complicated and disturbing. 

“(E) Government would have in- 
dicated its willingness to discuss 
an industry problem with represen- 
tatives of that industry in an at- 
mosphere of tolerance and sym- 
pathetic understanding and which 
would leave no doubt in the minds 
of anyone that the interest of any 


| group or segment of industry must 


always be subordinated to the pub- 
lic interest. 
” * - 

_— I am not so optimistic 

as to hope that a definitive 
program would evolve from the 
conference, I do believe that dis- 
cussions of this kind, even though 
exploratory in nature, would be 
beneficial. 


“Our purpose is to provide the 
time and the place for all cards 
to be put on the table in an 
atmosphere of dignity and re- 
straint. 

“The furthest thought from our 
mind is that the conference should 
serve as a sounding board for try- 
ing the case in the public press 
or for any segment of the industry 
to make capital at the expense of 
another.” 





Plymouth Cites 
‘Technician’ in 
Shop Program 


WARREN, O.—James Clapper, a 
“crack mechanic” at Warren E. 
Thombs Co., Inc. (Chrysler-Plym- 
outh), was honored last week by 
Plymouth. 

Clapper is one of more than 
100,000 dealer service employes in 
Chrysler Corp. dealerships who 
have earned the right to use the 
term “master technician” by partic- 
|ipating in the corporation’s Mas- 
| ter Technicians Service Conference. 

According to W. B. Rice, Plym- 
outh service director, Clapper was 
given special attention because he 
happened to turn in the 2,000,000th 
quiz prepared by the factory on 
service, and because all his answers 
were correct. 

Clapper was honored at a ban- 
quet and was presented with a 
bronze plaque. Rice said the pur- 
pose of the presentation was to call 
attention to the vast training op- 
eration. The Master Tech program, 
inaugurated in 1947, is prepared by 
the service directors in the Chry- 
sler Corp. automotive divisions and 
administered by Plymouth. 


Master Tech courses are now 





-| conducted in more than 8,000 deal- 


erships throughout the country. 
The program emphasizes how to 
diagnose a car’s ailments and how 
to provide quick and accurate serv- 
ice. 

Clapper, 26, is the son of Thombs’ 
service manager. He is now study- 
ing Master Tech courses for the 

| seventh consecutive year. 







Top Ford Dealers Honored— 








A four-way handclasp honors the nation's first and fourth-ranking Ford division 


dealers for June, both from Chicago. J. 


P. Roberts (left), regional manager, and 


Fred Yando (right), Chicago district manager, extend congratulations to Bernard 
Burke (second from left), president of Burke Motors, Inc., which delivered 709 new 
cars and trucks to win top national position. Fred Litsinger, president of Litsinger 
Motor Co., was only a few units behind Burke in taking fourth-place honors. 





GM Nets $425 Million 


Profits Rise 35 Percent Over First Half of 1953; 
Tax Savings Total $306 Million 


(Continued from Page 1) 


were largely responsible for 1954’s 
superior showing on income. In 
the first half of this year, ac- 
cording to Curtice and Sloan, GM 
provided $458 million for U. S. 
and foreign income taxes. A year 
ago, the firm set aside $764 mil- 
lion for similar income taxes and 
for excess-profits taxes. 


Provision for U. S. taxes this year 
was made on the basis of a com- 
bined normal income tax and sur- 
tax rate of 52 percent, the report 
said. 

A year ago, it added, provision 
for such taxes was made on the 
basis of rates then in effect—com- 
bined normal income tax, surtax 
of 52 percent and excess-profits tax 
of 30 percent on income in excess 
of aaacinascns credit. 


*- * 

cr A quastecty basis, GM’s net 

sales in the second quarter of 
1954 amounted to $2,656 million and 
net income was $236 million. In the 
second quarter of last year, net 
sales amounted to a record $2,894 
million and net income was $162 
million. 

Dollar sales of civilian prod- 
ucts in the second quarter and 
in the first half were close to 
the alltime high levels of the 
comparable periods of 1953, the 
GM report said. 

Defense sales in the first half of 
1954, however, were 22 percent un- 
der the January-June period of 
1953. Despite the decline in defense 
sales, GM said, dollar sales of all 
GM products in the first half of 
this year were within 7 percent of 
last year’s first half. 

* * ~ 

IRST-HALF sales of $5,066 mil- 

lion this year were broken down 
into $4,328 million in civilian sales 
and $738 million in defense sales. 

A year ago, first-half sales of 
$5,441 million were made up of 
$4,499 in civilian sales and $942 

million in defense sales. 

The level of sales in the first half 
of 1954 confirmed the confidence in 
the business outlook expressed by 
Curtice last January when he an- 
nouncer a billion-dollar expansion 
program, the report said. 

* + ” 


M’S TOTAL income, combining 

sales and revenue from other 
sources, totaled $5,111 in the first 
half, the report said. It was dis- 
bursed as follows: 

Some $2,616 million, or 51% 
percent, was paid to suppliers; 
$1,398 million, or 27% percent, 
went for payrolls, etc.; $568 mil- 
lion, or 11% percent, went for 
taxes; $104 million, or 2 percent, 
was set aside for depreciation; 
$181 million, or 3% percent, was 
distributed to shareholders, and 
$244 million, or 4% percent, was 
retained in the business. 

Earnings on common stock were 
equivalent to $2.66 per share for 
the second quarter and $4.79 per 
share for the first half, the report 
said. 

In 1953, earnings on common 
stock were equivalent to $1.81 per 


share in the second quarter and 
$3.51 for the first six months. 
a * + 


ECOND-QUARTER unit sales of 

cars manufactured in GM’s 
United States and Canadian plants 
were nearly 15 percent above the 
record first-quarter volume in 1954 
and only 5 percent under the all- 
time peak quarterly volume in the 
second quarter of last year. 


In the first half of this year, 
the report said, unit sales of cars 
were just about the same as the 
peak half-year unit sales volume 
in the first half of 1953. 


Despite a decline in truck sales, 
the report said, combined unit 
sales of cars and trucks from U. S. 
and Canadian plants in the sec- 
ond quarter were almost 12 percent 
above the first quarter and 7 per- 
cent under the second quarter of 
last year. 


For the entire first half, unit 
sales were less than 6 percent un- 
der the first six months of 1953. 

* x ~ 

OTAL sales of cars and trucks 

manufactured in General Mo- 

tors plants abroad (Vauxhall in 
England, Opel in Germany and 
Holden in Australia) showed sub- 
stantial gains in the second quar- 
ter, the report said. 

For the first half, it said, the 
total set a record and was nearly 
44 percent over a year ago. 

Unit factory sales in GM plants 
abroad totaled 169,844 in the first 
half, compared with 118,322 in the 
like period of last year. 

“Currently, the market for new 
cars after many years of shortages 
is characterized by a return to the 
normal competitive conditions 
which prevailed in the years prior 
to 1942,” the report said. 

“Production schedules in Gen- 
eral Motors are geared to retail 
demand,” it added, “and at the end 
of the quarter GM passenger car 
stocks in the hands of dealers were 
in line with seasonal requirements.” 

+ * * 


NET working capital on June 30, 
1954, totaled $1,524 million, 
compared with $1,236 million on 
Dec. 31, 1953, and $1,362 million on 
June 30, 1953. 

On Jan. 5, 1954, GM received 
$298.5 million from the sale of an 
issue of $300 million 25-year 3% 
percent debentures. This was in 
addition to the $244 million re- 
tained in the business. 

Expenditures for plant and tools 
during the period, however, ex- 
ceeded accruals for depreciation 
and amortization by $264 million, 
the report said., 

Inventories on June 30 totaled 
$1,359 million, compared with $1,447 
million on Dec. 31, 1953, and $1,487 
on June 30, 1953. 


Evans to Move 
Evans Chevrolet, Inc., Painesville, 
O., will move before the end of the 
year to a new location at US-20 and 
Fairgrounds Rd. Earl Evans is the 
owner. 
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FTC Probe in ’30s Cited ... 


Freight Controversy 
An Old Industry Issue 


(Continued from Page 1) 


tual cost of delivering automo- 
biles to the dealers. 

It appears that the greatest 
number of dealer complaints con- 
cerning excess freight charges 
pertain to the manufacturers’ 
practice of shipping automobiles 
to dealers from nearby assembly 
plants and requiring the dealers 
to pay for transportation in an 
amount equivalent to, or even 
greater than, the rail freight 
rates from the factory to the 
dealers’ delivery points... 

Transportation charges in ex- 
cess of the actual amount paid 
apparently are not confined to 
deliveries from assembly plants. 

Some dealers regard excess 
transportation charges as a man- 
ufacturer’s “pack” and, as the 
dealers generally pass them on 
to the consumers, it appears that 
these excess charges operate es- 
pecially to the disadvantage. of 
those consumers who reside at 
points most distant from the fac- 
tories. 


* * * 
At ANOTHER point in the 1939 
report, the commission says: 
The frequent practice of either 
motor-vehicle manufacturers or 
dealers of adding to the factory 
price a transportation charge to 
a certain point of delivery based 
on the published railroad rate, 
but which is greater than that 
actually incurred by the man- 
ufacturer or dealer, because of 
differing methods of transporta- 
tion and delivery, is, in the 
opinion of the commission, an 
unjustifiable imposition upon the 
purchasers of such vehicles, 
which should be eliminated. 
* 


* + 
— report also had this to say 

about driven cars, which is a 
factor in the so-called bootleg trade 
in the areas distant from the fac- 
tories: 

The practice of some retail 
dealers in selling as new cars 
those which have been towed or 
driven from ‘the factory or used 
as demonstrators, unless the full 
facts, including the miles driven, 
are disclosed to the purchaser, is 
deceptive and unfair and should 
be eliminated. 

There are different viewpoints 
toward freight than that taken in 
the FTC report of 1939. From an 
economics textbook standpoint, 
changing the location of an article 
is as much a part of production as 
changing its form. 

Logically, then, those who put 
forth money for such a purpose are 
just as much entitled to a return 
on their money as he who invests 
money to change the form of an 
article. 

Dealers themselves have advanced 
this argument at times. At one pe- 
riod, dealers who had formerly 
done so convinced OPA officials 
that they were entitled to some 
markup on the money they invest- 
ed in freight. 

oa 7 * 


makers are not discuss- 
ing the subject for the record, 
they do point out that there are 
other problems and that other ideas 
than those now in force have been 
tried. : 
‘For example, it was noted that 
Many years ago when there was 


> 


+ 
P 





much discussion about advertising 
FOB prices, one maker advertised 
an AYD (at your door) price. 

This was in fact a uniform 
price, but it did not attract busi- 
ness and was dropped. 

Cost has always been a closely 
guarded secret with all auto 
makers. ‘ 

Everyone assumes that it is less 
expensive to build parts and as- 
semblies in the Detroit area and 
ship them to the Coast for assem- 
bly than it is to complete the as- 
sembly in the Detroit area and ship 
the whole car West. 

This may be, but the exact facts 
are not generally known in the 
industry. 

No doubt a factor in having 
branch assembly plants is that the 
plants represent an extension of 
community relations. A branch as- 
sembly plant provides employment 
and publicity in a distant market, 
which in turn stimulate sales in 


that area. 
+ * 


Detroit Dealers Oppose 


Freight Equalization 


Eprror’s Note: West Coast deal- 
ers have long been plagued with 
high freight charges. Their most 
recent proposal is for a uniform 
charge. How do dealers near fac- 
tories react to this? Below are 
some of their opinions: 


ETROIT dealers polled by Avu- 

ToMOTIVE News are, without ex- 
ception, opposed to any plan which 
would initiate uniform freight 
charges on new cars. 

Several found solace in their 


| doubts that such price equaliza- 


tion would ever come to pass. 
Dealers are opposed to it because 
they see it as a move to help car 
buyers on the West Coast at the 
cost of jacking up prices in areas 
close to the factories. 
* * * 
“Tparoex freight wouldn’t make 
me happy,” said a Ford 
dealer, “and I’m sure all the other 
dealers around here feel the same.” 
He said it doesn’t seem fair that 
he should be forced to increase 
prices to help Californians. 
“If they want to live in the 
sun, let them pay for it,” he said. 
Another dealer said he is op- 
posed to uniform freight rates only 


Conestoga Output Hits 


16% at Studebaker 


SOUTH BEND. — Studebaker’s 
Conestoga station wagon, intro- 
duced this year, has made such a 
hit that it now accounts for 16.1 
percent of the company’s car 
production, according to C. K. 
Whittaker, executive vice-presi- 
dent. 

The Conestoga has captured 
5.4 percent of the industry’s total 
station wagon market, he said. 

In comparison with the Cones- 
toga’s 16.1 percent share of Stude- 
baker car output, Whittaker said, 
the largest competitive make ac- 
counted for approximately 11 per- 
cent of its company’s production, 
and the next largest make ac- 
counted for approximately 8 per- 
cent. 


because it would mean an increase 
in Detroit new-car prices. 

“NADA’s playing both ends 
against the middle,” he said. “It 
has to help the western dealers, but 
it can’t hurt the rest of us. If any- 
thing does come of this, you can 
bet they’ll get a beef from us.” 

* * + 


co E NATURALLY won't like it, 

because any increase in prices 
certainly can’t help us in these 
times. It’s hard enough trying to 
move cars now. Tack on another 
$100 and they’ll be just that much 
harder to push.” 

A suburban dealer sides with 
Western dealers in their plea for 
uniform rates, but is against any 
increase in his own rates. 

“Let the factory absorb some of 
the difference,” he said. “A few 

dollars either way wouldn’t make 
too much difference, but to have 
to split the difference with dealers 
paying a couple hundred dollars in 
freight charges is asking too much. 

“After all, it isn’t our fault cars 
are made here. We pay freight on 
merchandise we get from the 
West.” 


oa * +. 
eae dealers are in agree- 
ment that equal freight rates 
do not hold the answer to boot- 
legging. 

“Such a plan,” said a Buick deal- 
ership sales manager, “would be 
completely unfair to the dealers 
and the customers who happen to 
live near assembly plants. 

“After all, there are bound to 
be disadvantages connected with 
living away from the source of 
supply. Any artificial compensa- 
tion of this situation is bound to 
be completely unsound and un- 
workable.” 

Voicing his opposition to uniform 
freight, a Studebaker dealer began 
to boil. 

“So it’s a move to halt bootleg- 
ging,” he said. “That means that I 
and my customers will have to pay 
because of the faults of Ford and 
General Motors. 

“I think it’s a rotten move be- 
cause it’s the responsibility of Ford 
and GM to eliminate the condition 
they created.” 

* * 7 
E POINTED to his safe and 
said, “I had to buy that FOB 
factory.” 

He then pointed to other pieces 
of office equipment and made the 
same remark. He added that the 
only way to stop bootlegging is to 
have the factories start canceling 
the franchises of violaters. 

While admitting the serious 
consequences of bootlegging, a 
Hudson dealer refused to believe 
that any factory would seriously 
consider a national one-price 
plan. 

He said the freight problem is 
one that would have to be worked 
out by the manufacturers and the 
dealers involved, and that there 
was no good reason for penalizing 
the dealers and buyers in areas not 
affected. ‘ 

A veteran Chevrolet dealer said 
that the present freight-rate sys- 
tem is grossly unfair to dealers in 
many parts of the country, but 
sided with other dealers who claim 
price equalization is not the 
answer. 

“Bootlegging is caused by over- 
production and phantom freight 
charges,” he said, “and if you try 
to invoke price equalization, you 
will be merely treating the sym- 
toms of this disease, rather than 


its causes. 

‘T THINK the factories should 
work out some kind of a zone- 

price system for these dealers. 

Dealers in each zone, depending on 

their distance from the factory, 


| | would have the one retail price.” 


Station Wagon for Cleveland CAP— | 


The Cleveland Used Cor Dealers Assn. has presented a station wagon to the Civil 
Air Patrol wing stationed in Cleveland. Participating in the presentation were (from 
left), Lt. Col. Jim Martin, of the CAP; John Chicker, vice-president of the association; 
Seymour Terrell, counsel; Morton Venig, president; Irving Bain, member of the 
associction; Harry Holpert, treasurer, and Jim Temple, CAP. 


The Studebaker dealer opposed 
to equalized freight rates has his 
own solution to bootlegging. It is 
simply to have the factories cancel 
franchises of violators. 

“If dealers were warned that 
they would lose their franchise 
for bootlegging, they would soon 
stop,” he said. “They wouldn’t 
want to lose their million-dollar 
investments.” 

He said the Federal Government 
should make an anti-bootlegging 
clause mandatory in franchise 
agreements and then set up a trial 
board of dealers, manufacturers 
and Government attorneys. 

Under his proposal, a dealer 
found guilty the first time would 
be fined or forced to close his deal- 
ership for a brief period. The next 
time he would lose his franchise. 


Jones Leads L-M Kansas City Sales District— 


In breaking all its previous sales records, Fred Jones Lincoln-Mercury Co., Tulsa, 
Okla., has become the sales leader in the Kansas City sales district, according to 
William H. Alen, district sales manager. The firm's June sales included 42 Lincolns, 
114 Mercurys and 300 used cars. Total sales during the first six months amounted to 
608 new cars. Shown (from right) are C. C. Brann, general manager; Emmett Shelby, 
sales manager; E. S. Lowe, used-car manager, and Claude Magee, lot manager. 
Salesmen: Pat Finley, Bill Leach, Tom Stroud, Prier Lee Price III, Earl Miller, A. B. 
Everett, Paul Freeborg, Floyd Boushon, Babe Miller, Gus Lankford, Vic Spence, Paul 
Savage, Jack Murray, Bert Felts, Jimmie Hathcoat, Charles Loyd, Jack Cathen, Clyde 
Coxen, Earl Hubbard, Joe Balles, Ray Burnsdale. 


Lots Lag on Power Aids 


Many Get No Retail Markup on Special Equipment 
In Used Cars, Survey Reveals 


(Continued from Page 6) 


used-car buyer is economy minded 
and isn’t likely to be dazzled by 
the power devices. 
* + * 

Y THE same token, these deal- 

ers say, drivers who have be- 
come accustomed to power equip- 
ment and demand it when they 
trade cars, aren’t used-car buyers. 
They buy a new car, with the 
equipment added. 

One dealer takes exception to 
this. He says he has had some 
used-car buyers who bought new 
cars 18 to 24 months ago with 
power assists and now want to 
trade, but have been priced out of 
the top-price lines. They are shop- 
ping for extra-late-model used cars 
which have such equipment, he 
says. 

Used-car men say it is harder 
to sell the used-car buyer for the 
first time on power equipment 
than it is to sell it the first time 
to the new-car buyer. 

That they say, is why they 
haven’t been inclined to mark up 
retail prices an added amount on 
such equipment. 

This, of course, is the view of 
the majority. There are extreme 
opinions ranging both to right and 
left. 

* * a 

= operators of used-car lots 

steer clear of cars loaded with 
power assists. That isn’t necessar- 
ily a condemnation of the equip- 
ment, they say. Rather, it is be- 
cause cars which carry the power 
devices are nearly always high- 
priced pieces. 

In the current market, these 
operators want to stick to the 
$600-$800 range, and in that range 
about the only optional equip- 
ment they have to consider are 
radios, heaters and automatic 
transmissions. 

At that price level, they figure, 
they pay $40 to $50 more for auto- 
matic transmissions and, in used- 


Chrysler for Fry— 


George Fry (left), recently appointed 


Chrysler-Plymouth dealer in Chenshaw, 
Calif., receives congratulations from Jack 
Tuttle, Los Angeles regional sales manager. 


car lingo, get the organ and fur- 
nace free. 

At the other extreme are a few 
dealers who say they hunt for 
cars with power assists, add a 
markup and turn an extra $50 or 
so on every deal for such a car. 

7 2 


“Ts JUST like a bonus,” one 
said. “It takes a certain amount 
of selling to make a deal for the 
car. It doesn’t take much extra to 
sell a car with power steering or 
brakes. I figure I get about $250 
more for a ’53 New Yorker deluxe, 
for example, if it’s got power steer- 
ing and torque transmission. And 
it’s no harder to sell than the same 
car without.” 

What of the new-car buyer 
who has a tradein loaded with 
optional equipment and acces- 
sories? 

On the basis of wholesale figures 
in the Detroit area (and doing 
away with overallowances) the 
owner of a year-old tradein re- 
covers a larger percentage of his 
original investment in the power 
options and automatic transmission 
than he does in the car itself. 

He gets practically nothing back 
on the money he spent for radio, 
heater and accessories. 

The used-car buyer, on the other 
hand, pays a relatively smaller pro- 
portion of the original price on 
power assists and the automatic 
transmission than he does for the 
basic car. 


13 Area Meetings 
Slated for Fall 
By Iowa Dealers 


DES MOINES.—The Iowa Auto- 
mobile Dealers Assn. has scheduled 
13 district meetings at which asso- 
ciation policies, legislative matters 
and dealership problems will be 
studied and discussed. 

The one-day sessions will open 
with a noon luncheon at which 
policies and legislative matters will 
be discussed by dealers, IADA 
county directors and NADA area 
chairmen. 

Afternoon sessions will be de- 
voted to seminars on state laws 
and shop and sales problems. 

District meetings were announced 
by President William C. Culver, 
Cedar Rapids, as follows: 

Clear Lake, Aug. 23; Lake Oko- 
boji, Sept. 7; Des Moines, Sept. 13; 
Red Oak, Sept. 14; Dubuque, Sept. 
22; Sioux City, Sept. 28; Ottumwa, 
Oct. 5; Cedar Rapids, Oct. 13; Fort 
Dodge, Oct. 20; Davenport, Oct. 27, 
and Waterloo, Nov. 3. 

C. L. Dickerson, president of 
Union Motor Sales, Des Moines, 
has been elected association treas- 
urer to fill out the unexpired term 
of Howard Sole, who resigned when 
he retired from business. 

The board also elected Orville 
Lowe, Des Moines, to the executive 
committee. Lowe will replace Dick- 
erson. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 





Week Week Jan, 1 dan, 1 
Ended Same Ended Total, te to 
duly 31, Week, duly 24, duly, Aug. 1, July 31, 
1954 1953* 1954* 1954 1953* 1954* 
CHRYSLER . 13,815 25,648 5,518 49,962 814,553 428,723 
Chrysler 1,620 2,907 853 5,937 114,797 62,326 
DeSoto 1,320 2,659 173 4,405 85,126 41,992 
MGI ascosscessassencessasvessses “SOQ 4,538 146 6,853 203,701 74,502 
Plymouth ..................... 8,350 15,539 4,346 32,767 410,929 249,903 
NE cetecsvttesivvc caps catteeces 32,870 35,505 35,084 138,318 825,213 1,063,892 
SORE eissCssereivvwsieresss 28,200 26,983 30,414 117,011 631,647 867,356) 2 
NS — cdieisssrineserotetions 570 795 577 2,623 32,372 24,722 | : 
BRCTOURY  .....006000.0. vee 4,100 4,727 4,093 18,684 161,194 171,814 
GENERAL MOTORS. 55,570 62,946 59,981 242,015 1,815,537 1,768,663 
Buick 10,200 10,187 11,283 44,501 322,833 330,822 
Cadillac .............. 2,525 2,498 2,521 10,889 73,801 72,622 
Chevrolet .... 29,800 31,895 29,087 121,865 913,798 882,980 
Oldsmobile 7,870 8,740 9,904 ~ 38,565 232,446 261,749 
TE, cakes sae seteashsvesees 5,175 9,626 7,186 26,195 272,659 220,490 
AMERICAN MOTORS 1,300 475 2,130 7,966 161,162 58,153 
SENDER. cicéedicststcvvatua stds Sannin 475 818 2,858 54,126 17,181 
NES astelerasislisvenvens8s coves EGOOO, - .cciicetins 1,312 5,108 107,036 40,972 
KAISER MOTORS .... 50 1,179 31 208 49,864 14,424 
SES pints oncvvacsenpesteinecs egiaial,. aeedonavoaae 20 71 19,692 5,803 
IS Sek cacichacbensdnaves : 50 1,179 1l 137 30,172 8,621 
PACKARD  ................... 640 1,474 420 1,865 67,044 21,419 
STUDEBAKER ............. 230 4,553 2,186 5,298 119,086 47,880 
Total Cars, U.S......... 104,475 131,775 105,350 445,632 3,852,459 3,403,154 


*Revised 











COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 














Week Week Jan. 1 dan. 1 
Ended Same Ended Total, to to 
duly 31, Week, duly 24, duly, Aug. 1, July 31, 
1954 1953* 1954* 1954 1953* 1954* 
CHEVROLET 6,500 6,398 6,372 25,854 241,197 208,238 
DIAMOND T ........... 60 196 57 254 5,135 2,045 
I cess <shicésseaiagitiabeabiai soccehaaies ees 28 1,503 2,049 
DODGE ................... 1,680 2,107 469 6,395 68,509 53,965 
UL. ckisssieaosbiaisscvts Tevcebsedees Oe “wiasteoss, “niietaes 1,245 867 
BIE dasa vasssce secs sicnahadett ene 5,900 8,549 6,056 24,454 164,757 188,453 
int biehk pb sbicssinedeadsacioa 1,150 2,044 958 4,317 80,043 50,630 
INTERNATIONAL 1,115 3,067 1,352 6,038 74,559 61,286 
es 160 260 153 590 7,107 4,100 
sted saitsoy civsietncasts 60 2389 62 244 9,831 5,698 
STUDEBAKER 370 656 386 1,243 27,745 8,138 
I aiialscecrerpihskisisisnise ee since 207 417 8,812 6,038 
WILLYS » ap sdaeaasancpesndnksosasis 1,410 2,350 1,456 6,158 49,363 37,598 
MISCELLANEOUS ........ 60 268 62 293 9,051 3,497 
Total Trucks, U.S..... 18,675 26,310 17,590 76,285 748,857 632,602 
Total Cars, Trucks, 
Ss y cochccebaneadaceiunstcied 123,150 158,085 122,940 521,917 4,601,316 4,035,756 
Total Cars, Trucks, 
Nc acine cela dgttes 6,965 11,263 7,318 25,883 315,867 272,387 
Grand Total 


Cars and Trucks, 


U. S. and Canada.130,115 169,348 130,258 547,800 4,917,183 4,308,143 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 


N.B.: All U. S. totals include cars and trucks for military orders. 


GM’s Klingler Retires; 
Put Chevrolet on Top 


(Continued from Page 2) 


creased from approximately 5,000 
to about 16,000. 

He introduced Pontiac’s first 
Silver Streak model in 1935 and 
under his direction the division in- 
creased its sale range by building 
both six-cylinder and eight-cylinder 
cars. 

Klingler joined GM in 1919 with 
the sales organization of the Delco 
Light Co. at Dayton. In 1924 he 
joined Chevrolet as manager of 
the St. Louis zone and in 1927 he 
Was made general sales manager. 
Two years later he became sales 
vice-president of Chevrolet. 

It was while Klingler was with 
Chevrolet that that car took over 
the sales leadership of the in- 
dustry. He devised a sales projec- 
tion system for Chevrolet which 
put the division’s distribution or- 
ganization on a sounder basis 
and now is in wide use in the 
industry. 

“He had a great knack of mak- 
ing people believe they were about 
four times as good as they actually 
were,” said an executive who 


served under Klingler at Pontiac. 
“He was a leader rather than a 
driver.” 

Pontiac was in the red when 
Klingler took over its direction in 
the depth of the depression, and 
its products were losing favor even 
in the division’s home town, Pon- 
tiac. Two years after Klingler ar- 
rived, Pontiac was making money 
again and by the time he left, 
Pontiac had 40 percent of the au- 
tomotive business in the City of 
Pontiac and was the top car in sales 
there by a comfortable margin. 


A firm believer in advertising 
and promotion, Klingler wrote 
many Pontiac advertisements and 
coined a number of sales slo- 
gans, including the one still in 
use: “Dollar for dollar you can’t 
beat a Pontiac.” 

Klingler also is author of the 
car distribution axiom: “The ob- 
jective of a good distribution sys- 
tem is to have the right car at the 
right place at the right time.” 

He and Mrs. Klingler currently 
are on a vacation trip to Alaska. 







July’s 445,632 Is Smallest Total Since February .. . 
Car Output Continues Decline 


(Continued from Page 1) 


export, Studebaker worked only its 
truck line and its Los Angeles 
plant, and Packard continued to 
have trouble with machinery re- 
alignment at its body plant. 

As a result, the Big Three pro- 
duced 97.9 percent of the car 
total, against 95.4 percent in the 
week earlier. 


General Motors turned out 53.2 
percent, compared with 56.9 per- 
cent in the previous week; Ford 
Motor accounted for 31.5 percent, 
against 33.3, and Chrysler Corp. 
rose to 13.2 percent from 5.2. 
| * * * 
| Witt the Chrysler Corp. strike 
| ended, Dodge, the Chrysler di- 
'vision and Dodge Truck plants 














Bendix District Managers Convene— 


Sales and new-product plans for 1955 


were discussed at the semiannual meeting 


of Bendix Products district managers. Seated (from left) are W. J. Cooney, assistant 
product manager for brake and vacuum power; C. G. Carithers, wholesale manager; 
E. F. Wenzel, Stromberg-Metalclene product manager; W. D. Farrell, southeast district 
manager; J. M. McNerney, west central district manager; J. W. Barrett, assistant sales 


manager; R. F. Bannister, western district 


manager; K. A. Lord, staff assistant; M. E. 


Hickman, staff assistant; R. F. Potteiger, merchandising manager; T. A. Kreuser, 
automotive service sales manager; G. M. Weisenberger, east central district manager; 


R. J. Ford, southwest district manager; R. 
Santry, vacuum power product manager; 


C. Allen, northeast district manager; L. A. 
C. D. Hirsch, educational director; M. A. 


Keltner, pricing and cataloging supervisor, and P. B. Barrett, staff assistant. 


Used Cars Riding High 


Defying July 4 Jinx, Market Grows Stronger ; 
Prices and Demand Both Rise 


(Continued from Page 1) 


at wholesale auctions has been 
particularly hectic in the past two 
weeks. 
* - = 

[Ast week, at eight representa- 

tive auctions, 1,316 cars were 
consigned and 965 were knocked 
down, for a sales percentage of 73 
percent—the third highest of 1954. 
Activity at some individual auc- 
tions reached 90 percent. 


A week earlier, record sales 
activity for the year was estab- 
lished when 177 percent of the 
cars offered at nine leading auc- 
tions were sold. The average 
weekly percentage for 1954 is 
67.5, and in only eight weeks has 
it reached or passed 70 percent. 


These overall figures are borne 
out by individual reports from auc- 
tion operators. 


They report a rush to buy, and a 
reduction in the number of cars 
consigned. Several said sellers are 
reluctant to part with their offer- 
ings, are holding out for the high 
dollar and in many cases are get- 
ting it. 

“Conservative buyers,” one auc- 
tion operator said, “are going home 
empty-handed.” 

* * x 

HE wholesale market outside of 

auctions also is hot. Wholesale 
buyers who depend on Detroit deal- 
ers for their supply have been 
having a tough time. Most Detroit 
lots have plenty of wide-open 
spaces and dealers with clean 
pieces are reluctant to wholesale 
them. 


One dealer in Detroit said he 
had been “wholesaling at retail 
prices” to buyers from the South. 
Another, who operates outside 
the city limits, said he has had 
an increasing number of whole- 
sale buyers calling. 

“They never used to get out this 
far,” he said. “Now they shop their 
way out here trying to buy stuff, 
and in a lot of cases, haven’t been 
able to touch a thing by the time 
they get here.” 


He added sadly: “I haven’t got 


anything to let go at wholesale 
prices, either.” 
* * * 

MODELS by years listed in 

the index, there was only three 

price reductions listed last week. 

A drop of $7 brought ’49s down to 

$367, while ’52s fell $2 to $976 and 
’473 were bumped $1 to $181. 

Unchanged were prices of ’51s at 
$696 and ’50s at $520. 

The price of ’54s kicked up $13 
to $1,998; ’48s gained $7 to wind 
up at $255 and ’53s advanced $2 
to $1,311. 

The price spread between models, 
after last week’s adjustments, was 
(previous week’s spread in paren- 
theses): '54 to ’53, $682 ($671); '53 
to ’52, $335 ($331); ’52 to ’51, $280 
($282); ’51 to 50, $176 (unchanged) ; 
50 to '49, $153 ($146); '49 to ’48, 
$112 ($126), and ’48 to ’47, $74 ($66). 


New Studebaker Deal— 


Carl Bathke (left), and Frank Pettyjohn 
(right) are the partners in a new Stude- 
baker dealership for the Belifiower-Lake- 
wood territory in the southeastern suburbs 
of los Angeles. With them is Clyde G. 
Riley, southern California-Arizona regional 


manager. 





47 


worked five days last week. Plym- 
outh and DeSoto worked four days. 


Chrysler Corp. last week said 
its August-September plant shut- 
downs in preparation for new 
models will proceed on schedule 
despite the strike. 

Chevrolet’s manufacturing plants 
will be closed for six to eight weeks 
for model changeover, but assembly 
operations will be suspended for 
two weeks only, it was reported 
last week. 

* 7 + 

ASH closes its Kenosha (Wis.) 

and Milwaukee plants today 

(Aug. 2) for a two-week vacation. 
When output is resumed Aug. 16, 
schedules will be boosted 18 per- 
cent. Some 500 employes will be 
called back to handle the increased 
production. 


Nash’s El Segundo (Calif.) as- 
sembly plant was closed today for 
an indefinite period to allow a re- 
duction in field stocks in areas 
served by that plant. 

Willys last week announced the 
permanent ciosing of its plant at 
Maywood, Calif. It will be used 

as a parts warehouse until it is 
sold. 

That is the second California 
plant to be closed in the past few 
weeks. Chrysler Corp. recently shut 
down its San Leandro facility to 
concentrate production at its Los 
Angeles plant. 

* . + 
S° FAR this year, U.S. plants 
have turned out 3,403,154 cars 
and 632,602 trucks, representing de- 
clines of 11.7 percent and 15.5 per- 
cent from the like 1953 period. 

C output of cars and 
trucks so far this year amounts 
to 272,387 units, a 13.8 percent 
cutback from last year. 

Production in Canada last week 
dipped to 6,965 cars and trucks 
from 7,318 in the preceding week. 
Studebaker is closed until Sept. 6 
for “vacation and inventory,” while 
Nash halted its turnout for an in- 
definite period. 

* ” 

NOTES: Great Lakes Steel Corp. 

has idled five of its 17 steel 
furnaces in Detroit because of a 
drop in automotive orders. The de- 
cline was laid to pending model 
changeovers and an increase in 
auto makers’ inventories resulting 
from the recent steel-strike threat. 


Hudson Sales Hit 


3-Year Record 
For Ten Days 


DETROIT.—Hudson sales in the 
10-day period, ended July 20 were 
the highest of any comparable 
period since March, 1951, N. K. 
VanDerzee, Hudson sales vice-presi- 
dent, reported last week. 

Hudson deliveries more than 
doubled those of the previous 10- 
day period. VanDerzee said that 
this was contrary to the sales dip 
traditionally experienced by the in- 
dustry after the Fourth of July. 

Hornets led the accelerated sales 
pace, climbing 132 percent over the 
first 10 days of July. A strong fac- 
tor in the Hornet sales gain was 
the lower-priced Hornet Special. 

Jet sales contributed heavily to 
the Hudson record sales period. 
Most popular with Jet buyers was 
the Jet sedan, which registered a 
152 percent increase over the pre- 
ceding 10 days. 


Thompson Adds 
os se 
Coil Springs 

CLEVELAND.—Coil springs have 
been added to the front-wheel sus- 
pension-parts line of Thompson 
Service Sales, Cleveland. 

Springs will be distributed 
through Thompson jobbers, backed 
up by complete coil-spring stocks 
in factory-branch warehouses, the 
company said. 

Thompson said inclusion of 
springs in its replacement-parts line 
was made to help jobbers, dealers 
and repair shops serve a vast front- 
end repair market. Surveys show 
that one out of four cars needs re- 
— coil springs, the firm 
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Justice Department Joins in Attack .. . 





Hope Fades for Bootleg Bills 


(Continued from Page 1) 


Department felt that “the proper 
place for specific exemptions to 
antitrust laws would appear to be 
in the antitrust laws themselves.” 

Earlier, Edward Howrey, FTC 
chairman, had stated in a letter 
that FTC recommended that the 
Dirksen bill not be enacted. The 
Howrey letter was read during 
Senate hearings on the bill. 

+ * * 

HE chairman of the hearings, 

Senator William Purtell, Con- 
necticut Republican, at that time 
said he would like to have the 
views of the Justice Department. 
They were delivered a few days 
later by Rogers in a message to 
the committee. Salient points of the 
Justice Department message were: 

1, An exemption from antitrust 
laws by amending the Federal 
Trade Commission Act would 
lend disorder and confusion to 
the body of Federal statute law 
governing trade and commerce. 

2. The proposed legislation would, 
in effect, legalize industry actions 
which would otherwise clearly vio- 
late antitrust laws. 

3. Enactment of the Dirksen bill 
would carve out a special exemp- 
tion from antitrust laws relating to 
only one aspect of distribution 
within a single industry. 

- * * 


4 It has never been the purpose 
* of antitrust laws to preserve 
the status quo or to guarantee pro- 
tection against the impairment of 
capital which might result from 
competition in the form of new 
products or new methods of sale. 

“The fact that ‘bootleg’ sales 
are so prevalent in the automo- 
bile industry,” Roger said, “may 
indicate that a large segment of 
the purchasing public favors a 
new method of distribution.” 

5. Enactment of the bill would 
open the way for countless appeals 
by every industry group with “a 


real or fancied” problem produced | mean that Congress will quit cold 
by intensified competition. on the two bills. Many members 

6. Special preferential exemptions| are sympathetic to the dealers’ 
run counter to the American stand-|troubles, and it is just possible 
ard of a free and vigorous econ-/| that they will find a way out, if 
omy. not pass the proposed legislation 
as it reads now. 

The desire for early adjourn- 
ment, thereby making action in this 
session unlikely, may be said to be 
more harmful to the dealers’ cause 
than any other factor. 

Meanwhile, the delay is bitter 
and discouraging to those who are 
suffering as a result of bootlegging 
evils, but they are not discouraged 
to the point of quitting. 

A new and stronger start may 
be expected, if necessary, in the 
new Congress. 

—WiuuaMm ULLMAN 


* * * 


7 combined opposition of FTC 
and the Justice Department 
thus make prospects for NADA 
success far from bright. 

Chances, in this session of Con- 
gress at least, were dimmed in 
the first place by the logjam of 
“must” legislation facing con- 
gressmen and the determination 
of lawmakers to adjourn as 
quickly as possible to participate 
in the fall elections. 

On the other hand, all this doesn’t 


Ohio Left Holding 
Half-Empty Bag 
On Axle-Mile Tax 


COLUMBUS, O.—Ohio’s collection 
on its new axle-mile tax on trucks 
ran about 44 percent less than 
anticipated in its first fiscal year, 
according to State Treasurer Roger 
W. Tracy. 

Tracy said last week that the 
State received about $11 million 
from the tax, more than $8 million 
less than the $19.6 million esti- 
mated when the tax was enacted 
a@ year ago. 

The third-structure tax and addi- 
tional cent-a-gallon gasoline tax 
were levied to help pay off a $50 
million highway improvement bond 
issue approved by the voters last 
year. 

Tracy also said that collections 
on prepaid tax receipts for the 
first 10 days of the new fiscal 
year amounted to $3,108,197, a drop 
of $732,322 from collections in the 
first 11 days of last year. 

Losses were heaviest in the auto- 
motive group, totaling $276,424. 
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Canada Dealer Income Off 


Government Reports Decline in Dollar Volume 
For First 5 Months of ’54 


By M. L. Schwartz 
Staff Correspondent 

OTTAWA. — Canadian dealers’ 
sales of cars and trucks dropped 
9.2 percent in dollar volume during 
the first five months of 1954, com- 
pared with the same period last 

year, according to a Canadian Gov- 
ernment survey. 

The report showed that sales 
were down in all provinces, par- 
ticularly in western Canada. The 
losses were 2.7 percent in Mani- 
toba, 4.4 percent in Quebec, 6.1 
percent in Atlantic Provinces, 9.4 
percent in Ontario, 11.3 percent 


New Device Finds 
Lights Below Par 
On Most Trucks 


COLUMBUS, O. — Preliminary 
tests with a new light-measuring 
device indicate that most truck 
‘lighting is below standards required 
by the Interstate Commerce Com- 
mission. 

The tests were conducted at a 
truck weighing station near Colum- 
bus with General Electric’s new 
“color corrected photometer” by 
the Inter-Turnpike Safety Commit- 
tee. 


The five members of the commit- 
tee will conduct further tests and 
prepare recommendations for im- 
proving rear lighting on trucks to 
reduce rear-end collisions. 


Committee members are Cpt. 
George Probert, New Jersey State 
Police Turnpike Detachment; Ed- 
mund R. Ricker, New Jersey Turn- 
pike Authority; Arnold G. Fisch, 
New York State Thruway Author- 
ity; Harold W. Morgan, Pennsyl- 
vania Turnpike Commission, and 
Russell S. Deetz, Ohio Turnpike 
Commission. 





WANTED 
SPECIAL REPRESENTATIVE 


A leading insurance company writing avu- 
tomobile, fire, theft and collision cover- 
ages on financed vehicles is looking for a 
Special Representative to serve as liaison 
between the Home Office and its Field 
Forces throughout the United States. 

This position offers unusual opportunities 
for a qualified individual with a back- 
ground in the automotive or finance field, 
such as auto factory representative, re- 
gional or zone manager, etc. Experience 
in automobile insurance desirable but not 
essential. Age between 30 and 45 years. 
This is a permanent, salaried position re- 
quiring a high-type individual who is 
sales-minded and willing to travel exten- 
sively. 

Please give full background and educa- 
tion and enclose photograph. All replies 
will be held in confidence. Box 4021, c/o 
Automotive News, Detroit 26. 


in British Columbia, 15.2 percent 
in Alberta and 17.8 percent in 

Saskatchewan. 

Canadian dealers’ dollar volume 
dropped 1.3 percent in May, com- 
pared with April. But business was 
up 15.2 percent in British Colum- 
bia, 3.6 percent in Ontario and 3.1 
percent in Atlantic Provinces. 

Dollar-volume losses for the 
{month were reported as follows: 
2.8 percent in Saskatchewan, 3.7 
percent in Manitoba, 4 percent in 
Alberta and 13.6 percent in Quebec. 

Compared with last May, Cana- 
dian dealers’ business declined 7.3 
percent in May. Losses reported 
were 1.2 percent in Atlantic Prov- 
inces, 1.7 percent in Ontario, 4.6 


and address at regular rates. Add One Dollar ($1) per 





AUTOMOTIVE ACCOUNTANT. A 


percent in Quebec, 8.2 percent in 
Manitoba, 13.4 percent in British 
Columbia, 18 percent in Saskatch- 


ewan and 22.4 percent in Alberta. 
Dealers’ business for the first 
five months of 1954 was estimated 
at $920,320,000, including $348,- 
345,000 for Ontario, $190,915,000 
for Quebec, $99,123,000 for British 
Columbia, $76,599,000 for Alberta, 
$75,174,000 for Saskatchewan, $72,- 
166,000 for Atlantic Provinces and 
$57,999,000 for Manitoba. 


The Government estimated that 
dealers operating as “chains” ob- 
tained only $2,246,000 of the May 
sales, contrasted to the $222,607,000 


obtained by the “independents.” 


Chain dealers obtained approx- 
imately $800,000 of the May busi- 
ness in Ontario, contrasted to $85,- 
493,000 for the independent dealers. 


The Government report also 
showed that the sales of car and 
truck batteries dropped to 110,390, 
valued to $1,052,560, in May of 
this year, compared to 118,079 


batteries, valued at $1,122,434, in 
May of 1953. 





WANTED: SALES OR GENERAL man- 


ager for GM dealer. Must be aggressive 
and willing to work. Compensation based 
on drawing a/c and commission. This 
is a permanent full-time position with 
an established firm. Box 3975, #/o Au- 
tomotive News, Detroit 26. 


WANTED: SERVICE MANAGER for GM 


dealer in middie west. Must have good 
character and background and willing to 
work for volume dealer. Preference 
given to young, married man with prop- 
er training who wishes to establish him- 
self in a fine community. Box 3976, c/e 
Automotive News, Detroit 26. 


SALESMAN—NOW CONTACTING auto- 


mobile dealers. We have a terrific deal 
on metal, dealers, personalized name 
plates and a couple of other items that 
dealers use. If you have sold this type 
of device contact Mr. Ostrow, Albright 
Motors, 119 Snow St., Providence, R. I. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS' READERS 


Automotive News wifi not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
proteet their identity when answering box 
number ads, we suggest you send your 


replies direct to Classified Meaager, Auto- 
motive News. Enciose a note listing the 
conceras which you would not want your 


But the five-month total of bat- 
tery sales indicated a 1954 advance 
to 679,441 units, valued at $6,483,891, 
from the 612,510 units, valued at 
$5,759,665, sold last year. 


letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
lmumedtetety to the advertiser. 











Packard Names Divisional Business Heads— 


In order to provide dealers with aid in setting up sales and profit targets, Packard 


HELP WANTED 


SERVICE MANAGER. $600 to $650 per 


month starting salary to capable service 
manager thoroughly experienced in tak- 
ing complete charge of service depart- 
ment, operating on a flat rate, for a 
prosperous Nash dealer. In same loca- 
tion for 23 years. Man selected must: be 
of desirable habits, between 35 and 45 
years old, with a reputation of knowing 
how to meet the public and work men 
in an equable manner. Address reply to 
Southern Motors, 301 E. Broughton S&t., 
Savannah, Ga. Telephone No. 4-3478. 


real 
opportunity for auditor thoroughly versed 
in retail automotive accounting and 
business management procedure. This is 
a worthwhile position with one of the 
largest automotive companies in Wash- 


ington, D. C. $500 per month to start. 
Write full particulars. Box 4002, c/o 
Automotive News, Detroit 26. 


USED CAR MANAGER. General manager 


experience preferred. Must be strong 
closer and capable of hiring and train- 
ing sales force. This is an outstanding 
opportunity with one of the largest au- 
tomotive companies in Washington, D.C. 
Write when available and full partic- 
ulars. Box 4003, c/o Automotive News, 
Detroit 26. 


WANTED — TOP GRADE Cadillac and 


Olds mechanic. Must be first class on 
hydramatic and all phases of Cadillac 
and Olds service. Interested in a very 
good man now working in Cadillac and 
Olds dealership who wishes to locate in 
Phoenix, Ariz. Best working conditions. 
State full experience and references. Re- 
ply Box 4004, c/o Automotive News, 
Detroit 26. 





AUTO LEASING MANAGER 


WANTED 
Auto leasing firm, affiliated with huge Long 
Island, “Big 3" dealership, requires top 
notch, experienced executive to take full 


charge of and expand car and truck leasing 
operation. A substantial interest in the busi- 
ness is among the possible rewards of this 
tremendous opportunity for a ‘'go-getter" 
who thinks big and is not afraid to work 
hard to make his ideas bear fruit. 


Box 4019, c/o Automotive News, Detroit 26. 


POSITION WANTED 





NEED A RIGHT HAND MAN you can 
trust and depend on and who thoroughly 
knows the auto business? I may be your 
man. Excellent references. Immediate 
interview. Box 4009, c/o Automotive 
News, Detroit 26. 


has named five divisional business managers. They are (from left), W. E. Churchill, 
New York and Boston; J. H. Barnes, Chicago, Cincinnati and Minneapolis; D. L. 
Turgeon, Detroit, Pittsburgh and Syracuse, N. Y.; J. T. Trese, Kansas City and Dallas, 
and C. Hanell jr., Washington, Philadelphia and Atlanta. 





insertion for use of a box 


ATTENTION! 


CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 150,000 readers engaged in all branches of the automotive industry from Maine 
to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION-WANTED ADS, 
10¢ PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


number, in care 


of Automotive News. Replies to Box Number ads: are forwarded to the advertiser, unopened, the same 
day received. Display ads: $11.20 per column inch, per insertion. CLOSING: SIX DAYS IN ADVANCE 


WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 





POSITION WANTED 


AUTO SALES MANAGER—Los Angeles, 


Calif. area. Young man, experienced and 
aggressive with proven record, wishes 
to be located in GM or Ford dealership. 
Have ability to handle men, produce 
volume and overall knowledge of auto- 
mobile business. Age 34. Good educational 
background. Box 3980, ¢/o Automotive 
News, Detroit 26. 


SERVICE MANAGER. Capable executive, 


twenty years’ experience with GM dealers. 
Have good technical knowledge; broad 
experience in handling customers and 
employes. Knowledge of paper work and 
sales promotion. Married, 44 years of 
age. Excellent references. Box 3989, ¢/o 
Automotive News, Detroit 26. 


TO THE DISSATISFIED DEALER. 1955 


will need men, not boys. I can put your 
dealership on its feet thru correct man- 
agement know how. 25 years in ‘‘Big 
Two’’ lines as sales manager, general 
manager and own dealership recently 
sold. Compensation based on results. Top 
references. Bondable. Move anywhere. Box 
4005, c/o Automotive News, Detroit 26. 


SERVICE MANAGER. Thoroughly experi- 


enced in all phases of service depart- 
ment operation; customer, dealership, 
factory and personnel relationship, own- 
er’s follow-up and all department rec- 
ords. Can keep old customers and make 
new ones and show a good figure in 
service absorption for a dealer that has 
the right objective. I prefer Ford-Lincoln- 
Mercury or Chrysler products. No chain 
operation or small town. Am employed. 
Box 4006, c/o Automotive News, Detroit 
26. 


NEW AND USED CAR MANAGER. 


Twelve years with GM and Chrysler 
dealers. Recent factory commendation 
on proven sales ability. Seeking connec- 
tion with factory interested in develop- 
ment of used car merchandising also 
who desires man from the firing line. 
Will also consider offers from aggressive 
volume dealer interested in a man 
equipped with the knowledge of wheel- 
ing and dealing in present day volume 
operation. Will answer all replies. Will- 
ing to relocate. Family man, age 42, 
personable, aggressive, college back- 
ground, best of references furnished 
Box 4008, c/o Automotive News, De- 
troit 26. 


AVAILABLE IMMEDIATELY. Assistan'! 


manager or office manager. College 
graduate (BS in BA), age 29, married, 
3 years experience as office manager and 
assistant to president and treasurer for 
1,000 new car Olds agency. Selling ex- 
perience and thorough training in service 
and parts. Metropolitan Boston pre- 
ferred. Box 4011, c/o Automotive News, 
Detroit 26. 


DODGE-PLYMOUTH deal- 
ers. Tired of ‘‘going it alone’ in a 
tough, competitive market? Need a 
really loyal, self-starting hard-hitting 
general marager? Here is a man cap- 
able of handling and directing every 
phase of your business. A real manager 
with your interests at heart. Not inter- 
ested in just a job, but desirous of a 
warm, close, association. Can you use 
this man? Box 4010, c/o Automotive 
News, Detroit 26. 


An Ad in the Classified Section of 
AUTOMOTIVE NEWS 


Will get you quick action, and a satisfactory 
return for your investment 


AUTOMOTIVE NEWS 


2666 Penobscot Bidg. 








Detroit 26, Mich. 








POSITION WANTED 


HT-HAND MAN R General 

Chrysler Motors dealer. Nineteen 
ars GM business management; 
d service promotions. Have the know- 
w on profit and how-to-keep it. Fac- 
tory approved accountant and 
manager. Let me show you. High level 
r Box 4017, c/o Automotive 
News, Detroit 26. 


AVAILABLE IMMEDIATELY — General 
sales manager or general manager. Nine 
years’ GM and Ford experience in large 
metropolitan city. Young, married and 
have factory approval. Box 4016, c/o 
Automotive News, Detroit 26. 


SALES MANAGER OR general manager 
position wanted. Former general man- 
ager of one of the countries largest GM 
deals. Young, married and have factory 
approvals. Write Box 3979, c/o Automo- 
tive News, Detroit 26. 


SERVICE MANAGER — Aggressive exec- 
utive type. Twelve years service and 
parts department experience. Can handle 
all phases service operation. Desires im- 
mediate and permanent position. 859 E. 
Granada Ct., Ontario, Calif. 


$10,000 TO INVEST 


sales manager, age 34, married, 
graduate, ex-naval aviator, well 
trained to handle 700 to 1,000 car dealership. 
Employed at present as sales manager of 350 
Chevrolet car dealership. Employer knows of 
this ad. Showing profit of 3'/, times known 
average for cars sold for the current year. 
Willing to invest $10,000 as part owner and 
assume responsibility. Prefer town of 40,000 
to 50,000 population. Top references, factory 
approval. 

Box 4020, c/o Automotive News, 


| 
re<o = 





General 


Detroit 26. 





DEALERSHIPS AVAILABLE 
DEALERSHIP AVAILABLE HANDLING 


nice display room and used car 
Trade area includes thirty towns. James 
Stewart Webb, Demopolis, Ala. 


DEALERSHIP HANDLING DeSoto and 
Plymouth — established 1934. Lease 
building, parts and equipment only. Ex- 
perienced staff. Located metropolitan 
western Pennsylvania city. Box 3984, 
c/o Automotive News, Detroit 26. 


FOR SALE — DEALERSHIP handling 
Chevrolet lower east coast of Florida 
Will sell 175 new units this year. Will 
sell building at appraised value, assets 
at inventory. Nothing inflated. Other 
business interest, reason for selling. Box 
3992, c/o Automotive News, Detroit 26 

DEALERSHIP AVAILABLE handling 
Dodge and Plymouth. Located in north- 
western Ohio in good farming territory. 


parking lot. 
ear and truck service. Will sell at book 
value and lease bidg. and lot. Box 3946, 
c/o Automotive News, Detroit 26. 


AGENCY HANDLING FORD near Kansas 

City and Topeka. Very profitable oper- 
No real estate, balanced parts 
stock, modern equipment. 1953 volume 
over $500, 000. Low investment. Box 3961, 
c/o Autqmotive News, Detroit 26. 








Dodge and Plymouth with good parts 
and service department. Located in pros- 
perous county seat town in central In- 
diana. All replies held confidential. 
4018, c/o Automotive News, Detroit 26. 
AUTO AGENCY — DeSOTO-PLYMOUTH, 
Ohio, good reputation, large sales vol- 
ume, service department, showroom, 
parts room, used car lot, attractive price. 
Apple Co., Brokers, Cleveland, Ohio. 


DEALERSHIP AVAILABLE handling 
Dodge-Plymouth — western half Palm 
Beach County. Grossed $410,000 - 1953. 
Parts and equipment inventory. Roemer, 
Box 131, Belle Glade, Fla. 


WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 


412 Fisher Bidg. Detroit 2, Mich. 











Wonderful Place To Live... 
Prosperous Place To Work... 


Building For Sale In 


Santa Rosa, California 


World's finest climate, formerly Luther 
Burbank homesite. Warm sunny days, 
cool nights all year round. Hour and a 
half from fabulous San Francisco. 
Building was built for Chrysler-Plym- 
outh dealership, which enjoyed eight 
successful years. New in 1946. 22,750 
square feet, plus adjacent paved park- 
ing area of 34,500 square feet, in- 
cluding 15,000 square feet in rear en- 
closed with cyclone fence. Building has 
large semi-circular terrazzo-tiled show- 
room. Five comfortable offices. Parts 
department with ramp to upstairs stor- 
age, including metal bins. Concrete 
floored shop, radiant heated with 
drive-in entrance and exit. Completely 
equipped, including three hoists, with 
latest Chrysler approved automotive 
equipment, all in perfect condition. 
Owners selling to liquidate corpora- 
tion. Equipment Building and land for 
sale at 25% under replacement ap- 
praisal. Write or phone R. J. Jansen, 
1200 Van Ness, San Francisco. 
PRospect 5-2400. 





Fe a ee rs Ur Oe 


DEALERSHIPS AVAILABLE 


HANDLING STUDEBAKER—West Coast. 
No heat, no cold, no real estate. Beauti- 
ful, new showroom and used car lot. 
Shop and parts leased to a top mechanic. 
Net fixed overhead $150 per month. 
Plenty of profits. Population 16,000 — 
potential 48,000. $15,000 puts you in 
business. Box 4013, c/o Automotive 
News, Detroit 26. 


DEALERSHIP AVAILABLE HANDLING 
Chrysler - Plymouth, located in central 
Florida. Trade area about 35,000. Low 
rent, good location. Extra well equipped 
shop. No accounts or used cars to buy. 
$17,500 for parts and equipment, which 
is under inventory. Must have factor: 
approval. Box 4014, c/o Automotive 
News, Detroit 26. : 


DEALERSHIPS WANTED 











GENERAL MOTORS—350 UNITS upward. 
Factory approval assured. Have ample 
capital to handle large deal. All replies 
strictly confidential. Box 4012, c/o Au- 
tomotive News, Detroit 26. 


BUSINESS OPPORTUNITIES 








FOR SALE — WHOLESALE automobile 
body parts and accessories business, 
selling to ‘‘Big 3'’ car dealers in 15 
state area. Philadelphia warehouse. 


$25,000 cash needed, balance financed. 
Bernard Axelman, Attorney, Land Title 
Bidg., Philadelphia 10, Pa. 


DEALER SERVICES 








INVENTORY SERVICE 
BUYING OR SELLING A 
DEALERSHIP? 
@ Buy Right © Sell Right 
ies—Egui t 
Fae nnennaries aie nace 


eea, 


inventory will ae | — ——— 
DON'T GUESS—BE SURE 

Call or write for service details. 
AUTOMOTIVE INVENTORY 


SERVICE CO. 
10040 Freeland, Detroit 27, Mich., WE 3-6445 








Automobile Business Liquidators 


Also Used Car Auctions 
We have sold in 24 states and Canada. 
More than 4,000 various type auctions. We 
know the automobile business; one member 
of firm at district manager for six years 
—one of "Big 3 
References: F. H, National Bank 
Wire, Write or Phone 3232 or 5110 
BOWEN & McCULLUM AUCTION SERVICE 
8 Public Square Elizabethtown, Ky. 








CARS FOR SALE 











SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1953 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardiess 
of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, Inc. 

229 $. Hanson St. Philadelphia, Pa. 

1. E. Spatig, Used Car Manager 
Sherwood 8-1500 








ATTENTION DEALERS ! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
cellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1950-1951 
Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
Sith & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 


r 











= 
50 CHEVROLETS 


"1953 TUDORS 


| Will be sold far below loan value. 
Cars have many extras. 
| Excellent condition. 
| Immediate delivery promised. 
| Real money makers. 
Phone - Wire - Write 
LOU FERRIS SiD LAVENE 
Agents for 
POTAMKIN CHEVROLET 
Co., INC. 
St. 7-8185 
Warehouse: 1202 Franklin Street 
Philadelphia, Pa. 


. 


Located on U. S. 
< Syracuse suburbs, 21 


Zephrs, Austins, 


3001 Crenshaw Bivd. 
RE 


910 S. Tryon St. 


FOR SALE — 15 SECTIONS used steel 


COMPLETE USED CAR 
two stick out used car signs, 650 feet of 
used car lights and poles and other mis- 
cellaneous items. Phone Roy Wright or 

Kenwood 2-4000, Detroit, 


70 LEFT 








1953 Chevrolet Police Cars 


$700 each 


Cheaper in lots of 10 or more 
Good condition 
Apply 
SHENENBERGER 
AUTO PARTS 
1165 S. Cameron St. 
or 
CLARK'S AUTO PARTS 
1409 W. Broad St. 


DEALERS NOTICE 


CLEVELAND AUTO 
AUCTION 


MOVED TO OUR 

NEW BUILDING 

HEADQUARTERS 
PAVED LOT 


6500 Broadway Avenue 
State Rt. 14 


BROADWAYS BIG LOT 
First Auction 


Wednesday — August 4th 
Call Broadway 1-5888 





TIM A ANSPACH 


"Midway," 20 
Albany-Schenect Seay Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY . 








GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half wee west of Grandville, 


EVERY TUESDAY 
At 1:00 P.M, Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill Nagy 
“Michigan's Best’ 
Phone: ARdmore 6-4720 








SYRACUSE AUTO AUCTION 
(for dealers only) 

Every Thur: — at 
We gvarantee 


Route |!, 3% miles 


of Routes 20 and Ii 


Auctioneer: A. Y. , de. 
leving C. Mondore, ow 





CARS WANTED 





FOREIGN CARS WANTED 


Wanted—100, new or used Hillmans, Consuls 
Morris Minors, Jaguars XK 
models, etc. Write or wire—quote asking price. 


IMPERIAL MOTORS 








WANTED 50 to 100 
1952 MODELS AND UP OF 


FORDS, CHEVROLETS, OLDSMOBILES 


or PONTIACS 


Wire or Telephone 


Ss. C. STONE 


c/o E. B. Stone Finance Companies 


Phone 4-086! 





TRUCKS FOR SALE 


ATTENTION DODGE DEALERS and old 
1925 Graham Bros. 1-ton 
This is 
a show-case truck. Pictures on request. 


car hobbyists. 


pickup, original mileage 34,581. 


Granite State Auto Body, Keene, N. 
TRUCKS WANTED 


FORD WRECKER — Holmes crane. Must 
be good shape—no junk. J. Alex Laurie, 


Speedwell Ave., Morris Plains, N. J. 


Inc., 
~~ SHOP EQUIPMENT FOR SALE 


WALKER—4 POST electric lifts—(3) like 
23rd and Michi- 


new. City Auto Sales, 
gan, Chicago, Ill. Victory 2-4800. 


SALE 


Box 66, Scituate, Mass. 


Dave Miller, 
Mich. 


TIRES FOR SALE 


TIRES—NEW FACTORY SECONDS. 
Truck and 
Passenger. Morrie Bloom, P. O. Box 193, 


Black and white sidewall. 
Mansfield 3, Ohio. 


Harrisburg, Penn. 


Savannah, Ga. 


- 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 


south 
miles north of junction 
( 'e tea bus service). 


Los Angeles 16, Calif. 
0293 


Charlotte, N.C. 


— 15 SECTIONS used steel 
parts bins. Make offer. Write Post Office 


SET UP. Office, 


much equipment at sacrifice prices. Sales 
by piece or lot. Drake Motors, Inc., 33 
W. Wacker Drive, Chicago. Financial 
6-4666. 


ONE SOURCE FOR 
GM & UMS PARTS 


JOBBER DISCOUNTS 
as high as 50% on 
UMS parts 


DISCOUNTS INCREASED 
ON BUICK PARTS 
60% 


(Example: Buick Muffler lists at 
$10.00. Your cost only $4.69) 


Send Dee Se MASS. Gan day eore- 
ice. Special cash allowance on Phone 


Orders. All Shipments C.O.D. 


GORDON BUICK 


(fermerly Robertson Buick) 
1000 $. Wabash Ave. Chicago 5, ill. 
WAbash 2-1030 


BUSES FOR SALE 


1954 CHEVROLET AND FORD school bus 
chassis at Richmond, Indiana for im- 
mediate delivery. Hudson Body Co., Dal- 
las, Texas. 


SCHOOL BUSES—1949 GMC, 54 passen- 
ger; three, 1948 Ford, 48 passengers; 
six, 1947 Dodges, 48 and 54 passengers. 
Low priced. Write Box 4007, c/o Auto- 
motive News, Detroit 26. 


NEW AND USED SCHOOL BUSES 
FOR IMMEDIATE DELIVERY 


1949 GMC Oneida, 60 passenger 
1953 Ford B-750 Superior, 60 passenger 
1952 International Wayne, 54 passenger 
1948 Ford Wayne, 48 passenger 
1947 Chevrolet Superior, 48 passenger 
1954 Chevrolet Superior, 48 passenger 
NATIONAL BUS SALES CO., INC. 
101 N. 33rd St. Phone BAring 2-7605 
Philadelphia 4, Pa. 























SCHOOL BUSES FOR SALE 
Immediate delivery on m9 models 

15 units presently in stock. 

Used buses also for sale. 
- 1950 Diamond T, 54 passenger; 3 - 1953 
GMC, 54 passenger; 4 - 1953 Diamond T, 54 
Passenger; 2 - 1950 Reo, 54 passenger; 2 - 
1953 48 passenger. 

Transit Sales & Service, inc. 
23 South St., Danbury, Conn. 

Cail Frank T. Mee—3-4437 


xn 








BUSES WANTED 
nr mn 
60 PASSENGER LATE model school bus 
wanted. Will also buy a new one if 
priced attractively. Box 4001, c/o Auto- 
motive News, Detroit 26. 
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AMBULANCES FOR SALE 


AMBULANCES; 1950 CADILLAC, 1947 
Cadillac, $550. Both Superior bodies and 
fully equipped. Photos available. Box 
4015, c/o Automotive News, Detroit 26. 


ACCESSORIES WANTED 


WANTED — MOPAR RADIO, six tubes, 
part number 1473173 to fit ‘1952 Dodge 
Meadowbrook. Frank’s Auto Sales, 13 
Harrison St., Black River Falls, Wise. 


MISCELLANEOUS 


ENGINE REBUILDING— Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce St., 
Lynchburg, Virginia. 


(een 

THEY SPIN!! THEY SPARKLE!! Attract 
customers with beautifully colored alu- 
minum spiral streamers. Use any com- 
bination of colors. Your choice of red. 
blue, green and gold. Each 20 foot 
length $1.25. Silent Salesman, Dept. 2, 
1001 8S. Seneca, Wichita, Kans. 


REPLACEMENT AUTO HEADLINERS— 
$12.50. Civilian jeep tops—$70.20. Half 
top — $56.16. 3-ply convertible tops — 
$18.95. Plastic convertible top protector 
cover—$12.85. Rush service! Boston Big 
Buck, 278 Cambridge St., Boston, Mass. 





Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet 1.C.C. Requirements 


MOTO-MATIC 
TOW * GUIDE 


BRAKE- MOBILE 


TOW - PILOT 


with Automatic Brake 
Cannot Be Matched 
At Any Price 
Write Today For 
iilustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Dept's. 


“Leaders In The Industry" 
Since 1939 








Tel. EVergreen 3-4800 






if you have cars to SELL... 
if you have cars to BUY... 


COMBINE BUSINESS WITH PLEASURE 
ENJOY YOURSELF IN THE 


“CONCRETE JUNGLE" of NEW YORK CITY 
Metropolitan New York's 


FIRST REAL STEADY WEEKLY AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS—INSURED AUTO AUCTIONS 
EVERY TUESDAY — 12:30 P. M. at 
AUTO AUCTION ASSOCIATES, INC., (affiliated with) 
SPIELMAN CHEVROLET 


Greenpoint Avenue & Provost Street 


Come To Skyline Auctions 











Brooklyn 22, N. Y. 
Auctioneers—David B. Spielman 
Johe W. Becker 
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New Subscription Order 


Send Automotive News to Address Below 


for One Year $8 [|] 


for which check is attached [[] or send bill [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


eeeeee 


Street Address............ panewerecwisens ean daern Te 8. Seer 
i ck aassdsetesieasesex dob cheéeonganesthe.s es coe asaeaee ee 
TRADE CONNECTION: 

Car Dealer [] Truck Dealer [] Moautedturer () 
Jobber 1) insurance ([] Financial Supplier [) 
Mae OO Gs occ sd icvcpesoanciccaeséséace ins sccnscecenseassanneaue 

8-2-54 


See ee eee eee eeeseses COHORT OHHH HEHEHE EEE EHH EEE *. 


or Two Years $14 [[] 


Burk tack fortop doles 


4 


The INTERNATIONAL Truck Dealer is on the right 
tack toward higher sales. He has aboard the world’s 
most complete truck line. 


He has smooth sailing with every truck prospect 
because he offers exactly the right truck for every 
job, from %%4-ton pickups to 90,000 lbs. GVW off- 
highway models. He offers the right power, with 
a wide choice of gasoline, LPG or diesel engines. 


He’s “hull down on the horizon” ahead of his com- 
petitors with the long-respected INTERNATIONAL 
reputation for quality. Because he sells quality, he 
has more satisfied customers. Their loyalty safe- 
guards the dealer’s profits for years to come. 


Franchises are available in a few choice locations. 
If you want to get ahead of the fleet, and you can 
qualify, there may be an INTERNATIONAL Truck 
Dealer Franchise open to you. 


For details phone your nearest INTERNATIONAL Dis- 
trict Office. Or«write to: 


INTERNATIONAL HARVESTER COMPANY 


\. 180 North Michigan Avenue -¢ Chicago 1, Illinois 


BS Be eR “See > _" 


tiatietasensnaait si” 


international Harvester Builds MCCORMICK® Farm Equipment and FARMALL® Tractors...Motor Trucks... industrial Power...Refrigerators and Freezers 


Better roads mean a better America 


INTERNATIONAL TRUCKS 


Standard of the Highway — 





